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A TRUE EXAMPLE OF CO-OPERATION 

In an article of editorial nature, which appeared 
under the caption, “Co-operation of Individuals 
Necessary in Modern Business,” on page 55 of the 
July issue of MILL SUPPLES, reference was made to 
houses which are not afraid to let others in on 
methods they have found successful, through per- 
mitting publication of the facts in their trade 
magazines. 

No more striking example of this kind of co- 
operation could be cited than that shown by the 
Smith-Courtney Co., Richmond, Va., in supplying 
this magazine with requested information concern- 
ing the establishment and operation of the “Blue 
Ribbon Line” plan, which is discussed in this issue. 
The Smith-Courtney Co. officials and employes 
literally opened their hearts to MILL SUPPLIES and 
willingly and enthusiastically told the story, at 
the same time supplving sample material sought. 
To these fine people MILL SUPPLIES and its many 
readers owe a debt of gratitude, likewise to Vance C. 
Boyd, Standard Supply & Equipment Co., Philadel- 
phia; The Ross-Willoughby Co., Columbus, Ohio; 
the Mill & Mine Supply Co., Seattle, and Edwin L. 
Goucher, Frick & Lindsay Co., Pittsburgh, for ar- 
ticles appearing in this issue. 

Many other supply houses have responded will- 
ingly when asked for information. By so doing 
they have shown their willingness to co-operate for 


the benefit of the mill supply business; and co-opera- 
tion is the one thing that is most necessary in that 
business today. 

One of the best methods of co-operation is in the 
interchange of ideas, which will result in 
to all. 


benefits 





BUSINESS PROSPECTS 

With hot weather and vacation time over, money 
in ample supply at low rates, stable prices for all 
commodities, backed by the full employment of labor 
with high purchasing power of wages, and a large 
volume of construction work reported, the pros- 
pects for satisfactory business this fall look un- 
usually good. Despite our tremendous accumula- 
tion of gold, inflation has not followed, but instead 
prosperity and profits have been built on increasing 
efficiency of production and an ample supply of 
capital. 

The curtailment of business during the summer 
months, not always hailed with cheers, was in fact 
a fairly fortunate circumstance, and an aid to 
future health. There is every reason to believe we 
are about to see a normal expansion in business. 
The first stirrings of preparation for autumn busi- 
ness are apparent, and the only danger is that the 
more speculatively inclined may become impatient 
and try to push things along too rapidly. Still, the 
lessons of the fairly recent past are fresh in the 
memory of practically all active business men, and 
a majority of them will probably back up in the 
traces if the headstrong attempt any _ inflation 
movement. 





WASTE ELIMINATION IN SUPPLY HOUSES 

Much is being said and done these days regarding 
elimination of waste in industry. The government, 
through its division of simplified practice of the De- 
partment of Commerce, is lending its encouragement 
and assistance, even leadership, to the efforts of 
various classes of industries to bring about greater 
efficiency in manufacture for their own good and for 
the benefit of distributors and users of the items 
produced. 

But simplification and other methods of waste 
elimination can be applied to merchandizing houses 
as well as to manufacturing organizations, as wit- 
ness the successful efforts along this line made by 
the Bronson & Townsend Co., New Haven, Conn., 
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hardware jobber, which eliminated 56 percent of its 
customers, 28 percent of the territory covered and 
31 percent of its stock items, yet increased the vol- 
ume of its net profits 35 percent in three years, and 
the percentage of net to sales 68 percent. Of course 
there was a falling off in gross sales, but net profits 
increased, and net profit is the aim of every institu- 
tion in business today. Mill supply house executives 
are particularly interested in the results secured in 
New Haven, as the margin of profit reported by 
them is too frequently distressingly small. 

Perhaps the application of simplification to indus- 
tries manufacturing many of the products handled 
by mill supply distributors will tend to simplify the 
business of these distributors, but it seems that 
elimination of waste in general must be worked out 
by each individual house. MILL SUPPLIES does not 
presume to tell mill supply distributors how they 
can eliminate waste in their individual businesses, 
for they know their own private affairs much better 
than does any outsider, but it will be worth while 
to study in detail all activities carefully with the 
end in view of considering what can be done to make 
work lighter and profits greater through the elimina- 
tion of certain features which are liabilities. 

Some probably are trying to cover too much ter- 
ritory in their sales efforts. Others may have too 
many slow moving lines. Still others may have 
weaknesses in their employe personnel. Perhaps 
one good salaried man could do the work of two or 
three less efficient and moderately remunerated in- 
dividuals more efficiently than it is being done now. 
It may be that time is being lost and efficiency im- 
paired through improper arrangement and handling 
of stocks. Check-ups on salesmen may reveal the 
fact that some are wasting their efforts, which could 
be directed in the right channels through proper 
coaching. Perhaps too much free service is being 
given. 

It appears that a very definite step has been taken 
toward bettering conditions in the mill supply field 
in a general way through the creation of the Mill 
Supply Council, and it may be that eventually this 
council or the associations will take the initiative in 
bringing about the reduction of waste in individual 
supply houses; nevertheless, there’s no time like the 
present for surveying the structure of your own 
business with the end in view of conducting a gen- 
eral housecleaning, if it be necessary, and at least 
sweeping the cobwebs out of the corners. 





GROUP INSURANCE FOR INDUSTRY 

Group insurance is comparatively new, but a 
book recently published by the National Industrial 
Conference Board reports that the rapid growth of 
the movement proves the soundness of the idea. 
Most employers, the board believes, are generally 
satisfied with group insurance because “the workers 
are more closely connected with the organization 
and are therefore more loyal and stable.” 

At any rate, group insurance means labor 
turnover, and employers are not responsible in case 
of sickness, accident or death of the workers. This 
means economy for the employer. It econ- 


less 


means 
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omy, too, for the employe, because premiums of 
such insurance are much lower, due to the fact that 
selling and administration costs are lessened. 
When group insurance was in its infancy, many 
employers paid the entire cost of the policy, leaving 
no premium for the employe to pay. With recent 
years, however, the “contributory” plan has proved 
itself the wiser; employes pay portions of the 
premium, or most of it in some cases, and they 
more keenly appreciate the value of the insurance. 

The plan is bound to win more and more favor 
since, as the National Industrial Conference Board 
states, group insurance “has provided protection, at 
no cost or at low rates, to about five million em- 
ployes, many of whom do not have or cannot obtain 
adequate insurance except at relatively high rates.” 





MODERN METHODS FOR STOCK KEEPING 

Many distributors look with favor upon the per- 
petual inventory system, and some supplement it 
with a system for recording the amount of stock 
in bins by cards or labels on the bins. Excellent sys- 
tems for both the perpetual inventory and stock bin 
indicator can be easily obtained. 

The perpetual inventory and informative bin label 
serve several purposes. In the first place they tell 
the distributor at a glance the amount of stock on 
hand. Secondly, they warn him, when his stock is 
getting low, that it is time to order again. Finally, 
they provide an accurate index as to how various 
lines are moving. 

It certainly is a convenience to the distributor 
when he can answer in a minute or two an inquiry 
from a big customer as to how much of such and 
such a stock he has on hand, and a prompt answer 
must make a decidedly good impression. 

Steel shelving and bins, too, are a distinct advan- 
tage to the distributor, and their use is becoming 
more and more common in supply houses. Seldom it 
is, perhaps, that a supply house moves into a new 
location that it does not equip its storerooms with 
these conveniences. They not only make for a 
neater, handier and more modern storeroom, but 
they are a distinct protection in case of fire. 





“THE shortest distance between two points is a 
straight line,” reasoned one man as he figured it out 
that comparatively cheap seats at a certain sporting 
event would provide the fan just as good vision of 
the action as some seats in a much more expensive 
section; in fact better, because the cheaper seats are 
elevated. This goes to prove that a little analytical 
study of a situation will often result in the avoidance 
of foolish moves. 


MAIL order houses handle about eight percent 
and chain stores approximately five percent of the 
total retail business of the country, according to a 
statement made by Arthur H. Brayton, Des Moines, 
Iowa, while speaking at a meeting of the Interstate 
Merchants’ Council in the Hotel Sherman, Chicago, 
on August 17th. According to Mr. Brayton, inde- 
pendent houses and stores handle sixty-six percent 
of the total, and the remainder is sold direct. 
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Mill Supply Council Speeding Up 


By-laws, Code of Ethics and Plan of Operation Soon to Be Com- 
pleted, with First Regular Meeting Likely to Be Held This Month 


Definite progress is being made by the new Mill Supply 
Council in its work of compiling the by-laws, code of 
ethics and plan of operation, and it is considered prob- 
able that the first regular meeting of the council wil! 
be held some time this month. 

As was announced in the August issue of MILL Sup- 
PLIES, the code of ethics, by-laws and plan of operation 
had been drafted and presented to the committee of 
presidents of The National Supply and Machinery Dis- 
tributors’ Association, Southern Supply and Machinery 
Dealers’ Association and American Supply and Machin- 
ery Manufacturers’ Association for their consideration. 
Each of the presidents has gone over the draft thor- 
oughly and suggested additions and amendments as and 
if he so desired. 

At this the original draft, with 
suggestions of the presidents, were being prepared, to be 


writing copies of 





plan prior to the first regular meeting, the members will 
not have to devote much time to discussion of them at 
that meeting, but will be able to proceed with plans for 
definite work. As has been stated previously, one of 
the first matters to be taken up by the council will be 
that of selling the idea of dealer distribution, or, in 
other words, educating the consumer on the advantage 
of buying through the distributor. 

While the work of swinging the council into action 
has been handicapped somewhat by summer time and 
consequent vacations, still the efforts of those closely 
identified with the council have been very fruitful. The 
associations have also been soliciting new members and 
preparing in other ways for future action. 

President Welles, of the National Association, reports 
that twenty new members have been secured by the as- 
sociation since the triple convention in June. 


Six 


new 




















Three Prominent Members of Mill Supply Council. Left to Right—George Puchta (National Association), D. D. 


Peden (Southern), Frederick H. Payne 


sent to the remaining twelve members of the Mill Sup- 
ply Council. Each of these members will go the 
draft and suggested amendments, make any sugges- 
tions he sees fit, and return it. When all members of 
the council have returned their copies, with any nota- 
tions they wish to make, a final draft, with all amend- 
ments, will be prepared and sent to all members of the 
council, together with an announcement of the date of 
the first regular meeting, when the code of ethics, by- 
laws and plan of operation will be finally acted upon 
and steps taken to put into motion the machinery of the 
council, 

The action of the council will then be communicated 
to the memberships of the three associations and their 
approval asked for. 


over 


Great pains are being taken in the preparation of all 
the material, for this will naturally form the 
foundation upon which the council will be built. Every 
member of the council is being given full opportunity 
to present his views. Furthermore, with the greatest 
amount of consideration given to the code, by-laws and 


basic 


(American). 


members 
magazine. 


have been secured since the last issue of the 

When the application of Mazel-Rest & Co. 
was received, Chicago became a 100 percent city as to 
distributor membership. The six new 
follows: 

Sterling Hardware Co., Inc., Hazard, Ky. 

Swords Bros. Co., street, 
Ill. 

Mazel-Rest & Co., 1844-48 West Grand avenue, Chicago. 

The Ross-Willoughby Co., 269 West Spring street, Co- 
lumbus, Ohio. 

Ford & Kendig Co., 1428-32 Callowhill street, Phila- 
delphia. 

The Pottsville Supply Co., Inc., 
ville, Pa. 


members are as 


625-631 Seventh Rockford, 


12 Logan street, Potts- 


In cities throughout the territory covered by its ac- 
tivities the National Association has local committees 
at work investigating and soliciting prospective mem- 
bers. Vice-President H. H. Kuhn is general chairman 
of the membership committtee. Manufacturers’ repre- 
sentatives are also aiding in securing new members for 








the association. According to committee reports, a num- 
ber of houses which have already been called upon, and 
have not already done so, will join the association later. 
In some cases, the person who could authorize the action 
has been away on in others the commit- 


definite action will be taken 


vacation, while 
tees have been advised that 
later. 

laced on the that the dealer asso- 
soliciting for membership every firm 
that goes under the name of a mill supply house. Houses 


sought for membership are those 


at 
Tact 


Emphasis is p 


ciations are not 


carrying stocks and 


measuring up in other ways to the standards set by the 
associations Whenever there is any doubt as to the 

gibility of a piospective member, the local committee 
isits the house, inspects its stock and investigates in 


otner WaVs. 

The Southern Supply and Machinery Dealers’ Associa- 
tion and the American Supply and Machinery Manufac- 
Associatio new members, are 
arousing the interest of members in the 
Mill Supply Council idea and getting things set generally 
f k the done. 
orable comments on the Mill Supply Council plan 
from a variety of sources. On 

feeling that coordinated efforts 
and between distributors, on the one 
manufacturers, on the other, must come if 

conditions in the mill supply field are to be improved. 


turers are also out afte) 
thelr present 


or the work tnat 1s to be 
Fay 
continue to be received 


every hand exists the 
among distributors, 


hand, and 


ee 


URGES GREATER DISCOUNTS 
Distributor Commissions. Particu- 
larly as Regards Machine Tools 
The National Supply and 
Association has received from 
exceedingly interesting letter, telling what his company 
has done to secure commissions from manu- 
facturers of machine tools, and urging that all members 
write to their manufacturers, outlining the position the 
distributor is in and urging the manufacturers to extend 
greater margins of profit. Copies of the letter have been 

mailed by the association to members. 


Presents Views on 


Machinery Distributors’ 
one of its members an 


increased 


The writer states that his company has made progress 
in securing greater commissions from the manufacturers, 
but that it is now striving to induce many of them to 
increase commissions to 25 percent. He states further 
that in all cases where a discount of 15 percent or less 
is received, it is a standard rule that his organization 
five percent to the list price, plus the 
and in some cases, on small machine tools that 
do not run into large money, even if the discount is 121% 


adds at least 


freight; 


or 15 percent, the company adds 10 percent, plus the 
freight. 
“We want to go upon record in saying that the ma- 


chinery or supply dealer who is trying to do business 
upon an average margin of less than 25 percent deserves 
to go broke—he has it coming,” he states. “He is not 

kidding himself, but is making it 
mighty hard for his competitor who is trying hard to 
earn a fair margin of profit.” 


only, so to speak, 


The writer then goes on to tell how sales expense is 
now much greater than it was prior to 1914 and that 
there are more competitors than in the earlier days. If 
competitors can be educated to the fact that it is suicide 
to attempt to do business upon a smaller margin than 
say 25 percent, everyone can make money, he states; and 
adds that members of the association must realize that 
it is impossible for one firm, such as his, to impress 
manufacturers with the necessity for increased dis- 
counts, and that it can take up the matter only with the 
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manufacturers it represents. He therefore urges that 
machinery and supply distributors write to all their con- 
nections and outline the case. 

He then goes on to show how the sale of a $1,000 
lathe at a 15 percent gross discount results in a loss of 
$50 for the distributor (figuring business cost at 20 
percent) and that, in addition, the distributor generally 
has to extend credit and assume risks, and must provide 
service. 

“Frankly speaking, we are not in 
glory there is in it,”’ he continues. 


business for the 
“We are not in busi- 
ness to be profiteers, but we are in business because we 
love to be. We get a kick out of it; like to be active and 
try to earn a few dollars when the fireworks of the year 
are over and the auditors make up their report for our 
information. 

“Furthermore, with discounts that hardly permit one 
to live and exist, is it possible to pay our employes 
according to their worth? Absolutely not. On the 
other hand, if larger discounts are secured and the mer- 
chant is earning money, he can automatically hire a 
higher salesmen, paying them better wages, 
which automatically produces more business and makes 
it better for the machine tool manufacturer as well as 
the dealer.” 


class of 


“In some cases where some of the dealers control some 
lines, regardless of how good they may be, and they only 
carry say 10 percent margin gross profit, and the manu- 
facturers refuse to increase same by either increasing 
their list prices, if necessary to do so, or taking it out 
of their own pockets if they can stand it, then we would 
suggest that they give up such agencies, taking on more 
profitable ones,” he states further on. 

The writer gives the following example in approximate 
percentages: 

“Suppose you sell a machine tool upon which you make 
a 20 percent gross profit. We will say your overhead is 
19 percent (far below the average). You will earn one 
percent. Suppose you secure 25 percent discount instead 
of 20 percent. Your overhead will remain the same and 
you would earn six percent net profit on the turnover— 
which is equivalent to making six similar sales, carrying 
six contracts or credit risks, six service jobs instead of 
one; furthermore, the more machines you sell at such 
an increased margin, the greater your margin of profit 
automatically becomes and the lower your overhead auto- 
matically becomes, on account of the credit risks, service 
jobs, delivery charges, book entries and a hundred and 
one other things that enter into a transaction, and you 
will still be better off.’’ 


—_e— > —__ 


DEALER’S RIGHTFUL POSITION 


He Is Truly a Benefit to the Trade for Various Reasons. 
Which Distributor Outlines 


CHARLES E. CURTIS* 
President, The Western Iron Stores Co., Milwaukee 

We desire to present to our customers our under- 
standing of the mill supply dealer’s rightful place in 
industry. 

It is true in most cases that the dealer in machinists’ 
and mill supplies fabricates none of the merchandise 
he distributes, but by reason of his large capital in- 
vestment in these products, careful selection is made by 
men whose experience, knowledge and ability qualify 
them to efficiently conduct this phase of the business. 

(Continued on page 61) 


This letter was sent to its customers by The 


Western Iron Stores Co., 
and copie were 


furnished to members by The National Supply and Ma- 
chinern Distributors’ Association, of which this company is also a member. 


a 
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How One Mill Supply House 
Meets the Problems of the Day 


Smith-Courtney Co., Richmond, Va., Determined That the Best Way to Make ; 


a 


Reasonable Profit Was to Concentrate on a Few Outstanding Lines and Build 


a Sales and Advertising Plan Entirely Around Them—Sales of Those Lines and 


Others Have Quickened. and Profits of the Company Have Noticeably Increased 


How can the distribution of mill, mine and steam sup- 
plies, machinery and tools be made more profitable? 


No question 


today than that. 


costs and excessive service are some 
of the factors which have combined 
to make the road of many dealers a 
hard one. Consequently, there is 
a constant seeking of a solution to 
the difficulty. 

One popular suggestion that 
seems to have back of it consider- 
able logic is that mill supply dis- 
tributors should push lines and 
specialties providing a fair margin 
of profit—concentrate on them and 
carry sales of other lines along 
with them. Acting on this theory 
the Smith-Courtney Co., Richmond, 
Va., said to be the oldest mill 
supply house south of Philadelphia, 
has developed a plan that is prov- 
ing a marked success. 

The Smith-Courtney Co. some 


is more vexing in the mill supply business 
Narrow margins of profit in many 
lines, direct competition, price cutting, high overhead 


I 


The Plan in Brief 

Selection of ten “Blue Ribbon” lines. 

Concentrated effort on one of these lines 
each month. 

Compilation of sales manual for each 
salesman on the “Blue Ribbon” lines, later 
supplemented by the preparation of ques- 
tionnaires for salesmen on each line, just 
prior to conce ntration on it. 

Quotas on each line for each salesman es- 
tablished at annual sales meeting. at which 
time various matters in connection with 
“Blue Ribbon” lines are discussed. 

Preparation by manufacturers of “Blue 
Ribbon” lines of advertising folders, con- 
taining facts about their producis. 

Co-ordination between efforts of salesmen, 
literature and letters sent direct to pros- 
pects. Elaborate record system to aid sales 
and follow-ups on “Blue Ribbon” lines. 


handling equipment, 93 percent; drills and reamers, 47 
percent; ball bearings, 24 percent; valves and steam spe- 
cialties, 22 percent; 


jacks, 15 percent; transmission 


equipment, 8 percent; machine bronze and babbitt metal, 
& percent; abrasive products, 3 percent; 


fabric belting, 
1 percent. More important than 
that, Smith-Courtney Co. profits in 
1926 were quite noticeably larger 
than those of 1925. According to 
officials of the company, sales of 
other lines have been aided by con- 
centration on the “Blue Ribbon” 
lines. In the first place, the “Blue 
Ribbon” line talk gives the sales- 
man an opening wedge, a way of 
getting a worth while hearing from 
the buyer, and often when the 
salesman does not make a sale on 
the particular line he is pushing, 
he receives orders for other goods, 
and sales of “Blue Ribbon” lines 
also often bring what might be 
called accessory sales. The plan 
has also resulted in the better edu- 


time ago picked out ten lines from 
the many it carries, termed these 
lines its “Blue Ribbon” lines, and 
concentrated on them. These lines 
were chosen because they carry substantial margins of 
profit and have daily sales possibilities, are among the 
leaders in their field and nationally advertised, and be- 
cause their manufacturers sell through distributors ex- 
clusively. Once the lines were selected, the company 
set about making plans for proper concentration on them. 
This involved, and is still involving, much thought and 
hard labor. It was not merely a question of saying, “In 
January we will push So-and-So’s jacks; go to it, boys.” 
Salesmen’s education, indirect and direct advertising, ef- 
fective correspondence, manufacturers’ 
proper record keeping—all were involved. 


tags, etc. 


co-operation, 


SIX MONTHS OF PREPARATION REQUIRED 

It was six months from the time the idea was first 
decided upon until the first actual concentrated effort to 
sell any one of the specialties was made. Even today, 
when the “Blue Ribbon” line plan has been in effect for 
more than a year and a half, the company has not put 
into effect all the ideas it has in mind. The carrying 
out of the plan has been a tremendous task, but has 
already proved well worth while. 

Figures on the “Blue Ribbon” lines for the year 1926, 
the first in which they were featured, shows gains in 
sales in every one over the preceding year. Lift truck 
sales increased 320 percent; chain hoists and material 


Featuring of the “Blue Ribbon” slogan 
and lines on stationery, invoices, shipping 


cation of salesmen. 

The Smith-Courtney Co. is thor- 
oughly sold on its plan, as evidenced 
by the following statement from AIl- 
vin M. Smith, president of the com- 
pany and secretary-treasurer of the Southern Supply and 
Machinery Dealers’ Association: 

“T think it is the only successful method for the sup- 
ply and machinery dealer to use in making a business 
profitable in these highly competitive times, because the 
average dealer seems to think that staple goods do not 
require a profit. I think our plan has been highly suc- 
cessful.” 

A. Brooke Smith. secretary of the company and son of 
Alvin M. Smith, and the man who has not only directed 
but personally taken over the lion’s share of the work 
in establishing the “Blue Ribbon” plan, is convinced of 
its efficacy and is highly enthusiastic over it. 

PLAN A RESULT OF PREVIOUS EFFORT 

The Smith-Courtney “Blue Ribbon” plan was_ not 
evolved over night. It was the result of a previous effort 
on the part of the company to fortify its business in 
the territory in and near Richmond. According to A. 
Brooke Smith, conditions were at one time such that it 
was impossible to make a profit in that territory on a 
majority of the lines carried, profit being possible only 
on the leading profit bearing lines, with established resale 
prices. As a result, S. K. Woodfin, who had formerly 
been city sales manager, was brought in from the road 


(Continued on page 53) 
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THIS IS OUR 


J THE MOST COMPLETE LINE OF MECHANICAL 
RUBBER GOODS MANUFACTURED 


D QUALITY STANDARDIZED AND ABOVE 
QUESTION 


3 A LINE SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS 


4 EFFECTIVE, BUSINESS-BUILDING SALES 
ASSISTANCE 


5 A PROFITABLE COST BASIS 








NO OTHER LINE OF MECHANICAL RUBBER 
GOODS ON THE MARKET OFFERS TO ITS 
DISTRIBUTORS THE COMBINED ADVAN- 
TAGES PRESENTED BY THE MECHANICAL 
RUBBER COMPANY. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 


“We Back the Jobber” 
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PLATFORM! 
1 



















Sustained high quality 
and dependable service 
distinguish ‘““MARCO”’ 
Belting, Packing and 
Hose from all other 
Mechanical Rubber 
Goods. 


When purchases are 




















concentrated, the job- 
ber’s dollar hits the 
very bull’s-eye of buy- 





ing power. 







We are making every 
effort to convert the 
consumer to the truth 
that he can purchase 







as economically and 
with better service 
from the local jobber. 





















The Mechanical Rub- 
ber Company provides 
its distributors with 
values in Mechanical 
Rubber Goods that 


mean better business 











Our responsibility 
does not end when we 
sell the jobber our 
merchandise—that’s 


only the beginning! 





and profits. 


Che Mechanical Rubber Co. 


CLEVELAN D, OH!O NEW YORK CITY 


“We Back the Jobber” 
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The Dodge Distributor 


—Consultant 





to Industry— 


’T.HE properly qualified dis- 
tributor of Dodge prod- 
ucts is more than a store 
salesman. He is a consultant 
to industry. He represents an 
organization of unlimited re- 
sources for the manufacture of 
industrial equipment. 


With the aid of Dodge prod- 
ucts, data and engineers, the 
Dodge distributor assists ex- 
ecutives of industry to equip 
their plants for smooth and 
economic operation. He is 
backed by huge stocks of me- 
chanical equipment* at the 
Dodge Plant in Mishawaka 
and the warehouses at Oneida, 
N. Y., and Chicago. His value 
to industry in maintaining the 


“Power Transmitting, Material Handling, 
Special Machinery, Dodge-Timken Bearing 


Applications. 


uninterrupted flow of the 
world’s production is almost 
beyond estimation. 


There are 500 Dodge Distribu- 
tors operating under 13 differ- 
ent sales offices, putting Dodge 
experience and facilities at the 
command of all industry—and 
thereby making their service 
to their respective communi- 
ties exceedingly valuable. 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leadig#g mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 














POWER TRANSMITTING — MATERIAL HANDLING AND SPECIAL EQUIPMENT 
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(Continued from page 49) 
and asked to work out a remedy. Mr. Woodfin studied 
the situation and finally recommended that fifty-four of 
the company’s best lines be selected and sales on those 
lines pushed intensively locally. His suggestions were 
followed. The lines were selected. This was in 1924. 
One item was each week picked for special effort. A 
meeting of the local sales force, both inside and outside, 
was held every Monday morning. At that time the previ- 
work The meeting took up 
all business lost, and why it was lost, and 
tried to figure out what could be done next time to get 
the business. Cheerfulness was injected by discussing 
new business secured. Then the line to work that week 
important features, not only of that line 
but of competitive lines, were brought out and the sales 


ous week’s was discussed. 


intensively 


Was 


chosen; 
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force was sent out on the job. If a manufacturer's rep- 
resentative was in the city, he was asked to sit in at 


these meetings and discuss his line and answer questions 


that might be asked him. If anything developed which 
might be of value to the salesmen on the road, it was 
passed on to them. Salesmen on the road were also 


asked to study the fifty-four lines. 

This plan, operating on fifty-four lines, proved suc- 
cessful. Local business in 1925 surpassed that of the 
previous year by approximately $50,000. After the plan 
had been in operation for about a year and a half, Mr. 
Woodfin suggested, in June, 1925, that the number of 
featured lines be reduced to ten or twelve, that a slogan 
be adopted, and an intensive campaign on these lines 
be pushed throughout the entire sales territory of the 
Smith-Courtney Co. The idea met with the approval of 
the company’s officials, and then began the gigantic task 
of drawing the plans and gathering the material for an 
intensive campaign on the “Blue Ribbon” lines. 

THREE MAJOR PROPOSITIONS INVOLVED 

Three major propositions were involved. One was the 
selection of the lines. The second was education of 
the sales department on the lines chosen. The third 
was the planning of the advertising campaign, including 
the enlistment of the manufacturers’ co-operation. All 
were exceedingly important. 

No one man selected the ten “Blue Ribbon” lines. 
Every person involved in the sales end of the business 
was asked to name what he considered the ten best lines 
handled by the Smith-Courtney Co. He was not told of 


rc 


an 
Ge 





the “Blue Ribbon” plan at that time, simply asked to 
state his preference. It is interesting to note that every 
person selecting ten lines chose nine of the ten eventually 
accepted as the “Blue Ribbon” group. 

“In selecting the ten lines,’ said A. Brooke Smith, 
“it was our endeavor to choose lines that we felt we 
would be handling for quite a number of years to come, 
but we gave thought, first, to the type of firm from 
whom we were buying. We considered the manufacturer 
from the viewpoints of his position in the industry, his 
financial standing, the quality of his product, etc.; sec- 
ond, we wanted manufacturers who marketed their prod- 
ucts 100 percent through the jobber; third, a product 
that carried a substantial profit; fourth, a product on 
which we had some protection; fifth, a product on which 
there was a possibility of making a daily sale.” 

The Smith-Courtney Co. asked no financial assistance 
from the manufacturers of the “Blue Ribbon” lines. The 
plan was outlined to them, and A. Brooke Smith made 
trips to call on manufacturers and discuss it with them. 
All the manufacturers were requested to do was to sup- 
ply the company with illustrated folders, containing im- 
portant information concerning their line, with the first 
page left blank for the Smith-Courtney Co. to fill in with 
its own letter-head and letters of its own composition. 
In this connection, it may be said that the company finds 
that the manufacturers are not only enthusiastic about 
the plan, but that some have supplied the same folders 
to their other distributors, or are planning so to do. 

COMPILATION OF SALES MANUAL 

The third and most laborious preliminary task was 
the gathering of information to be used for the instruc- 
tion of the sales force on the ten “Blue Ribbon” lines. 


HUGE TASK 














A. BROOKE SMITH 


A. Brooke Smith conceived the idea of compiling a sales 
manual on these lines, containing information on them, 
so arranged that the salesman could turn to them at any 
time for study or reference. The easiest way for Mr. 
Smith to do would have been to write to the manufac- 
turers for the information and simply insert the material 
submitted in the manual, which is a loose leaf book. He 
did not adopt that plan. however, declaring it would 
have been too easy, and he would have gained no worth 
while information himself. So he set about searching 
for the material, reading and digesting it. He did not 
confine his study to the “Blue Ribbon” lines, but secured 
all possible information on competitive lines as well. He 





studied all available manufacturers’ literature 
searched trade publications for information. 

For six months Mr. Smith continued this task, then 
compiled the data and grouped it all in binders, made 
especially for the purpose. A section of the binder is 
devoted to each of the lines. Salient features of each 
line are brought out, together with important sales 
points; and the salesman is often instructed to refer to 
catalogues and other literature. The salesman is told as 
nearly as possible what classes of industries are 
pects for the line, and a stock list, showing all sizes 
carried in stock, is included in the material. 

The foreword to the sales manual is in the main as 
follows: 


and 


pros- 


THE FOREWORD 

“The real test of efficiency in any product is time. 
When a product has constantly shown good service for 
thirty years or more it is a very remarkable perform- 
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which we have selected have been 
length of time, some much longer. 
The manufacturers of these lines rank second to 
are rated highly, and are nationally advertised. 
Consequently, they really need no introduction. These 

with a deal of fore-thought, 
have made a very wise selection. 


ance. All the lines 
on the market this 
none, 
very 
lines were selected yreat 
believe we 
unhesitatingly recommend these Ten Blue Ribbon 
tomers, 
reputation of 


our friends and cus and stand ready to 


the 


them with 


our house, acquired 
oft fiftv odd years.” 


the sales 


manual, prior to taking 
Ribbon” lines individually, 


part yf 
four pages are 
outline of the plan and instructions to the 
five months before 
put into operation, and, naturally, as com- 
progressed in their they found it 
some changes. statement in the 
outline would indicate that it left to the salesman 
to choose the “Blue Ribbon” line he wished to push at 
work it until he had finished his territory 
According to A. Brooke Smith, 
was assigned a line to push for a month 
when the plan was actually placed in operation, but all 
salesmen did not have the same line. This method was 
followed in 1926, but this year all salesmen are pushing 
the same “Blue Ribbon” line at one time. It is the com- 
pany’s aim, Mr. Smith states, to determine which method 
is best. No mention is made in the outline of the folder 


This was written about 


officials 


necessary to make 


work, 
One 


pany 


Was 


a certain time, 
and then select another. 


each salesman 
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letter-heads supplied by manufacturers, because that part 
of the programme had not been developed at the time the 
outline was written. Following is the outline: 

OUTLINE OF THE PLAN 

Under the stress of present market conditions, the normal 
profit on staple lines is a very small percentage of the selling 
price. Consequently, we have been left with a serious prob- 
lem which it is up to us to solve. To our minds the solution 
of the problem is squarely up to the salesmen—you and I— 
who have the job of marketing our firm’s goods on a basis 
which will allow a reasonable profit, thereby enabling our 
firm to pay a reasonable return on the stockholders’ invest- 
ment, and at the same time pay us a reasonable return for 
our efforts. 

Sales are made through the knowledge of the lines we 
are selling. In the following paragraphs we will explain, 
as briefly and as concisely as possible, the plan which we 
believe to be the real solution of the problem, and if all of 
us will take a real heart interest in our work and will study 
the information compiled in this book, we believe we will meet 
with success. A great deal of the success, however, depends 
upon the salesman. It is necessary that he know how to 
properly present each line to his customer, and to do this he 
must of necessity make a study of each line. To simplify 
the salesman’s labors, we have given a great deal of time 
and thought to the compiling of this book. A brief outline 
of the plan is as follows: 

Object—The real object of this plan is to materially in- 
crease our volume of sales on the lines that may be termed 
specialties which carry a good margin of profit, and to 
foster and create a greater interest in these lines on the part 
of our salesmen. This plan can be divided as follows: Ast, 
sales effort; 2d, advertising. 


SETH T. ROSS, ADVERTISING MANAGER 
factor in the cam- 
really <ub-factors that will justly 
determine whether or not it will be productive. 

The first is working co-operation on the part of the entire 

sales force, and the other is the proper presentation of the 
to our customers. 
-There are two important factors in 
one is, the customer likes to see the 
product in as working condition as possible. We will 
supply you with samples so that this may be possible. The 
other, complete information in convenient form for the sales- 
hence this book. 

VALUE OF SPECIALTY LIES IN REPEAT ORDERS 


The sales effort is the most important 


paign There are two 


product 
Prope r Pre sentation—- 
presenting specialties; 


near 


man 


In selling specialties you can well afford to disregard en- 
tirely the amount of the initial order. The value of a spe- 
cialty lies in the steady stream of repeated orders that result 
from your efforts to get it established. If, through your 

; (Continued on page 959) 
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SUPPLY CO. , 


Since 1904 the Donnelley Jobbers’ 
Catalogue Department has continued 
without interruption to compile cata’ 
logues for jobbers of mill, factory and 
machinists’ supplies who have proved 
that it pays to have the best of catalogue 
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THE 


representation. This fact is of particular 
significance in view of the repeated 


changes, 


reorganizations 


retire’ 


ments among mill supply catalogue 
compilers during the last 20 years. 
And it is a notable fact that for many 
years the Donnelley organization has 
compiled more catalogues for jobbers 
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in these lines than competing compilers 
in the United States combined. 

Today the Donnelley organization 
offers you better catalogues and better 
service than ever before. 
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More than 125 of the supply cata: 
logues that have already been compiled 
on the Donnelley Unit Selection Plan 
are pictured here. They are typical of 
all of the other catalogues that we have 
made on this plan, in that each catalogue 
shows only the “hand picked” articles 
that the individual jobber wished to 
show. 
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Without taking branch houses into 
account, the catalogues pictured here 
represent houses whose headquarters 
are located in 34 different states and 
in Canada. During the last 23 years the 
Donnelley organization has compiled 
more than ten times as many editions 
of supply jobbers’ catalogues as are pic’ 


tured in this folder. 
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The “acid test” of the profitableness 
of keeping your goods before the buyers 
in catalogue form is seen in the repeated 
issuing of catalogues by progressive job- 
bers from Coast to Coast. A plausible 
salesman may sell a jobber one cata: 
logue. But the catalogue itself must sell 
succeeding editions. 


The “acid test” of a catalogue compil- 
ing organization is seen in their repeat 
orders. Taking the hundreds of edi- 
tions made by the Donnelley Jobbers’ 
Catalogue Department from the begin 
ning, it is particularly significant that 
a large majority have been repeat orders. 
Of the books pictured in this folder, 89 
were repeat orders. 


Would you not like to have this sert 
of service? 
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It is important to mill supply jobbers 
who also handle plumbing, or electrical, 
or automotive supplies, that the Donnel- 
ley organization alone furnishes highly 
specialized compiling service in all of 
these lines. 


The Donnelley Units are inter- 
changeable, and whether you issue sep’ 
arate departmental catalogues or one 
general book, each section will be made 
by the men who build the catalogues of 
the leading jobbers in these respective 
lines, such as those pictured here. 


May we go over your requirements 
with you, without obligation 
R. R. 


Donnelley & Sons Company 


731 Plymouth Court Chicago 
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(Continued from page 54) 

assistance, we can establish a business on specialties, the 

real merit of helpful service rendered our customers will be 

a big help in creating the good will of our customers, so 

necessary in our business. This is only one of the many 

benefits. 

The quickest and best way to get our specialty business 
established is to concentrate on one item at a time and give 
it your entire attention until the possibilities of your terri- 
tory are exhausted. Make a campaign of it, put all your 
energies behind each one, and after you have finished woiking 
your territory on one line, select another and do the same 
thing. The final outcome will be an assured success. When 
you cannot convince a customer on your first call, it is well 
to leave with him an attractive folder so that he will have 
something to think about. If he is not in the market at that 
time, make a note of anything in that line that will come 
up at a later date and then follow it up at the proper time. 

Co-ordination—To assist you further, we will co-ordinate 
our advertising effort with your sales effort. You, of course, 
will do most of the “killing,” but the advertising which we 
will send you out in envelope enclosures and in shipments will 
assist you materially in you sales effort. Of course, 
a great number of these enclosures will perhaps find a rest- 
ing place in the waste-basket, without having done any good, 
but here and there one will fall in the right hands, and these 
few will more than amply pay us for the trouble and expense 
involved. 

Timely Suggestions—The art of selling goods is simply the 
ability to sell, and to have this ability you must first have 
a thorough knowledge of your product. There are three steps 
in every achievement: In knowledge—knowing what to do; 

knowing how to do it; in virtue—doing it. 
SELL GOODS WITH GREATER THOROUGHNESS 

Sell your goods with a greater degree of thoroughness, so 
they will stay sold. Take a little more time. Don’t leave 
your customer in the dark. Let him know what he is buying. 
Every time you overlook a single factor you are reducing 
your own value to your house, and you are also losing some 
of your customer’s confidence. Remember, that after all your 
worth is gauged not by how you sell, or how much you sell, 
but how much profit there is in your sales. The amount of 
returned goods depends upon the amount of thoroughness 
with which you sell your line. 

Dow ts only call on your friends or upon those 
plants where you get the most business. Have a keen eye 
for new business. Remember, waiting for something to turn 
up, and turning up something while you wait, is the differ- 
ence between an order-taker and a salesman. 

Don’t sell on price! Forget the price! Remember, it costs 
money to manufacture quality goods. The buyer gets what 
he pays for—tell him so—he knows it. 

Don't talk a “blue streak.” The ability to talk and to 
know when to quit will help you make sales. You don’t need 
a college education to talk. The salesman with the most 
knowledge and the ability to impart it will get the business 
nine times out of ten. If you know your lines, you can very 
easily talk. 

Don’t make rash statements. When you say a thing, say it 
with quiet force, frankness and enthusiasm. A brief state 
ment, looking’ your customer squarely in the eye, will make 
a far greater impression than talking a “blue streak.” Let 
the customer do some of the talking. You can learn lots of 
things by letting the other fellow talk a little. Let you 
customer ask questions. 


Don’t 


Don’t go away without an order. Remember, the order 
is the contact which completes the business circuit between 
buyer and seller. Always complete the contact; you can 
do it. Remember, not to make a sale is to fail. Your job 
is to sell. So make your motto: “Each Prospect a Call, Each 
Call a Sale.” 

PROPER STUDY AND EFFORT WILL BRING RESULTS 

Conclusion—Our experiences in recent years has been that 
salesman works along the lines of least 
ance, and puts forth no real sales effort. 
has ceased to be a real 


the averagt resist- 
Consequently, he 


high-class business representative. 


If you will study these lines and put forth the proper effort, 
you will not be working along the lines of least resistance, 
and you can properly term yourself a high-class representa- 
tive. 

Remember, if you sell your goods efficiently, they wiil serve 
efficiently. It is impossible within the available space limits 
to explain this plan more in detail. We believe, however, 
that the foregoing makes known the nature and purpose of 
the plan. If you will follow this plan, you will discover to 
your lasting satisfaction and profit how true is the Rotary 
code: “He Profits Most Who Serves Best.” 

You cannot be expected to be familiar with all the talking 
points of all the lines you sell, but you can familiarize your- 
self with the salient features of the Ten Blue Ribbon Lines 
which are contained in this book. So do it, and not only 
increase your sales, but your profits, thereby making yourself 
more valuable to your house. 

In addition to the outline of the plan and the material 
originally inserted in the manual, all worthwhile addi- 
tional information in the way of circulars, folders, etc., 
is sent to the salesmen, with instructions to insert it in 
the binder. Efforts are made to secure testimonial 
letters from customers. When one of these is received, 
it is photographed, and copies are sent to the salesmen, 
to be inserted in the binder, and to customers. Sales- 
men are also urged to study manufacturers’ catalogues 
and the Smith-Courtney catalogue for further informa- 
tion. 

As examples of the instructions given the salesmen in 
the sales manual, a few quotations from that very valu- 
able book are reprinted. 

Here is a suggested method of selling: 

“Carry a sample bearing with you, and when calling 
on a customer place the bearing on his desk, but make 
no reference to it. If, after a few minutes conversation 
he does not ask you something about the bearing, casu- 
ally refer to it vourself and then ask your customer the 
following questions: 


“1—Out of whose pocket comes the expense of friction 
that plain bearings cause? 


) 


“2—Who pays for re-babbitting every month or so? 
“3—Who stands the expense of oiling and the time it 
involves? 

“4-—Who buys new belts to replace the old, oil-soaked 
and rotted ones due to oil splashing from leaky bearings? 

“5—-Who is furnishing power, one-third of 
wasted in overcoming line shaft friction? 

“To the above questions there is but one answer—the 
customer. sv this time you should have aroused his 
interest, for if he is using plain bearings, he undoubtedly 
has considerable friction loss and a large bill. 
Naturally he is interested in cutting down his power 
bill as much as possible.” 

At another point the sales manual contains the follow- 
ing advice: 

“In selling transmission material, it is necessary to 
make a careful study of the line you are offering. This 
can only be done by making a study of the catalogue 
and prices. It is also necessary to learn to figure every- 
day problems as the horse-power of shafting, speed of 
pulleys, etc., for the salesmen will frequently be called 
upon to make a complete layout for a new plant or for an 
addition, and if vou are well posted and can handle such 
a proposition, in nine cases out of ten you will get the 
order. If you are not in a position to work out the 
problem, the chances are your competitor will walk off 
with the order. There is no set standard for the 
speed of the main-line shafting., and in laying out a 
plant this is to be determined. In a great many 
your customers will have made their lay-out. but you will 
occasionally run across a job where you are called upon 
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Osborn Master Wheels and Adapters 
Simplify Your Stock Problem 


One of the outstanding advantages of Osborn 
Master Wheels is due to their patented 
feature. Built with a standard 2” opening, 
they can be quickly fitted to any size arbor 
by the use of inexpensive Osborn Adapters. 
This makes it unnecessary to stock a large 
quantity of wheels to provide for various 
arbor sizes. 




















Here is assurance of greater purchasing 
economy and faster turn-over that is well 
worth investigating. 


Osborn originated Master Wheels and 
Adapters, which are fully protected by basic 
patents. The sections of special analysis, long- 
wearing wire are assembled between two 
steel face plates, fastened with eight clamp- 
ing members under 7,000 pounds pressure. 
Every wheel is guaranteed to stay together 
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This type of Osborn Master Wheel is made in - ¥ ¥ 4 " during its entire useful life. 
diameters ranging from 8” to 15”—all with la 2 
standard 2” opening. Adjustment to fit any size if A THE OSBORN MANUFACTURING COMPANY 
pe ara prc tether wpe / | 5401 Hamilton Ave. Cleveland, Ohio 
is properly balanced and perfectly circular. J er x of Branch Offices: 
a New York Detroit Chicago 
San Francisco Los Angeles 


Osborn Master Wheels in 4” 
and 6” sizes were developed 
particularly for use with port- 
able drills and flexible shaft 
equipment. Adapters which 
slip into the 2” center opening 
provide for any shaft size de- 
sired. Because of the shorter 
trim, details of construction 
differ slightly from the larger 
size wheels. For example, 
















face plates are eliminated to 
give greater flexibility to the 
shorter wire. 











A BETTER WEARING BRUSH FOR EVERY USE 
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to make the lay-out, and if you are in a position to do it, 
it is decidedly to your advantage.” 

“Very few of our men recognize traction companies as 
prospects for jacks, but we have found traction com- 
panies to be exceptionally good prospects,” says the sales 
manual in another place. 

Because of later developments, the following statement 
in the sales manual is of particular interest: 

“According to our records, our sales organization has 
not met with a great deal of success in selling hoists, 
particularly types other than the standard hand hoists. 
This has been due, we believe, partly to the lack of 
knowledge of the line and a tendency on the part of 
our sales force not to give enough thought, attention and 
sales effort to this line. The catalogue issued by the 
manufacturers is as complete as any catalogue we have 
ever seen. It contains definite detailed information not 
only for the salesman, but for the buyer as well.” 

Sales of such equipment during 1926 were 320 percent 
greater than during 1925. 

Here is another interesting statement: 

‘There are undoubtedly in our territory a great many 
large machine shops and manufacturing plants which 
purchase drills and reamers in large quantities. We 
believe our salesmen are overlooking some of this busi- 
ness. All users of drills and reamers are confronted at 
times with perplexing problems. We can be of some 
assistance in solving these problems. For instance: We 
are prepared to furnish your customer with booklets giv- 
ing very complete information for the proper use of 
drills and reamers, as well as the correct method of 
regrinding, etc. We will gladly supply these to your cus- 
tomers upon request.” 

(To be continucd Octohe me) 
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DEALER’S RIGHTFUL POSITION 
(Continued from page 48) 

The mill supply dealer is truly a benefit to the trade 
served in the territory. Without the dealer the trade 
would be required to carry large inventories, thereby 
increasing their capital investment and adding to the 
costs of production. Their communication, express and 
freight expense would likewise be materially increased 
on emergency and rush requisitions. An enlarged force 
of buyers and storekeepers would have to be maintained, 


without a mill supply dealer in the territory. If the 
manufacturer of machinists’ and mill supplies shipped 
and serviced and carried the accounts of these direct 
purchases, his increased overhead would necessitate a 
higher charge for his products. Think of the loss in 
both time and production on breakdowns and emer- 


gencies if the material must come from distant points. 

There may be, at times, a temptation for some buyers 
to save a few percent by buying direct or from dealers 
in other territories who offer cut prices as an induce- 
ment, but if such a practice were followed by all buyers, 
would not the slight saving ultimately result in an 
inestimable loss to their organizations and the industry 
in general? The mill supply dealer arrives at the selling 
price of the products distributed by adding overhead ex- 
pense to the cost of goods and adding a fair profit for 
invested capital. Decidedly he is not a profiteer. 

He endeavors to maintain an efficient organization, 
keep a balanced inventory, select experienced clerks, and 
the nth degree. His trade 
buy on a double security, for they receive a dual guar- 
that of a well as the 


develop delivery service to 


antee of satisfaction dealer as 
manutacturer. 
The mill supply dealer pays taxes in the community 


and state in which he operates and is thereby associated 
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with his trade in their development. 
employment. He supports the community in common 
with his trade. He aids and assists in bettering schools, 
building churches and parks, and with his trade is one 
in community development. 


He assists in giving 


Your support of your local supply house enhances your 
own development, as his ability to serve your needs is 
in the ratio that you permit him to serve you; and the 
greater your demands, the more efficient he becomes in 
meeting your needs. 

The Western Iron Stores Co. extends its hand of good 
fellowship to those organizations in the community dis- 
tributing mill supplies and investing their funds in 
products necessary to the needs of the territory they 


serve. We seek for them, as well as ourselves, the 
privilege of being of service to the industries in our 
state. 
eS 
DEALERS DESERVE SUPPORT 
They Are Essential to Service and Should Receive the 


Patronage They Rightfully Earn 
J. W. RATHBUN 
Manager, S. W. Card Manufacturing Co. 

The success of any sales policy must be based on cer- 
tain fundamentals that are sound in character, fair to 
all, and practiced by well-organized business. It should 
be the purpose of the manufacturer to place on the mar- 
ket lines of high quality, equal in range and merit to 
competing lines. The best that can be made at the 
market price of next best quality is a desirable achieve- 
ment. 

Service is the next thought, and the user should receive 
first consideration. The markets of the world are far 
removed from the manufacturer. The dealer or distrib- 
utor is the medium used to place a stock of tools where 
they can be easily reached by the user, by means of 
local telephone pick-up delivery and 
deliveries. 

While service must be had at times at any cost, the 
arrangements between manufacturer and dealer should 
be on a basis permitting the user not only to obtain local 
delivery and quick service, but also to secure prices in 
line with direct quotations from manufacturers who may 
not be represented in a given territory. Comparison of 
prices should be made on lines of fairly equal merit. The 
dealer is entitled to a slightly higher price to compensate 
for investment, delivery and service. 


service, dealers’ 


Relations between dealer and manufacturer usually are 
on a close friendly basis of long standing. Emergency 
demands for service on some special item frequently arise 
and it is the dealer’s influence with the source of supply 
that obtains the quick delivery. Cooperation of 
effort between manufacturer and dealer is responsibl 
for betterment of conditions through field representatives 
calling on the user with dealers’ representatives, thereby 
becoming well acquainted with users’ needs and recom- 
mending tools best suited for the various jobs at hand. 
Appreciable gains have been made in this way to secure a 


sales 


better quality of work and reduce the cost of manufac- 
ture. 

It goes cannot exist on 
In consideration for service 
entitled to and 


business is to be placed. 


without saying that dealers 
emergency pick-up orders. 
rendered, they are 
when a volume of 
organized to serve promptly, se!l at fair market prices. 
and to be in a position to co-operate for betterment of 
manufacturing conditions. Thess 

ness and service should be preserved by being extended 
the patronage they rightfully earn. 


support patronage 


They are 


institutions of busi- 
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The Oster No. 414 Power Boy 


The Heavy Duty Pipe-Threading 
Machine that’s really Portable 


T’S easy to sell because it’s portable, a feature 

threaders of large pipe have long desired. It 
weighs but 380 pounds—two men can lift it easily. 
It’s easy to sell because it will thread pipe from 
" to 4" through the barrel and from 414" to 12" 
with the auxiliary drive shaft, a threading range 
not found on any other portable pipe-threading 
machine. Bulletin No. 72 will tell you of many 
other features thatwill make the No.414 Power Boy 
a real profit producer for you. Write for it today. 


THE OSTER MANUFACTURING CO. 
2087 East 61st Place .s Cleveland, Ohio 


OSTER 
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Vance C. Boyd Presents Short 
Course in Salesman Training 


First Article by Sales Manager of Standard Supply & Equipment Co.. Philadel- 


phia, on His Method of Educating Mill Supply Selling Force, Using Questionnaire 


System as Basis—Author Bases Instruction Solely on Successful Application 


of Plan in His Company’s Business—Various Interesting Topics Discussed 


VANCE 


BOYD 


Sales Manager, Standard Supply & Equipment Co., Philadelphia 


For years the entire mill supply has been 
scientific 
greater profits, 


intent 


field talk- 
overhead and 
and, since every phase of world activity 
upon why shouldn’t 


ing about selling, lower costs 


is so we, the mill 


progress, 


supply distributors, analyze our problems, search for 
solutions and share in the general 
advancement? 


You want to see conditions in the 
mill supply field improved; so do we. a short course 
You want prosperity to reign; so do | cemlering on the 
we. You to have a successful 


so does your neighbor. We 


want alii 
business: 
must 


activity of 


perforce be 
our competitors, fair or Sod 
unfair, therefore co-operation must this method. 

- A v selling 
play a leading part in bettering con- 
But before the fullest bene- 


fit can be from 


ditions. enthusiasm of 


derived anv at- are carried by 


tempted co-operative scheme each | [hing.” “Hou 
company must make sure its OWN jen” 

principles are basically fair and 

sound, after which it should make | Wr. Boyd presents 


revelations as 


to the 


such will prove bene- 
ficial mill supply field in gen- 


) ° : . “Will Supplies” 
eral, or lend suggestions which will 


better conditions as a whole. cussion of Mr. Boyd's 
I like to imagine all of the mill | contributions from 
: , inuf the mill supply 
supply dealers and their manufac- 9 ™"Jaeturers’ in the SUE 


turers is one great co-operative fam- 
ily, all str attain success 
fairly and squarely, and I believe the 
time is coming when our relations will be so open 


ne: reducing 
ving to net profits, 

and 
above board that the unfair business house will be unable 


t vst 
LO exist. 


feeling that 
among themselves can be 
turers, 


The same supply houses should develop 
communicated to the manufac- 
who, generally speaking, are willing to merchan- 
dise through the most economical channels, where they 
have proved reliable and safe. Never before in the his- 
tory of the mill supply business have conditions been so 
propitious for the wide awake distributor using every 
faculty in the interest of progress. The new day has 
arrived. In my opinion, buying through dealers’ by 
consumers is here to stay, for only the dealer is in a 
position to distribute profitably, where previously the 
manufacturer could afford to solicit direct. 

The house suffering from the hallucination that prog- 
ress is not rapidly becoming more and more linked with 
co-operation is in the same condition as the firm demand- 
ing more volume and ignoring net profits, or the manu- 
facturer pushing production when his distribution costs 
are excessive. 

In line 


declaration that 


with my 


co-operation must 








The Training of Salesmen 
Herewith is presented the first article in 
on the training of salesmen, 
questionnaire 
which has been prepared by Vance C. Boyd, 
manager, Standard Supply & 
ment Co., Philadelphia. 
affected by the Vr. Boyd bases his articles solely 
successful experience of his heuse in using 
He states it has improved the 
knowledge of the company’s sides 
force, increased net profits and aroused the 
manufacturers 
the house. 
to Insure Results from the the 
Course.” “Choosing and Training New Sales- 
and “How to Conduct a Peppy Sales 
Veeting” are among the subjects discussed. 
with this 
three questionnaires suggesting the types of 
questtons to be asked. 
belteves tts 
find much of interest and value in this dis- us to ‘ 


other 


metheds in use for improving salesmanship. 
overhead expenses and mcreasing 


come if the mill supply business is to be properly re- 
formed, I will outline in this series of articles a plan 
which is simplicity itself, yet which will cope to a great 
extent with the problems of scientific selling, reducing 
overhead costs and increasing net profits. This will be 
a picture, from a personal viewpoint, 
of our own successful activity in a 
training course for salesmen, which 
is founded basically upon a question- 
naire method. This sytem 
abled us to go through a very un- 


method, has en- 


Equip | settled period of transition success- 
fully. Even in the very 
spotty business our gross sales have 
been maintained, and our percentage 
of profit This has been 
due largely to the sale of specialties 
at the recommended resale price, and 
distribution of standard com- 
modities at a fair percentage of 
profit, made possible largely through 
the systematic training of the sales 


force. 


on the face of 


j 
increased. 


at hose line s 


“The Ideas the 


installment 


Our weekly questionnaires enable 
become technically familiar 

with all of our specialty items, in ad- 
dition to acquiring general informa- 
tion valuable in impressing the pur- 
chasing agent or shop superintend- 
ent with the fact that we know our 
business. Items which heretofore 
have been only a name are now a known quantity, famil- 
iar to us, and therefore much more easily sold. With 
this knowledge, price necessarily becomes secondary in 
the minds of 


readers will 


invites 
distributors and 
field on 


system, and 


both the salesman and the purchaser. 
GIVES MANUFACTURER CONFIDENCE IN SUPPLY HOUSE 
The use of this method gives manufacturers confidence 
in our ability to represent them properly, since our men 
are becoming as fully trained as the average manufac- 
turer’s representative. This statement is not intended to 
from the ability of the manufacturer’s repre- 
sentative, but is rather a citation to the effect that we 
want to become as proficient in our knowledge and ability 
to handle their lines as the manufacturers’ 
tives themselves. 


detract 


representa- 
This will be mutually advantageous to 
all. Every manufacturer has shown enthusiasm over the 
possibility of this method assisting in the distribution 
of his products and in the results shown after one of 
his products has been taken up by us under the ques- 
tionnaire method. 

This course will consist of articles discussing various 
problems which confront every mill supply distributor, 
and will include at least the following topics: ‘The 
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Vogt Forged Steel Flanges 


Sor Every Purpose 
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‘THE illustration gives an idea of the complete 
stocks of Vogt flanges carried in sizes to 
eight inches inclusive ... Forged from the best 
grade open hearth steel. Vogt flanges are ac- 
curately finished in specially designed machines 
for refinery, hydraulic, steam, air and 
ammonia Service, —— Write for Catalog F-6 
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a HENRY VOGT MACHINE CO. a 
NEW YORK I NCORPORATED ge) 
CHICAGO ir/ 
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DALLAS ~>- = 

Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water Tube and \ 
PHILADELPHIA ’ Horizontal Return Tubular Boilers, lce Making and Refrigerating Machinery > 
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ween 


Idea’s the Thing,” “How to Insure Results from the 
Adoption of the Course,” “Choosing and Training Sales- 
men” and “How to Conduct a Peppy Sales Meeting.” I 
wish to emphasize the fact, however, that these articles 
do not contain the results of any profound research or 
universal investigation, but are simply protrayals of 
methods which we have found helpful in the operation 
of our sales organization. 

I am thoroughly convinced that the mill supply field 
would materially benefit from an educational standpoint 








VANCE C. BOYD 

by intelligently applying the questionnaire 
scientific training, not in a general way, but specifically, 
as applied to the individual company’s particular prob- 
In this connection, it will be noted that the sam- 
ple questionnaires I am presenting carry no answers on 
my part. This is because most of my replies would be 
pertinent to the agencies we have, and because I would 
have all interested search out replies from the 
other information sources they have on 
from the manufacturers of their own particular 
specialties. 


system of 


lems. 


like to 
catalogues or 


file or 


If vou can get just one idea from these articles that 
you can apply successfully to your business, I will feel 
that our expression of co-operation has borne some re- 
sults: and if the articles help vou to remodel your ac- 
tivity or renew your efforts on a sounder basis, won't 
feel more willing to aid the other his 


efforts? as ‘ eats 
The Ideas the Thing 


Last December, during inventory time, 
many questions by both old and new salesmen that I 
felt, more than ever, the urge to, insofar as was possible, 
cope with this lack of knowledge of our products, which 
we were supposed to sell to the average intelligent buyer. 
It was then that I decided upon the questionnaire system 
of training the with the end in view of 
familiarizing its members thoroughly with the goods we 
handle and educating them along other lines calculated to 
better fit them to represent us properly. 

The sales force was informed of my plan to educate 
them by the questionnaire method when they were pre- 
sented with the first questionnaire I made up, about the 
middle of January, with the explanation that we all had 
been prepared for our struggles through school by means 
of text books, laboratories and information gleaned from 
outside sources, and that I felt the questionnaire would 


vou fellow in 


I was asked so 


sales force, 
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function in their business life, much as it had in their 
school life. While I appreciated the fact that the plan 
smirked somewhat of the school room, yet I felt that our 
salesmen and inside force were sufficiently in earnest in 
their efforts to make progress, to properly countenance 
this endeavor for further education and information. 
It was accepted as offered and very satisfactory results 
were achieved. 
OUTLINE OF QUESTIONNAIRE PLAN 

I personally prepare about ninety percent of the ques- 
tionnaires, calling upon the manufacturers for technical 
questionnaires. In following out the plan I usually pre- 
pare a specific questionnaire based on a discussion of a 
particular product by a manufacturer’s representative at- 
tending one of our sales meetings, but, in addition to 
questions on materials, their uses, prices, etc., we also in- 
corporate questions on subjects of management, opera- 
tion and sales management, to secure from individuals 
in our organization personal observations and opinions. 

In seeking information to answer the questionnaires 
the members of the sales force are allowed to use any 
source save executives of our own company. The answers 
are prepared by the salesmen and handed in the week 
following their receipt of the questions, after which | 
check them up, and grade each question by the percentage 
method. I prepare most of the correct answers, have 
them transcribed and give a copy to each salesman so 
that he may retain it 
solicitation. 


for his guidance and use in sales 


We have approximately forty specialties, among which 
are about twelve upon which we concentrate because of 
the profit involved. We also concentrate upon 
products, at the proper times. Our questionnaires are 
hooked up with the various specialties during periods of 
concentrated effort 

In this interesting to note that we 
have a demonstrating and display room which is not en- 
irely completed, but which is used in special instances 


seasonal 


connection, it is 


a" 








GENERAL QUESTIONAIRE 
1—What e 
2—Name four of the principal types of cutters. 
j—List the various types of hoists carried in stock? 
Based on standard lifts, give 
] 


reS@l 


isa milling cutte) 


the list and suggested 
( price Ss. 
4 a) What type of tap pushes the chip ahead? 

b) What type of tap draws the chip back? 
illustration of cach, 
5—Give four uses for high speed taps. 


C) Give use of 


a Make one Or more suggestions as to how you or we 


can create more business and better profits. 


7—Name three brands of belting carried in stock, and 
give suggested selling prices. 

N Give brie fly three talking points about each brand. 

9—Give a list of the commodities you should sell in a 


boiler or engine room. 
Do you? 
Will you? 
10—List by day the number of calls you made this week. 
(NOTE—T he 


foregoing questions give onli suggestions as to 


pe, and are ere ral, You should male sour que stions spe- 
CiRC, and de al with HOUr OW) partioula spec altie S oO prob- 
lems. Write your manufaeturer for assistance in making up 
jour weekly lists.) 








to demonstrate the operation of electrical tools, such as 
electrical saws, screw-drivers, drills, grinders and drill 
presses. In addition, we have set up or mounted for 
display or demonstration quite a number of our other 
specialties. 

To give you some idea of the response of our men 
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You will be able to furnish from the 
Standard Whiting Brands given below 


The RIGHT Belt 


At The RIGHT Time 





‘STEERBAX 


Reg. U.S. Pat. Off 


The top-notch Whiting Standard— 
the belt that made the Whiting 
reputatlon—as zood a belt as can 
be made or bought anywhere, at 
any price; made of selected first 
quality centers of large packer 
steer hides, standard tannage; in 
any size or weight, available qul¢ k 
ly to any one wanting the very best 
in belt quality and serviceability 


DU-O-TAN 


~ Pat. Of 


\ first-quality belt built to satisfy 
those who pin their faith to chrome 
tannage—and a belt that never 
disappoints; finest packer steer 
hide centers of special tannage, 
having the flexibility and grip of 
chrome tanned leather, with the 
lateral stiffness and non-stretch 
ability of oak tannage; a special 
belt for special duties. 





STEERBAX 


WATERPROOF 


Reg U S Pat Off ) 


\ll the splendid quality of material 
and workmanship of | standard 
“Steerbax’’, plus waterproofness; 
waterprool cement and oil dressed 
leather—a combination to stand up 
and deliver its load in the presence 
of moisture, steam, and wet condi 
tions generally; a belt you can de 
pend upon for the service you want 
where the conditions are all 


against it. 


SPECIAL PLANER 


\ high-speed belt of standard qual 
ity but specially designed to work 
over small pulleys; the best of 
leather and the best of workman- 
ship, combined ina belt built for 
service under either wet or dry 
conditions; a belt that is sure to 
please under the difficult conditions 
for which it is intended. 


Look into our Dealer proposition 


Whiting Leather & Belting Co. 


General Office and Factory: 


Long Island City, New York 


Factory Branches at 


24 Noble Court 
CLEVELAND, ©. 


314 Market 
NEWARK, N. J. 


Street 9 S. Clinton St. 


CHICAGO, ILL. 
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io the questionnaires, | am submitting the grades rec- 
orded in January and March, as a means of comparison. 
By the time the March questionnaire was received the 
interest of the men had been thoroughly aroused and 
they were learning the things so necessary to salesman- 
ship, so vital in today’s modern sales efforts, consequently 
there was noticeable improvement in their answers. Fol- 
lowing were the individual grades for the two months: 


Jan. March 
Davenport 71 90 
Kiggert 96 G4 
Gibson RY 98 
Holroyd 87 95 
Ingersoll 87 98 
Karholsen 60 O4 
Loughlin Q2 Q() 
Maginn RY L100 
Mitchell rate! gg 
Iie ichley QR OG 
Richard 81 94 
Scheppman 833 100 
Stansbu \ 82 L100 


One manufacturer whom we represent made up a more 
or less technical questionnaire, and our salesmen achieved 
Kight received 94 percent or bet- 


87 percent, one received 73 percent and 


the following results: 
ter, two received 


one 04 


percent. 


HIGHLY SPECIALIZED LINES CAN BE MASTERED 


On a questionnaire prepared by me on the products 
manufacturers, all 


100 


of one of our members of our sales 


force received a grading of percent, showing their 








SPECIFIC QUESTIONNAIRE 


1 Wh ch NamING manufacturer) thre ading device has 


a capacity of 1” to Ad and re quire S haut One set of 
dis s fo cover the comple te range 4 
(y,lie suggested resales of comple te fools and alse 
extra dies. 

a A custome r we nts ad ole -ton wan nY manutactiure / 


] spur-geared hoist with a 13-foot lift and 
a 12-foot hand chain. 
( (rive 


b> i¢ fly thre 


riple ~~ 


bsg: 
selling price. 
plain how you arrived at this price, 


rive main points of difference between 
the following fypes oft pipe cutters: 
Name all 


5 What sizes of 


Nou stock. 


. eis 
naming manufacturer) drive serews 








are brass-plated? Stee l-plated ? 
Give five uses for them. 
6 Name the various products of naming manufac- 
ture) carried in stock. 
7 Give a brief de scription of the use of each. 
What are tro Cede pts used for? 
9 Have you any sugge stions regarding stock, Ope ‘ation 
0) nid? age pele nt ? 
10 List by day the number of ealls made by you his 
MWe? k. 
(NOTE While these questions are pertinent to the p oduct 
Of manutacture) thom we epresent, thew are adaptable Oo 
convertible to the special needs of any supply house. They 
are given only to illustrate stule and t spe, as you should base 
sOur Gite tionnatres on your Oren spe cifie needs.) 
ability to glean direct and pertinent truths from the 


manufacturer’s catalogue, examination of the tools, or 
experimentation with these tools. 

These instances go to prove that through this system 
more or less technical and highly specialized lines can be 
mastered by supply house salesmen. 

Although we in the mill supply field are perhaps per- 
manently identified with the business, I’m safe in saying 
that the majority of us do not have the night work, 


O/ 
laboratory work, or note books of this, our life’s work, 
that characterized our ten to fifteen years preparation at 
school—tfor what? Doesn’t it behoove us to formulate 
and conceive plans to more ably cope with the constant 
problems which confront us? 

When we are settled upon 
business of life it devolves 
extension of education. 


the art of selling in the 
upon us to carry on an 
Why shouldn’t the same concen- 
tration characterize this, the most important and prob- 
ably final phase of our life, that has in the past character- 
ized our playtime lite, school life, college life, factory 
life? Though it is the most important, yet we endeavor 
to secure results without serious thought to our 
preparedness. 

Was ever anything noteworthy or basically beneficial 
accomplished without sericus thought, intensive research 


great 


or sacrifice? I could cite instances of progress elec- 
trically or mechanically or scientifically te prove the ne- 
cessity for concentrated application. We are living in an 
age of rapid progress. We need not as salesmen and 


executives become stagnated in the face of other advance- 
ments. 
trained. 
What system of could be more simple than 
the questionnaire method? It is merely a reversion to 
our test days, and it will certainly us, after 
phase of our 
Valuable suggestions and views can be 
obtained by the management through the questionnaire. 
Valuable and complete knowledge of the specific items 
you sell can be obtained in this way. Actual knowledge 
of your special agencies can be tabulated in the answers 
to pertinent Valuable points, resale 
prices and points of superiority can be recorded intelli- 
gently for ready reference. This method eliminates the 
unread and detailed pamphlet and enables you to glean 
such valuable sales points as are actually the talking 


We should conceive ideas, act upon them, become 


progress 


familiarize 
proper investigation, with any and every 


own business. 


questions. sales 


points in introducing an article or consummating a sale. 


DEVELOPS KNOWLEDGE ON MANY LINES 


Several manutacturers have requested permission to 
use my method in the introduction of their commodities, 
hoth old and new. It forcibly impresses the salesman, 
manager or higher executives with the potential 
sales possibilities of that article. Why shouldn't 
use this method? I have no We 
using it, and know it to work wonders. 


sales 
thev 
objection. have been 


‘here are none of us so well versed in the knowledge 
of such a diversified line as that included in mill supplies 
that we cannot learn something if, after the presentation 
questions, we delve into all the 
obtainable, and list answers which we feel to be clear, 
fully informative from all the 
angles of sales points and prices. 

This will, after 
prices been asked in a questionnaire, assist to a 

extent in the elimination of that price 
cutting. You indelibly impress upon the salesman t} 
proper price at which vou want your stock sold and | 
generally will not deviate therefrom. 

Can you appreciate the representation given, through 
this system, to the manufacturers whom you represent— 
the quick scientific knowledge thus obtained—the complete 
data on pertinent sales points—full resale price informa- 
tion, and, above all, the ingrained knowledge of your abil- 
itv to go out and intelligently sell not only a purchasing 
agent but an experienced shop man or superintendent? 
Confident in your knowledge, you can work wonders. 

You will find that the manufacturers of your own 
particular specialties will gladly make up questionnaires 
concerning their products, and will not only lend the 


of a series of data 


concise and 


necessar’ 


system questions concerning resale 
have 
great great evil 
1e 
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What PACKING 
STANDARDIZATION, 
has meant to the 


RAILROADS 
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assistance of their own specialists at your sales meetings, 
but will correct your salesmen’s answers and furnish a 


concise and clear set of answers which your men can 
study, digest and preserve for ready reference. Train 
both inside and outside salesmen. Make them all more 


proficient. Won’t the interest you display win a greater 
respect and confidence from the manufacturer and make 
him enthusiastic over having a capable firm honestly 
and intelligently serving the customers of its territory? 
QUESTIONNAIRES PROVIDE EXTENSIVE EDUCATION 

Ask your salesmen ten questions every week for fifty 
weeks, and you'll find you and they have five hundred 
more items of information. I would estimate that by 
intensifying you could thoroughly delve into seventy 
specialties demanding expert knowledge in this period 
of time. Make it a serious game to properly equip you 
in yvour scientific efforts to keep up with or ahead of 
the field. Every phase of activity—technical, 
scientific, psychological—can be handled by this method. 
lor example: 


sales 


Technical 


What size and type of exhaust fan is neces- 
sary to accommodate two floor grinders, each having two 
14 in. by 2 in. wheels? 

Scientific—Name two kinds of steel from which milling 
cutters are made. Why are two kinds necessary? 


What 


resistance?” 


Psychological evils are encountered in taking “‘the 


lines of least 

Once you consider this idea from your own angle and 
develop it as your own necessities demand, you will feel 
impelled to become more earnestly aroused to serve the 
trade better, to co-operate to a greater extent with the 
manufacturer, to become scientifically trained, to 
this price cutting, to sell your specialties, to 
profits, 


stop 

earn fair 

and to enjoy yvour vocation in this good old mill 
supply game. 

Hou Course 

You can absolutely insure results from this 

through supplementing the efforts of your men by the 


to Insure Results from the 


courst 
assistance of the manufacturers and by organizing sales 
contests and arousing the spirit of contest. 

Just mention the adoption of a questionnaire course 
of training to manufacturers and offer the 


your Oppor- 
tunity for their representatives to discuss their lines 
at sales meetings, with a chance to present a list of ques- 


your men fully con- 
with the vital sales features and prices of their 
You will find it 
wanted and waited for. 

[I have listened 


tions to properly prove that are 
versant 
specialties. is Just the chance they have 
previously to manufacturers’ repre 
sentatives talk, and have conducted weekly sales meet- 
ings for eight vears, but I’ve group 
so alert and anxious to grasp fundamentals as character- 
izes such meetings when the men are 
acquire knowledge. It is 


never seen an entire 


really anxious to 
pretty hard to control fifteen 
men and guide their efforts to the best ad- 
vantage of their firm and themselves, but if I can just be 
sure that they know and where to introduce any 
given specialty or staple, then I can feel it is purely a 
problem of concentration to results 


or twenty 
how 


achieve and make 


sales. 
QUESTIONNAIRES MAKE MANUFACTURERS’ 
EFFECTIVE 
You who have the same problems well know the infinite 


You 


detail and loose ends which characterize our line. 
can take on a new and to all appearance valuable line, 


INSTRUCTION 


then in due course of events the president, vice-president, 
sales manager or other official may discuss the pertinent 


sales features of this new commodity with your men. 
My experience has shown that, without resorting to 


extraordinary methods, two men in ten will grasp enough 
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knowledge to talk intelligently to customers about this 
item. But after the discussion and arrival of the stock, 
advertising data, etc., just ask pertinent questions in 
your next questionnaire, and insure this knowledge being 
absorbed properly. Your men will then have the com- 
plete story, and will be infused with confidence in their 
knowledge. Have the manufacturer’s representative 
point his talk, discussion and explanation with this 
thought in mind. It will work wonders. 

After you have asked the requisite questions in your 
questionnaire, and the men are fully sold on the idea 
that you want results and want them quickly, a neces- 
sary follow-up is a sales contest, with prizes, on such 
items as you have dealt with in the questionnaire. Prizes 
can be awarded by the punch board method, point system 
or line of inclination. 

The punch board method is used by us to reward 
salesmen for sales of a fairly large gross amount of 
some particular item carrying a good profit. Red 
stickers are placed upon a flat board, and under each is 
noted a certain amount of money. When the salesman 
makes the required sale he is entitled to pull one of 
the stickers, 


and receives the amount indicated under it. 








GENERAL QUESTIONNAIRE 
1—Name twenty-five which are summer sellers. 
2—What is your chief retardant in spring and summer? 
Have you any solution to overcome it? 
3—Is standard table to 
of thread on machine bolts? 


items 


there a determine the 

Explain. 

,—In entering a machine shop you see a planer or 
shaper planing or shaping a great number of pieces. 
Why should you be interested? 

5 When a purchasing agent tells you your price is 
high, what is the best possible answer? 

6—Have you any suggestions regarding stock? 

7—Have you any suggestions regarding operation or 
manage ne nt? 

‘ Name the make on 

stock. Name three brands and give regular resale 8. 

Give brie fly three talking points about each. 

10—Name the different styles of belt lacing carried in 
stock. Give the pertinent sales feature of each style 
and list the suggested resales. 


le ngth 


. 4 ] : ° 
makes of helting we carry in 








The point system is used when we wish to make capital 
prizes for highest number of cus- 
tomers sold and greatest number of new accounts, and, 
at the same time, desire to keep up the interest of those 
salesmen who may find it impossible to win one of the 
capital prizes because of their territory or 
other good reason. 


gross sales, largest 


for some 
Each sale is therefore credited with, 
say, two points per dozen or unit, as the case may be. 
A small number of these points calls for a monetary 
reward, and, in addition, these points count in the final 
awards for capital prizes. The line of inclination. or 
block system is based on dollars and cents sales and is 
used only where individual awards are made without 
capital prizes being involved. A chart is arranged and 
the space parallel to each man’s name is blocked out to 
show the total his 
reached. 


sales of a certain commodity have 


The spirit of contest is, to my mind, the most 
derful ally a sales manager can have. Do you suppose 
that Bill wants to be graded lower than Ray or Bob in 
his questionnaire? Won't the arousing of this friendly 
competitive spirit help vou increase sales, profit, co-opera- 
tion? 


won- 


AROUSE THE SPIRIT OF 
dull this old life if we didn’t, every 
cne of us, have that slightly envious feeling which spurs 
us on to greater achievement. It 


CONTEST 


How would be 


is this competitive 





September, 1927 











Type .-22--5O 
%” Portable 


Electric Drill 


Price popular 





bhleetro-Mag 
( men 
r of Ww 
Firm Name 


ou merchandise 


Nothing less than Popular Price and 


> : 
Proven Performance satishes the 


value-wise user today. And nothing 
less will satisfy the order harangued 
stock buyer. But, price alone is 
not sufhcient; nor will performance, 
by itself, keep your stoc k shelves 
Dust-free 


The drill you see above has sold and 
continues to sell, simply because it 
is priced to fita popular demand. It 
gets into the bigger market, that 
only a drill at this price could pos- 
sibly reach—and when it gets there 
it stays. Twenty thousand owners’ 
testimonials back up this statement! 
I 


For over twenty-years, we have 
been supplying the trade with de- 
pendable portable electric _ tools. 


And so, when we say: “GET OUT 
OF THE PORTABLE ELECTRIC 









WI Performance Proven 


DRILL. BUSINESS AND INTO THE 
PORTABLE. ELECT REC TOOL 
BUSINESS", we are not talking in 
catchy advertising phrases. We are 
talking of our complete line of port 
able electric drills, saws, concrete 
hammers, grinders, etc.—the most 
comprehensive portable electric tool 
service offered by any manufac- 
turer. 

We'd like to have you make a test 
of the 1 Hole-shooter, pictured 
above; take it out in your shipping 
room and put it through its paces; 
satisfy yourself first that it is the 
kind of drill you could recommend 
to the best customer your house 
has. Let it sell itself. 

Will you let us tell you the story of 
the 4” Portable Electric Drill Field 
as we have found it? Use the cou 
pon below. 


ELECTRO-MAGNETIC TOOL CO. 


1824 S. 52nd Ave. 


Cicero (Adjoining Chicago), Ill. 


(For quick reply use this coupon) 
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spirit of contest which science and economists tell us is 
so conducive to healthy business, although ofttimes | 
feel that I would and could gladly dispense with a few 
of our competitors, even if it did make business bad. 
But, seriously, organize teams or groups of your men and 
let them fight it out for ratings on questionnaires and 
actual Get your manufacturer to enter into the 
spirit of contest. 

Now, our last 
prompts every 


sales. 


insurance of 
sensible 


success is that which 
American to sacrifice comforts 
and ease to give his children the benefits of an education 
in this modern day of highly efficient sales eneineering. 


—~ >> 


71 


Is anyone so wise or satisfied that the necessity or 
desire for knowledge is absent? How in the world can 
anyone acquire a position unless he gets right down to 
his own imminent problems and solves them? The hard- 
est task in our line is to know what we are talking about 
and to be able to convince the other man that we do. 

In summarizing, let us through forceful determination 
achieve that vitally necessary knowledge of our line, and 
in so doing win the complete co-operation of our manu- 
facturers; arouse the spirit of contest, and give every 
salesman the chance to rise above the state of mediocrity. 


! Dé ontinucd ) October 





Viewing It from Two Angles 


Distributor-Manufacturer Relations Discussed by Man Who Is Both 


So much is being said and written these days con- 


cerning the relations that should exist between dis- 
tributors and manufacturers of mill, steam, mine and 
contractors’ supplies, machinery and tools, that the 


views of a man who is prominently identified with both 
the distributing and manufacturing ends of the mill 
supply business are especially interesting. 

Such a man is Joseph A. Scallan, president and treas- 
urer of The Scallan Supply Co., and head of the Dayton 
Safety Ladder Co. and the Harker Mfg. Co., all of Cin- 


cinnati. The Scallan Supply Co. distributes machinists’ 





JOSEPH A. 


SCALLAN 


and factory supplies in southern Ohio, Kentucky, Indiana 
and West Virginia; the Dayton Safety Ladder Co. manu- 
factures safety ladders, and the Harker Mfg. Co. 
duces fire protection appliances. It 


pro- 
is significant that 
Mr. Scallan was interested originally only in the dis- 
tributing business, that lines of both of the manu- 
facturing companies of which he has acquired control 
were formerly handled by his supply company. 


and 


Mr. Scallan is thoroughly sold on supply house dis- 
tribution, both from the viewpoint of the distributor 
and that of the manutacturer. As a distributor, he 
believes in giving the manufacturer real representation, 
that, he 


and maintains, is 


what every supply house 

should do when it takes on a manufacturer’s line. 

i As a manufacturer, he adheres to the general 
policy of distributing his products through the 
supply house. The Scallan Supply Co. distributes the 


products of the Dayton Safety Ladder Co. and the 
Harker Mfg. Co. in its territory. In most other 
territories representative distributing houses handle 


the products of the two manufacturing companies. In 
certain territories, where the company has no represen- 
tation, sales are made direct. 

“TI believe thoroughly in supply house distribution,” 
said Mr. Scallan, “but I feel that it is up to supply houses 
to give real representation when they take over a line. 
They must go out and actually push the products of their 
manufacturers if this type of distribution is to be suc- 
cesstul. The Scallan Supply Co. actually gets behind 
the lines it handles and works hard to sell them. We 
believe in being thoroughly loyal to our manufacturers. 

“The manufacturer, on the other hand, should stand 
behind his distributors. Some of the manufacturers we 
represent give us the finest treatment that could be 
accorded a supply house. For example, there is one 
prospect in our territory who will not buy one of our 
manufacturer’s lines through us. He prefers to go 
direct. The manufacturer will take the order, all right, 
sell him at the same price that we could give, and then 
send us our commission on the sale. In another case, 
we received a substantial check from one of our manu- 
facturers on a sale they had made direct. We knew 
nothing about the transaction, and the check was a 
pleasant surprise.” 

The businesses of The Scallan Supply Co. and the man- 
ufacturing companies are entirely distinct. The rela- 
tions existing between the supply house and the manu- 
facturing organizations in The Scallan Supply Co. terri- 
tory are the same as those between any other supply 
house and its manufacturers, Mr. Scallan states. The 
Seallan Supply Co. has rejoined The National Supply and 
Machinery Distributors’ Association since the triple 
convention, and Mr. Scallan is enthusiastic over the crea- 
tion of the Mill Supply Council, believing it to be the 
most progressive step that has been made in the mill 
supply field in vears. 


<B> ¢ 


New Supply House Organized 

Howard E. Shelton, 1120 Jefferson street, Paducah. kKy., 
has organized the H. E. Shelton Machinery Co., at 
Paducah, to distribute machinery, machine tools and mill 
supplies in the central southern territory. The company 
has been incorporated with a capitalization of $25,000. 
Other incorporators include R. E. Hearne and L. R. 
Barnes. Mr. Shelton identified with the ma- 
chinery and metal trades in the southern district for 
several vears. 


has been 






































Armour 
Buick 
Ford 


Gamble 


stitutions 








DAYTON 


Safety Ladder 


The only safe ladder ever built. 
Will give your men complete 
enabling them to do 


far better. faster 


security. 
work. Pro- 
vides foot room, tool room and 
wide reach for two men. Can- 
not tip, slip. sway. wobble, or 
collapse. vet folds compactly for 
Made in 
sizes from 3 to 16 feet. of steel- 
braced 


carrving or storace. 
aeroplane spruce. for 


every factory and office use. 


Prices are most moderate. 


rite 


Used and endorsed by 


N. Y. Central 
Procter & 


Standard Oil 


and hundreds of 


other leading in- 


Dept. MS-9 for complete information 


The Dayton Safety Ladder Co. 


121-123 West Third St. Cincinnati, Ohio 
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Some hand trucks take 
too many vacations 


Hand trucks that take vacations every litt!e while 
to rest up are unprofitable for your customers to 
use, and unprofitable for you to sell. 

Furnish your customers with Anchor All-Steel 
Trucks, They are built to stand the gaff of hard 
usage 365 days in the year. 

Made of steel throughout. No wood to splinter 
or break. Only a few parts—practically nothing 
to get out of order. 


Made in a wide variety of types and sizes. Write 
for complete information and a copy of Catalog 
102. 


ANCHOR POST FENCE COMPANY 
9 East 38th St., =“ York, N. Y. 
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STRONG as steel = LIGHT as 
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End of Decline Apparently Reached 


Valve and Fittings Index Suggests that Fall Should Witness 


Increase in Volume to Better Level than Last Year 


at that Season 


JOSEPH H. BARBER 


Assistant to President and Chief 
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vant seasonal fluctuations and price variations. 


After the Spring sag, demand steadied at good levels, 
according to the Valve and Fittings Index, and the Fall 
should witness an increase in volumes until they are 
better than the levels at that season last year. In fact, 
daily news items now coming in indicate that the increase 
may not wait for Fall—that demand is definitely rising 
even now. If the rise is premature, however, and over- 
done, there will be offsetting irregularity later on because 
the average trend is likely to be only a gradually rising 
one. 


Possibly this prospect is not yet obvious from the facts 


alone, but the facts do tell us at least that we have 
reached the bottom of the decline that began early in 
1926. When we analyze demand figures we have to make 


allowance for their surface irregularities. Yet, actually, 
there is a certain logic in their erratic fluctuations. A 
few high months, bunched together, will always be fol- 
lowed by a few offsetting low months. If we average the 
few high with the subsequent low months, the average 
will be a fair picture of the real change in the general 
level of demand. 

Looking at Figure 1 for instance, we see that the line 
had a definite rise beginning October, 1925, and running 
through January. The line then sagged through the fol- 
lowing months of February, March, April and May. <A 
second temporary rise occurred through June, July and 
August, last vear, and the sagging months offsetting that 
rise were September, October, November and December 
of 1926. Beginning in January, through to April this 
year, those few temporarily higher months were followed 
by three sagying months from May through July, the 
last month actually on record. 

When we consider the irregularities in groups of high 


and low months this way, we get a better view of the 
real trend of demand, as this table summarizes: 
AVERAGES OF DEMAND BY GROUFS OF MONTHS 
Average from October, 1925, to May, 1926....129 
Average from June, 1926, to December, 1926..114 
Decrease between the two average levels 12° 
This table, of course, reflects in a summary way the 


decrease in demand during 1926, with which we are now 
familiar. But perhaps we have not vet fully appreciated 
190% 


Copyright, 


Walworth Cor pan 


Statistician, Walworth Company 


the fact that, on this basis of reasoning by groups of 
months, demand really stopped falling early this Spring, 
as the next table shows: 


AVERAGES OF DEMAND BY GROUPS OF MONTHS 
Average from June, 1926, to December, 1926..114 
Average from January, 1927, to July, 1927..111 





Decrease between the two groups 210% 

In other words, the last three months’ sagging of 
demand has simply been a reaction following the first 
four months of this year, when demand was temporarily 
a little too high. The real average trend since the first 
of the year is practically on a par with the trend in the 
latter part of last year. We may infer then, that if the 
average trend stopped falling in those earlier months, it 
is probably now on this rise back toward normal. 

There are already some signs of reviving demand. In 
June, as the news so widely heralded it, building con- 
tracts awarded reached high levels and set a new record 
for all time. This came as a surprise to many, but there 
have been facts at hand to warrant a fairly optimistic 
outlook for building. In fact the conclusion we reach 
in the following analysis is that we need contemplate no 
further material recession in building volumes, and we 
may reasonably anticipate that the volumes of building 
should gradually increase. 

We have been perhaps too much influenced by con- 
clusions based on some studies of the building situation 
that did not consider deeply enough new factors that are 
definitely affecting the situation. We first heard much 
of a building shortage that needed to be made up. Then 
the boom came along, and some figured it was overdone. 
With a huge surplus of building, which seemed evident 
from increasing vacancies, what could follow but a gen- 
eral and drastic depression in building? 
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Such conclusions usually seemed warranted trom com- 
parisons like that of Figure 2, although some got the 
“long-time 


same idea when they tried to figure out the 
of building itself, and found that current 


crowth line” 

building had been too far and too long above that ‘normal 
requirements” line. In the Figure 2 comparison, the 
primary assumption is that building should normally ris¢ 
in parallel with the rise in population for the United 
States as a whole. It is then assumed further that any 
decline in building would accumulate a shortage. 
quently, any subsequent 


Conse- 
excessive building would first 





eliminate the shortage and then, if overdone, would create 
a surplus. There are three factors not given sufficient 
weight in such assumptions: 
1. Not all the deficit in building is accumulated as 
a shortage. 
2. The building needs per capita are not fixed. 
3. There is need for some margin of excess building. 
Suppose a man “‘wears out” two suits of clothes a vear 
in normal times. When he considers each worn out, he 
consigns it to the rag pile. But if he loses his job, or 
it the price of clothes goes up, he will wear each suit of 
clothes longer before he discards it. He does not thereby 
accumulate any “shortage demand” for clothes, for when 
he does get a job again, he simply begins buying his 
normal supply at regular intervals. Similarly, if during 
the war we tolerated an old building three years longer 
than we would have otherwise, we have simply delayed 
the date otf its obsolescence; we have not 
created any shortage. 


necessarily 


Contrariwise, if t 
pay with it, 
three suits a vear. 

but he 


he man gets a new job and also a 

he suddenly realizes that he needs 
Not that they wear out any faster, 
thinks they get shabby and out of style sooner, 
more easily justifies buying a new suit “to keep 
up appearances.” His higher standard of living creates 
an above-normal demand for clothes. Yet, as a matter 
the demand has not necessarily any 
direct relation to the fact that, just previously, he had 
been out of a job, when he wore his clothes longer than 
usual. In the building situation we must take 
account of the rising standard of living. Obsolescence in 
buildings varies with willingness to tolerate out-of-date 
standards of living, and with the ability to 
achieve and pay for higher standards by greater produc- 
tion and earning capacity. 


raise in 
and he 


of fact, increased 


also 


desire and 


Figure 3 shows that the increasing standard of living 
is really quite a factor and that, as an important factor, 
it is relatively new. Beginning with 1922, there began a 

‘p rise in the curve that, with 1926, 


higher than the pre-war average. 


rose to a level 
The rreat- 


250% 


PER CAPITA INCOME 
, 


ener a ee 








12 193 1N4 1915 1916 1917 1918 1919 19201921 19221923 1924 19251926 1927) 
ing Increase in Pe Capita Tneome 
Bureau of Econe Rese h’s data calculat 
‘ e of e- ears, fron 
est gains in the 
in the most 


causes oT It 


per capita income have therefore been 
and some of the underlying 
were discussed in last month’s article. In 
addition, there has just come to hand a report of the 
productivity based on an important study 
1e noted economists, Prof. Day and Dr. Thomas. In 
all of studied, the most rapid in- 
reases in productivity occurred after 1919, and in most 
1921. 
If men produce more per person, then 


recent years, 


Increases 1Nn 
t |} 


the eleven industries 


them greatest gains followed 


real earnings 
become larger and they rightfully possess a higher stand- 
f living. 


In other words, population alone is not a 


for checking against building demand. To 


‘ 
1 growth we must add the increase in per capita 
Therefore, 
the growth in aggregate total real income or purchasing 
should consider the normal growth rate 


More people can each spend more. 


which we 


power, 
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for building, will rise more sharply than the growth of 
population, and will rise most sharply in the most recent 
years. 

Figure 4 shows the same building curve as in Figure 2, 
but here building volume is compared directly with 
an index of the total real income of the United States. 
Here, we the “Area of Deficit” in building 
volume, but it is larger. And the “Area Eliminating 
Deficit” has not even yet been high enough nor for long 


too, see 
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New York Total U. Income based on National Bureau of Eco- 
nomic Research data f total United States real income in 1913 dollars 
unaifected ) and the eflecting increased total 
purchasing »p 1. ( % an S-year annual average of prewar 
from 1909 Lo } 





refors 


the previous “Area of Deficit.” 
this deficit may never be made 
any real accumulated shortage 
left to be made up. And the real impetus sustaining the 
current volume of building is the higher standard of 
living that has raised the total income so sharply in the 
last few vears. 


enough to make up for 
But, as we have argued, 
up. There may not be 


Instead of drastic depression in building, we are simply 
witnessing a gradual decline of building. As the actual 
building shortage is being extinguished, building has 
been falling gently downward into approximate normal 
adjustment with the level of total real income. And, 
quite the opposite prospect from that of depression, we 
face the probability that building volume should increase 
gradually from now on as the line of total income con- 
tinues to 


But what about 


rise. 

the many building vacancies we 
actually see all about us? Aren’t they proof that there 
is a building surplus? Perhaps the answer is partly 
found in the fact that the vacancies are not largely in 
the newer, up-to-date types of buildings. Allowing for 
normal delays in expiration of leases, the newer buildings 
well filled. But older buildings are being vacated 
and, in view of present day standards of living, it may 
be that the older buildings are really obsolescent and “in 
the discard” rather than just “vacant.” 

Anyhow, a certain margin of vacancies is a normal 
thing in normal times. It is true we have become accus- 
tomed to meeting difficulties when searching for desirable 
locations. But no less an authority than W. C. Clark, 
economist for S. W. Straus & Co., has said that a 
moderate percentage of vacancies is not only normal but 
also a desirable and necessary phenomenon, and that in 
residential facilities the normal vacancy is at least five 
percent, with normal vacancies in other types of building 
over 10°-. More recently, L. T. Smith, president of the 
National Association of Real Estate Boards, reporting 
one of its recent periodical surveys, said: “The fact that 
the average vacancy throughout the United States for 
the last nine surveys has been hovering around 10‘ is 
conclusive proof that office building managers must base 
their budgets upon 90% occupancy being normal.” 


are 


We admit that our purpose has been to give graphic 
emphasis to conclusions we have reached partially 
through intuition. But we need not be too critical of 


(Continued on page T9) 
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BONNEY RIGHT ANGLE 
*C.N. Chrome Vanadium Wrenches 


fxcv isa Bonney | (Patents Applied For) 


trademark 








; registered in the 
i U.S. Patent Office. 
f 


Chrome Vanadium 
registered 
| August rt; 1925 ] 




















WE ARE MAKING THE 
KIND OF WRENCHES 
MECHANICS WANT 


Are you selling them 
the kind they want? 








ONNEY “C-V” Chrome Vanadium 
Right Angle Wrenches, 90 degree 
angle of opening, are designed for 

work in close quarters where it is impos- 
sible to use a 15 degree or 2212 degree 
opening Wrench. The heads are pear 
shaped as in the Engineer’s type of 
f Bonney “C-V” Wrenches and the han- 
i in ih A ait dles are shaped to give the operator a 
= iA Wan. comfortable grip. 








Finished in nickel with polished heads. 
Made in all standard combinations of 
openings from 5/16” to 7/8”. 





Attractive Discounts to the Trade 


BONNEY No. 40 KIT 
Complete in Leatherette Case $6-00 


Five Bonney *CV Chrome Vanadium double 
end Right Angle Wrenches, all neatly pack- 
ed in attractive leatherette kit. These five 
wrenches will fit the following: 


Bonney Forge & Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, 
Carbon Steel Drop Forged Wrenches, Stillson Wrenches, 
Vises and Drop Forgings and the Bonney Rim Tool. 






U.S. STANDARD S.A. E. HEX. CAP 
NUTS NUTS SCREWS 
yf", 56”, 34”, 4", 56”, 34”, 36”, 4", 76's 
, , v Ai 
Ig", 14”, ig", 1”, %", 34”, % ’ % ’ 
56", 
(In cardboard box without leatherette 


kit $5.05) 
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for 
Line Shafting 
and 


Kindred Uses 





Desirable in 
Duplicate 
Machinery 





MULL GUPPLUES 
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Saves 
Power 


Lubricant 


Preserves 
Alignment 
Eliminates 

Wear 


Thoroughly Positive 


and Tamper Proof 
—~A Unit of Industrial Application 


In Medart Timken-equipped Pillow Blocks the 
entire Bearing arrangement is made thoroughly 
positive and tamper proof, due to take-up adjust- 
ment being provided through roller bearing outer 
races and by means of cap and shim method. 


The fundamental advantage of Medart design is 
that the appliance comes to the user filled with 
lubricant, bearings permanently and properly 
set up, and can be applied to the shaft without 
disturbing the working elements—simply tighten 
_up two clamping collars to the shaft sleeve. 


Smooth bored steel clamping collars make the 
sleeve thoroughly tight on the shaft—a proved 
principle of construction. Sleeve threads are 
eliminated, providing a sleeve that is stronger 
than one of the same diameter which has been 
cut into and weakened by threading. 


Other appliances in the Medart Timken-equip- 
ped Line of Industrial Applications are: (1) the 
Ball and Socket Hanger for line shafting usage, 
(2) the Unit Mounting, adapted to use in indi- 
vidual machines, and (3) the Loose Pulley. 


This added line makes Medart a more complete source for mechanical power transmitting ma- 
chinery and allied products than at any time inits nearly 50 years of serving Industry. Ask for 
Bulletin on Timken-Equipped and for Catalog No. 43 on all other Transmitting Equipment. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 
Office and Warehouse in Cincinnati % % *% Offices in Chicago, Philadelphia, Pittsburgh, New Yorkand Seattle 
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MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 
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One Man's Time Saved 
We have just received the letter quoted below from 
. Mr. John E. Mitchell, Jr., Vice-President of the John E. 
yl . ‘ Mitchell Company, St. Louis, Missouri, manufacturers — > 
-. of special machinery. | 


' “We thought that you would be in- 
: terested to know that we are well 
i pleased with our Black & Decker 
; Electric Drills and Screw Drivers. 
As you know, we have four of 
4 your Electric Screw Drivers and five 
| of your Electric Drills, which are be- 


ing used in the construction of our 
boll-extracting machine. Our Super- 
intendent advises us that these tools 
have saved us more than one man’s 

time as compared with our former 
: methods which, of course, means a 
good return on the investment; also 
| we get more uniform results than we 
! did formerly. 





The Superintendent further ad. 
vises that he has experimented with 
other makes of electric screw drivers 
and drills and believes that yours is 
the best on the market. Therefore, 
it goes without saying that we like 
them very much.” 

RNS ET 
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Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 


Black & Decker Portable Electric Drills, Electric Screw Drivers, Electric Socket Wrenches, Electric Valve 
Refacers, Electric Tappers and Electric Grinders are sold by the leading Mill Supply and Machinery Jobbers. 


Write for new 1927 catalog 


“THE BLACK ®& DECKER MFG.CO. 
TOWSON, MD., U.S.A. 
Black & Decker Mfg. Co., Limited, Toronto, Ont. 


BRANCH OFFICES WITH SERVICE STATIONS IN ; pacman 
BOSTON NEW YORK OAKLAND, Cal. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO | PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 
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Model W-C 


Water cooled. Four sizes. An 
efficient powerful unit for pneu- 
matic tools, washing outfits, sand 
blasting, etc. Displacements 15 
cu. ft. to 124 cu. ft. 


EMLL QUPPLIES 





Model W Duplex 


Water cooled, size 6%x 5 in., 
124 cu. ft. displacement. Also 
built in three single-cylinder 
sizes, 414x4 in., 22 cu. ft.; 
4™%4x5 in., 32 cu. ft.; and 614x5 
in., 62 cu. ft. For heavy duty. 





Water cooled, motor 
driven. Four sizes, 414x4 
in., 4%4x5 in., 61%4x5 in., 
and 61%4x5 inch Duplex. 
Displacements from 22 
cu. ft. to 124 cu. ft. 
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These Units Will Get Business 


A constantly widening market 
greets the Mill Supply Jobber who 
handles Quincy Units—compres- 
sors and vacuum pumps. As new 
applications become standard prac- 
tice each year in mills, shops and 
foundries, Quincy engineers keep 
pace. Designing and producing 
models adapted to the new need. 
Spreading the story of Quincy’s 
silent, carefree, economical service 
to new thousands in the industrial 
world—most of them your cus- 
tomers and prospects. 


Besides the immediate profits from 
ready compressor sales, a Quincy 


connection pays long-time divi- 
dends. Repeat orders follow be- 
cause these engineer-built units 
prove superiority in test compari- 
son. Quincy factory cooperation 
adds to your reputation for service. 
And our guarantee insures satisfac 
tion for the buyer. 


Whatever your present selling ar- 
rangement, we would like for you 
to know about the models and uses 
of the complete Quincy Line and 
the profit-possibilities of our jobber 
proposition. The coupon below will 
bring both without any obligation. 


— = = — — ——— CLIP AND MAIL ——————— —- —— — 


Quincy Compressor Co., 
302 Maine St., Quincy, Ill. 


You may send us, without obligation, complete information 
about the Quincy Line and the Quincy Jobber Proposition. 


| 


Address ..........-:-.-: 





Vacuum Pumps, 


Too 


Directly above is Quincy Model 
R Vacuum Pump, available in 
three sizes—4x2%, 414x3% and 
6x4 in. Extensively used in 
gasoline dispensers, milking ma 
chines, printing shops, automatic 
machinery and other industrial 
applications; also as low-pressure 
air compressors. Like all Quincy 
Units, our vacuum pumps are 
constructed along the lines of 
best gas engine design. 





Quincy 
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(Continued from page TA) 

the figures that are offered, because, manifestly, approx- 
imations are good enough to serve our general needs. In 
spite of an allowable degree of error in the figures back 
of the charts, we are making progress if we consider that 
Figure 4 tells a story nearer the truth than Figure 2 
does. And, if Figure 4 tells a story containing the 
major elements of truth, then we shall not be greatly 
misled if our figures do not represent 100° perfection. 
We would be content to rest our case upon the basis of 
our reasoning alone. 


—_—_—__—_9—=>——_ —_ 


DISPOSED OF THREE BRANCHES 
Walworth Company Announces Sale of Important Dis- 
tributing Businesses to Jobbers 
Walworth Company, manufacturers of valves, fittings 
and tools, announced to jobbers throughout the United 
States recently that the company has sold the business 
of its branch in Philadelphia to McArdle & Cooney, Inc., 
for many years wholesalers and steam specialists in 
Philadelphia. Previous to this, Walworth Company sold 
the businesses of its Pittsburgh and Cincinnati branches, 
acquired by Walworth in the purchase of the Kelly & 
Jones Company, Greensburg, Pa., in 1925. The Pitts- 
burgh branch was sold to a group of established Pitts- 
burgh wholesalers. The Lawson-Darroch Co., of Cin- 
cinnati, purchased the business of the Walworth branch 

in that city. 

The latest transaction, involving the Philadelphia 
branch of the Walworth Company, was closed under an 
arrangement by which McArdle & Cooney, Ine., will 
distribute Walworth’s full line of pipe fittings, valves and 
tools, it is announced. McArdle & Cooney have taken 
over the personnel in Philadelphia and the entire stock 
at the Philadelphia branch. Manager W. P. Kerr and a 


few of the other major executives will remain with the 
Walworth organization in Philadelphia, serving the job- 
ber trade in the territory immediately surrounding the 
city. 

It is understood that the sale of the Walworth prop- 


erties in Philadelphia, Pittsburgh and Cincinnati was 
accomplished without any disturbance to market condi- 
tions in any of those cities, the stock in each case being 
taken over at the market value. 


oe =~ « 


FALSE REPORTS CORRECTED 
\. Moore, Jr., President, Manning. Maxwell & Moore. 
Ine.. Explains Company's Position 

From a letter received from President Charles <A. 
Moore, Jr., of Manning, Maxwell & Moore, Inc., New 
York, it is evident there have been various reports cir- 
culated regarding the plans and activities of the company 
that were either baseless or partially untrue. MILL Sup- 
PLIES regrets it was one of the offenders in its August 
issue. One of the erroneous reports was that Manning, 
Maxwell & Moore, Inc., was moving its executive offices 
from the Pershing Square building, New York, to Fitch- 
burg, Mass. It is a pleasure to present Mr. Moore’s let- 
ter in full: 

“False reports, maliciously or foolishly started, regard- 
ing Manning, Maxwell & Moore, Ine., have been in cir- 
culation for several months past. Some of these reports 
have even been published, without attempt at verification, 
by trade magazines. 

“The facts are as follows: The manufacturing activi- 
ties of Manning, Maxwell & Moore, Inec., have grown to 
be so important since the war that the company decided 
to go out of the general machine tool jobbing business, 


“9 


retaining only such selected outside lines of machine tools 
and for such territories as fitted in with the most effi- 
cient handling of our own products. 

“This change was made both for our own advantage 
and for the advantage of the manufacturers whose lines 
we had handled for many years, most of whom have since 
adopted the policy of selling direct through their own 
sales forces. 

“In our opinion the machine tool business has changed 
so profoundly since the war that a far greater expert 
knowledge of the lines sold is demanded of sales repre- 
sentatives. This can only be secured by salesmen han- 
dling fewer lines, on which they must concentrate. 

“In handling its own products, together with the few 
high class outside lines retained, Manning, Maxwell & 
Moore, Inc., is more actively in the machine tool business 
than ever before in its history, and in that business in 
a more effective and efficient manner. 

“The Putnam Machine Company, owned and operated 
by Manning, Maxwell & Moore, Inc. organization, has 
added the Detrick and Harvey and the Beaman and Smith 
lines to its own extensive lines of heavy industrial and 
railroad tools. The Putnam plant at Fitchburg, Massa- 
chusetts, is one of the best equipped and largest in this 
country. 

“The Shaw Crane Company plant at Muskegon, Michi- 
gan, also owned and operated by Manning, Maxwell & 
Moore, Inc., is manufacturing important mechanical 
products besides overhead electric cranes—widening its 
field as are the Hancock Inspirator Company, the Ash- 
croft Manufacturing Company and the Consolidated 
Safety Valve Company, which are also owned and oper- 
ated by Manning, Maxwell & Moore, Ince. 

“The company is also carrying on a very extensive 
machine shop, railroad and mill supply business, a de- 
partment wholly independent of its many manufacturing 
activities. 

“The above is given for your information, and we trust 
you will co-operate with us to the extent of giving this 
letter, or the essentia! facts contained therein, to the 
public through the medium of your valuable magazine.” 


> -—___— 


ARC WELD WESTERN BUILDING 
Special Metal Also Used in First Unit of Denver Plant 
to Deflect Heat Rays of Sun 

Are welding of structural steel has “gone west.” The 
first building west of the Colorado river to have are 
welded joints throughout has been erected in Denver for 
the Colorado Compressed Gas Corporation, and is an- 
other step in the successful application of arc-welded 
structural steel to building operations. There is not a 
single rivet or bolt in this entire building. 

This building is the first unit of the manufacturing 
plant of the gas corporation, which manufactures 
acetylene gas. In the design it was necessary to con- 
sider the requirements of a building wherein such a 
product is manufactured. To best meet these require- 
ments it was decided to use a special asbestos-protected 
metal. It is made by combining steel sheets, asbestos 
and asphaltic compounds, which are covered with a sur- 
face coating of aluminum. The aluminum coating is 
utilized to deflect the heat rays from the sun, and with 
the asbestos insulation, operates to provide a satisfac- 
tory insulated building during the heat of summer, 
which is a fundamental requirement in the manufacture 
of acetylene gas. 

The Midwest Steel & Iron Works of Denver erected 
the structural steel, and in doing so electrically arc-welded 
every joint with a 200 ampere potrable are welder. 
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Make More Sales with the 
Line of Recognized Quality 


ARMSTRONG 
QUALITY TOOLS 


ARMSTRONG Tool Superiority has been 
commonly accepted for over 35 years. And 
workmen who know good tools accept our 
Trade Mark as their Best Guarantee of High- 
est Quality Materials, Superior Design and 
Excellent Workmanship. The iron-clad 
ARMSTRONG Guarantee is behind every 


tool we sell. 


Mill Supply Jobbers and Salesmen who un- 
derstand their markets push the ARM- 
STRONG Line because it sells easiest and, 
more important, ARMSTRONG 
Quality Tools give buyers the greatest possi- 
ble value for their money. 


because 


The full ARMSTRONG Line includes: 


“‘Armstrong”’ 

Tool Holders 

Lathe Dogs 

Clamps 

Ratchet Drills 

Drop Forge Wrenches 


‘‘Armstrong Bros.”’ 

Solid Stocks & Dies 
Adjustable Stocks & Dies 
Pipe Cutters 

Pipe Vises 

Pipe Wrenches 


Write today for our new Catalog B-27 
which shows the full ARMSTRONG 
Line of Quality Tools with sizes, prices 
and descriptions. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


305 No. Francisco Ave. 
; CHICAGO, U. S. A. 
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Cutting Bolts 
IN AWKWARD PLACES 


Many times a bolt is so located that 
it is very difficult to get at. The 
workman must ‘stand on his 
head”’ or use a Porter Bolt Clipper 
fitted with angular jaws which 
cut with the handles at an angle 
to the plane of work. This tool 
saves awkward reach- 
ing and straining. 


bolt in the thread side cutters cut up to 
34° belt. 





2M Pp Fah 4) 
PORTER'S BOLT CLIPPERS 

4g464uY Wwourwse 
are cutting tools develop- 
ing great power through 
leverage and a form of 
toggle joint. They multi- 
ply man-power about 70 
times. Made in a number 
of styles for cutting bolts 
and rods, splitting nuts, 
cutting chains, etc. Mod- 
erateincostand essential 
toolequipment for bench, 
shop, or kit. 

Sold by Jobbers and Supply houses everywhere 
Ask your dealer or write to us for booklet 


H. K. PORTER, INC. 
EVERETT, MASS. 
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Ross-Willoughby Co. in New Location 


Columbus House Has 21,000 Square Feet on One Floor and Inside 








Parking Space—Interesting Methods Used for Training Salesmen 


An inside automobile parking space is one of the fea- inside display, according to Mr. Hunter. During the 
tures of the new location of The Ross-Willoughby Co., formal opening the inside parking space will be used 
Columbus, Ohio, at 269 West Spring street, which is now for displays. Invitations to the formal opening will bé 


occupied by the company, but will be formally opened sent to all manufacturers whose lines the company han- 
September 6th, 7th and &th. The old location, at 178-180 dles and to customers and prospective customers through- 
North Third street, occupied by the company since its out the territory. A ten-page section of one of thé 
organization in 1912, provided 20,000 square feet of floor Columbus newspapers will be devoted to an announce- 


i 





space, and consisted of two six-story buildings, while the ment of the opening, and will include interesting articles 
new home provides 34,000 square feet, 21,090 of which is and advertisements by various manufacturers repre- 

on one floor. sented by the company. 
One of the principal reasons for moving to the new Much attention is devoted by the executives Th 
location, according to W. C. Hunter, general manager, Ross-Willoughby Co. to the selection and training of 
= salesmen. According to Mr. Hunter, the company is 


instituting the plan of choosing its future new salesmen 
from its inside force—the store clerks and counter 
men. He believes that with the inside training they 
receive and their knowledge of stock they are especially 


equipped to go on the road and represent the house: 


and it is the experience of the company, | 


e States, tnat 
{ 


from the inside force 


he past have made splendid outside representatives. 


salesmen who have been chosen 


CONCENTRATE ON ONE LINE FOR TWO WEEKS 





Great stress Is laid by the company on sales me rt 
These are held every two weeks on Saturday atternoons 
beginning at 1 o’clock and lasting from one to two hours 
They are held under the direction of R. W. Martin, sales 
manager, and a representative of one of the manut 
turers is usually present. The latter discusses his line. 
New Home of The Ross-Willoughby Co. and there is a general round table discussion, salesm¢ 
; asking the manufacturer's representative any questions 
was the fact that at the old site parking Was exceedingly thev mav desire. It is the custom of the company, hen. 
difficult. In the new place the customer may drive his 4, have its salesmen make special efforts on this lin 


truck or passenger car right inside the building, where during the ensuing two weeks. They use it as a leader, 
2,000 square feet of space is provided for parking auto- 





so to speak, and, according to Mr. Hunter, this plan. 


mobiles and trucks. which has been in force for two or three vears, has re- 
STEEL SHELVING AND BINS INSTALLED sulted in an improvement in sales. 

The new home of The Ross-Willoughby Co., consisting Another plan the company follows is to make each 01 

of two floors of a three-story building and a one-story its city salesmen a specialist on some particular line. 


building next door, is close to the heart of the city and 
on a main artery leading to some of the important 
suburbs. In the one-story building are the store, the 
shipping room and the parking space, which is entered 
from the front: in the other building are the offices 
of the company and the warehouse. The new location, 
which has been leased, has been remodeled and redeco- 
rated to suit the needs of the company. New steel shelv- 
ing and bins have been installed in the stock rooms, and 
the bins are provided with cards to show the amount 
of stock on hand. The company uses a perpetual inven- 
tory system, changes in stock being recorded daily. 

New pipe yards on Buckingham street have also been 
acquired by the company, and here are stored pipe and 
other bulky material. The company generally has a : <= = ; é 
stock of from 2,000 to 3,000 tons of pipe in store at the Section of Pipe Yard in Columbus 
pipe yards. The Ross-Willoughby Co. has also moved The executives seek to learn what line the man is most 
its pipe yard in Springfield, Ohio (where it maintains  jnterested in—his hobby, as it were. He is then en- 
a branch) to a new location at 33 West Jefferson street, couraged to delve deeply into this line. and when the 
which is entirely under cover. The company has pri-  manutacturer’s representative calls at the Ross-Wil- 
vate railroad sidings at its warehouses and pipe yards loughby office he spends much of his time with the sales- 
in both Columbus and Springfield. man who is trained particularly in this line. It is not 

While there will be no window displays at the new’ to be understood that the salesman sells only one line. 
Columbus location, the company will set up an attractive (Continued on page 85) 
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An Announcement of Inyportance 


Tiss CUNEO CATALOG SERVICE COMPANY 
announces a merger of its organization with the Bluford 
Sharp Company. The consolidation of both concerns 
will operate under the name of the Cuneo Catalog 
Service Company. 

This makes available to you the combined facilities of 
two of the most widely experienced catalog organiza- 
tions in the country, and the physical resources of the 
largest commercial printing organization in the world— 
the Cunco Press, and its allied printing industries. 

There can be but one result from this consolidation. 
That 1s, a better catalog service—a service that for econ- 
omy, efficiency and intelligent co-operation has never 
been approached. You will get delivery in from one- 
fourth to one-half the time, lower prices and a greater 
return from your catalog investment. 


An expression from you advising us of your interest in 
a catalog will bring a representative to tell you about 
many exclusive features of this combined service and 
give you complete information. No obligation, of course. 


Cuneo Catalog Service Company 


2242 GROVE STREET y y y y CHICAGO, ILLINOIS 
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VOGEL Patented ‘Peat Closets 


give satisfactory service, day in and day out, winter and summer 





The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 









VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
_——, removed in an instant. 





The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 


Carriage Bolts Specials sete — 
Plow Bolts re — tove Rods 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tive Belts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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(Continued from page 81) 

however. Each covers his own territory, selling all 
items, but when he needs help on a certain line he seeks 
out the salesman who is specializing on it and secures 
his assistance. Mr. Hunter says that this plan is 
effective, for it not only improves the efficiency of the 
sales organization, but inspires ambition and confidence 
in the men. 

The Ross-Willoughby Co. also has a specialist on engi- 
neering and steam plant specialties, transmission equip- 
ment and mechanical rubber goods. He is E. W. Hauger, 
a man with much engineering experience. Mr. Hauger 
stands ready to render assistance to salesmen in the sale 
of these lines at any time. Whenever they need advice or 
information they can go to him, and he travels anywhere 
in the company’s territory to close deals that the sales- 
man, himself, is not equipped to close. 

EQUIPPED TO ANSWER DIRECT-BUYING ARGUMENTS 

The idea of spreading the gospel of dealer distribution 
and educating its sales force in answers to arguments 
in favor of direct buying has not been neglected by The 
Ross-Willoughby Co. in its training of salesmen. One 





Part of Belting De partment in Columbus 


of the authorities which has been studied by the com- 
pany’s salesmen in this matter is the booklet, “Thinking 
Thru,” by C. D. Garretson, president, Electric Hose & 
Rubber Co. Wilmington, Del., a considerable portion of 
which was published in the March issue of MILL 
SUPPLIES under the title, “Analysis of Distributors’ 
Problems.” 

The company is also inaugurating weekly meetings of 
department executives to take up various problems. 
Under this plan, the general manager, sales manager, 
credit manager, store manager and purchasing agent will 
gather to discuss matters of importance, with the end in 
view of coordinating efforts to attain the best results 
for the business as a whole. 

The Ross-Willoughby Co. was organized by W. W. 
Ross and Horace Willoughby in 1912. Mr. Ross, who 
served as the first president, died about two years ago, 
and Mr. Willoughby is now president of the company. 
C. H. Rogers, who has been connected with the company 
since its establishment, is vice-president; J. L. Reed, sec- 
retary, and J. P. Davis, treasurer. W. C. Hunter, who 
was formerly manager of the Springfield branch, is 
general manager; R. W. Martin, sales manager, and 





J. R. Starr, buyer. The company has a capitalization of 
$200,000, carries an average stock of mill, factory, steam, 
mine and contractors’ supplies valued at $200,000, covers 
central and southern Ohio and has eight salesmen. The 
Springfield branch of the company, which is at 23-25 
North Center street, is under the management of E. S. 
Bolen, has three salesmen and carries an average stock 
valued at $100,000. 

This company has rejoined The National Supply and 
Machinery Distributors’ Association since the triple 
convention and formation of the Mill Supply Council. 

“I think the plans look more feasible and will show 
quicker results than anything that has been devised so 
far,” said Mr. Hunter, in speaking of the action of the 
convention in forming the Mill Supply Council. “It is 
surely a step in the right direction, possibly two steps. It 
won't do any harm, and chances are it will do a great 
deal of good.” 

—— - 

TWO SEPTEMBER EXPOSITIONS 
Machine Tools and Other Equipment Will Be Shown 
at Cleveland and Detroit Exhibits 
Two expositions will hold the interest of distributors, 
manufacturers and users of machine tools and other 
equipment this month. The first annual National Ma- 
chine Tool Builders’ Exposition, conducted by the Na- 
tional Machine Tool Builders’ Association, will be held in 
the west annex of the public auditorium in Cleveland 
from September 19th to 24th, while the National Steel 
and Machine Tool Exposition will be held under the 
auspices of the American Society for Steel Treating in 
Convention hall, Detroit, from September 19th to 23rd. 
Last year the National Machine Tool Builders’ Associa- 
tion and the American Society for Steel Treating held 

a joint exposition on the municipal pier, Chicago. 

J. Wallace Carrel, vice-president and general man- 
ager, Lodge & Shipley Machine Tool Co., Cincinnati, is 
chairman of the exposition committee for the Cleveland 
exhibit, while Roberts Everett, Pennsylvania building, 
New York, is manager of the exposition. Ernest F. 
DuBrul, Provident Bank building, Cincinnati, is general 
manager of the National Machine Tool Builders’ Asso- 
ciation. According to officials, the whole range of ma- 
chine tool possibilities and progress—500 types, sizes, 
items, purposes, processes—will be displayed at the ex- 
position, which is called an ‘“‘operating’”’ show. The ex- 
position will be for industrial executives, technicians, 
superintendents, foremen and operators, and admission 
will be by registration only, it is announced. 

The Detroit exposition will be on at the same time as 
the annual convention of the American Society for Steel 
Treating, the annual meeting of the American Welding 
Society, the fall meeting of the Institute of Metals and 
the production meeting of the Society of Automotive 
Engineers, all of which will be held in Detroit. Joint 
sessions of the four associations will be held to dis- 
cuss common problems. Approximately 93,000 square 
feet of floor space will be devoted to displays of steels 
and metals, heat treating equipment, metallurgical equip- 
ment and supplies, furnaces, welding equipment, machine 
tools and other lines of plant equipment. Many of the 
exhibits will be operating under conditions simulating 
those in manufacturing shops, it is said. About 10,000 
square feet of the floor space will be devoted to exhibits 
of welding equipment. From noon until 2 o'clock daily 
a special executive period will be reserved to holders of 
special executives’ invitations. W. H. Eisenman, 4600 
Prospect avenue, Cleveland. is secretary of the American 
Society for Steel Treating and M. M. Kelly, 29 West 39th 
street, New York, is secretary of the welding society. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 











108 Washington St., New York 


Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 
Cleveland: Auditorium Garage Bldg. 


_A LEADER FOR YOUR 


, STEEL 


EQUIPMENT LINES 


Any of your customers who are crowded 
for working space are ripe prospects for 
Lupton Rack Type Shelving, the low-cost 
storage equipment which is so widely used 
throughout the United States. 

Lupton Rack Type Shelving, strong enough 
to carry half-ton loads on each shelf, holds 
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practically 30’; more goods in a given floor 





















space. It is adjustable, cleanly, and long- 
lived. You can build up big sales in plants 
of every description by using Lupton Rack 
Type Shelving as your leader. 





DAVID LUPTON’S SONS COMPANY 
: eg 2239-s East Allegheny Ave. + Philadelphia 
Write for complete ‘ / Makers of Quality Steel Products since 1871 
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istributors Must 


Formulate Policy 


Writer Says Dealers Must Have Clear Insight into Relationship with 


Producers and Consumers and Be Actuated by Common Ideas 


EDWIN 


LEE GOUCHER 


Frick & Lindsay Co., Pittsburgh 


What do you do, Mr. Mill Supply Dealer, to merit 
patronage and compensation? What work do you per- 
form? What service do you render? Service, you know, 
is cause; compensation, effect. 

The proper answers to these questions will determine 
your place in the economic scheme of things—your place 
in the business sun. They will place you in the right 








EDWIN LEE GOUCHER 


relation with your sources of supply, your customers and 
prospects. They will formulate your policies and be a 
guide to the internal and external 
organization. 


activities of your 

Sir Christopher Wren, architect of St. Paul's cathedral, 
spent much time among the workmen, no detail being too 
small to merit his attention. 
the workmen what he was doing. The man re- 
plied that he mixing mortar; to another he 
the same question and the man told 
cutting 


] } 
asKead 


On one occasion he 
one of 
was asked 
him that he was 
A third man was questioned, who re- 
build a cathedral.” The dis- 
tributor of industrial supplies is helping to build a struc- 
ture of far greater significance 
ed the structure of 
ACY. Where is the 
athedral of democracy, 
industrial 


stone. 
plied, “I am helping to 
than any cathedral ever 
America’s industrial 
who 


suprem- 
envisioned this 
foundation of 
the 


architect 
the 
and 


which is 
co-operation, superstructure, social 
progress”? 

No one says to this man, “Dig the coal,” nor to that 
man, “Smelt the nor to another, 
metal,”’ but each man chooses the 
rewarded according to the 


ore,”’ *Fabricate the 
work he will do and is 
measure of the service he 
One is a drawer of water or a hewer of 
not by compulsion, but of his own free will. 


renders. wood. 


distributors of 
both the 


Some of us have elected to become 


industrial supplies, co-operating with manu- 


i 


facturer and the consumer, with the avowed purpose of 


rendering a greater economic service at a lower cost. 
There are three great essentials for successful partici- 
pation in the building of our economic structure: Vision, 
faith and will. The tangible is always constructed of 
and supported by the intangible. 

Our sole employer is our own initiative, our one task- 
master is our ideals, and our only paymaster is our 
efficiency. The hard, inexorable law of cause and effect 
bids us compete or capitulate. We are not going to sur- 
render without a worthy struggle, and if a worthy 
struggle is made, it will not be necessary to give up. 

THE DAY OF RAPID CHANGES 

The greatest foe we have to contend with is change— 
changing conditions, ideals, usage, methods, materials 
and processes—and our best ally is a ready adaptability. 
Our efficiency is measured by our adaptability to our 
conditional environment. 

It is our purpose to try to simplify the problem by 
dividing it up into its elements, for it is the complexity 
of things that is so confusing to clear thought and the 
direction of our activities. the 
mill 


When we engaged in 
business we 


supply saw a need, and planned to 
supply that need. This required vision and initiative, 
did it not? We next invested our money in a plant and 


equipment, and stocked it with merchandise selected with 
the greatest care from the most dependable sources of 
supply. Did we sit down and wait for salesmen to come 
and tell us what we needed? We did not. We went after 
the kind of goods we wanted, and bought them. W: 
knew what we wanted because we had first learned what 
our prospective customers wanted. 

This effort required faith, and we were actuated by 
our ideals in the making of our plans, the formation of 
our judgment and the reaching of our decisions. 

Did we sit 
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to us and buy our wares? 


down then and wait for customers to come 
We did not. We went out 
in person after customers. we made up a list of prospects 
and sent them letters and circulars, we 
men, compiled and distributed a catalogue. Every 
eifort was directed toward a definite objective. Every 
sales gun fired was aimed at a target. Every expens« 
incurred was measurably purposeful. 


empl ved sales- 


We had a determination to succeed and our efforts 
were effectively directed. Our success depended on the 
cill to do and our efficiency in the doing of it. 


GREATEST PERIOD OF INDUSTRIAL EXPANSION 


If we may assume that this beginning was made twenty 


o forty vears ago, it follows as a matter of fact that 
we have been operating during a period of the most 
rapid industrial expansion the world has ever known. 


We have passed through the stress of the war period, 
which tested and proved the industrial supremacy of the 
United States: and we have experienced the uncertainty 
of the post-war vears and the struggle for readjustment. 

We have seen production grow from an insufficiency 
to meet a constantly growing demand to an overproduc- 
tion which has all but engulfed us. The productive 
capacity of one man is now several times what it -was 
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THIS TOOL 1 
CRUCIBLE TOOL sTeE 
AT ANY TIME SHOU 





Mechanics 
look for 


CHENEY 


on a 
hammer 


. . . because most of them have 
been using Cheney Hammers 
for years—and often enough so 
have their fathers before them 
—and Cheney Hammers suit 
them to a T. Heads, handles, 
balance, adaptability to hard 
work—every good Cheney 
Hammer feature appeals to the 


men who use tools. 


And naturally enough, tool 









users are the men who know 
GOOD tools—and who buy 
them. That is why mechanics 
insist on the Cheney name or 


label on their hammers. 
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BE SURE /TS A 


H-K-Wood! 


Mo-lyb-den-um 


The American Super Stee/ 


Shovels 


THe WOOD SHOVEL AND TOOL CO pious ono. usa 


HE story of H. K. Wood's Mo-lyb-den-um_ Steel 
Shovels is one of extraordinary economy for 
users 


To handle material costs money, and in handling it 
shovels are worn out. 


The Moly shovel is the lightest shovel made for a given 
capacity, and it is the hardest and toughest for a given 
strength. 


Lighter weight with equal capacity conserves labor, and 
superior durability lessens the expense for shovels. 


This is the whole story as borne out in thousands of 
instances in the experience of users. 


A colorful catalogue, beautifully illustrated with actual 
scenes of operations, with complete details as to patterns, 
sizes, weight and styles of handles and prices will be 


} 
mailed on request. 


Information of great value to users of shovels, scoops 
and spades, based upon practical experience as to supe- 
rior adaptability of the Moiy—with economy as a most 
convincing element—will be cheerfully supplied for any 
activity in which tools of this type are either a large or 
a small item in equipment expense and their use a large 


or small item in labor charge. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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only a few years ago, and yet employment of labor has 
never been better. 

It seems an anomaly that the perfection of labor- 
saving machinery should make more work for a greater 
number of workers at a relatively higher wage level 
for less hours of actual labor. But such is the fact of 
our experience. Government figures show that the output 
per worker in three industries made the following in- 
from 1920 to 1925: Automobiles, 135 percent; 
and 38 percent; paper and pulp, 27 percent. 
A longer period would show much greater increases. 

During the period we have been considering we have 
the formation of immense combinations of pro- 
ductive capital and the consolidation of competitive com- 
into non-competitive trusts. The mail order 
houses have grown from small catchpenny concerns into 
gigantic businesses which have become part and parcel 
of our economic fabric. 


creases 


iron steel, 


seen 


panies 


Dry goods stores have grown into immense depart- 
ment Chain stores and other productive forms 
of merchandising spring up as if by magic, and their 
volume is measured in multi-millions. We have 
seen the development of the automobile industry from 
its inception to its present gigantic proportions, and 
today we are apparently on the verge of air transporta- 
tion on a mighty scale. 


stores. 


sales 


Our survey would be incomplete without mention of 
oil and gas, rubber, mining, building construction and 
electrical development, including light and power, trans- 
portation, radio, moving pictures and all the things that 
combine to make our modern world modern. 

I have cited the outstanding business phenomena which 
have changed the whole business aspect in less than half 
n century. <A lot of economic tail chasing may have 


been indulged in but the fact remains that marvelous 
things have happened. 
HAS THE DISTRIBUTOR KEPT PACE” 


Perhaps we could partially answer our original ques- 
tions categorically by asking another: Has the industrial 
supply business kept pace in means and methods with 
the producer-consumer advance? 

Without being critical, I think fair to say that, with 
a very few individual exceptions, the supply 
has not kept pace either in means or methods with the 
industries it aims to serve. A great many ot our larger 
industries have organized store supply rooms in their 
own plants equal in size and scope te the average supply 
house. They soon found that their purchasing power was 
great enough to prevail upon manufacturers to sell them 
direct at wholesale prices, in many instances less than 
the distributors’ prices. The buying of supplies was 
delegated to buyers whose sole ambition was to buy at 
and still lower their personal efficiency 
being measured by the unit price paid, rather than on 
the more equitable basis of value and ultimate cost. 

The loss sustained by industry and to society in gen- 
eral through the operation of this policy must amount 
to staggering and unbelievable proportions. During the 
period of which we speak the average price level was 
continuously, though not constantly advancing up until 
about 1925, when the peak of the uptrend seems to have 
been reached and a downward trend to have begun. 

The cycle of advancing prices was in the favor of 
the buyer of goods direct from the factory. Only rea- 
sonable care needed to be exercised to avoid loss through 
However, larger losses were and still are 
being sustained by all companies carrying large stocks of 
supplies since the downward trend in price started. And 
this loss will tend to grow at a rapid rate, though it 
may not be so apparent at this time. Many manufac- 


business 


lower prices, 


depreciation. 





turers selling direct and through branches have un- 
wittingly lowered the distributing expense (to the con- 
sumer) by taking a portion of it out of their manufac- 
turing profit. Some have been sorry and have resumed 
relationship with distributors, while others are still going 
on blithely, apparently oblivious of their folly. The only 
way industry can avoid losses by price decline is by 
obtaining a more rapid turnover of stock of mainte- 
nance supplies and materials. The one way to do this 
is through distributors organized and equipped to render 
a centralized service to a great number of customers. 

The one great outstanding feature of the last three 
or four decades has been the highly accelerated speed 
and accumulating volume of our industrial activities. 
Faster and faster turn the wheels. Greater and greater 
becomes the load. Distributors must not only stay with 
the procession, but must be able to keep a step or two 
ahead in order to insure a fair measure of success. 

In a previous article I said that the only indictment 
which could be brought against the distributor was a 
charge of inefficiency. By and large, I think the in- 
dustrial distributor has lagged behind, not so much in 
regard to his ability to function efficiently within the 
scope of his activities, but more particularly his ability 


and active desire to change and to enlarge the area 
of his activities and the quality of his service. And 
this has nothing to do with territory covered nor ma- 


terial handling facilities. It has to do with broadening 

of the lines handled, and a more thorough technical 

knowledge of the products and processes involved. 
TWO FORMS OF COMPETITION 

The lack of adaptation to a rapidly changing environ- 
ment has resulted in two new forms of competition: 
First, a vertical competition, in which the distributor is 
entirely removed from the picture, is brought about 
when the consumer seeks and finds a direct source of 
supply and maintains a store room service of his own; 
second, an oblique competition which obtains when manu- 
facturers elect to distribute direct through their own 
branches, and also, when small organizations specialize 
on individual, or a limited number of lines. The in- 
dustrial distributor, himself, is largely responsible for 
both forms of competition through a lack of adaptation 
to changing conditions. One or all of vision, faith and 
will have been lacking in his activities. 

Both of these forms of competition, of course, aug- 
ment and aggravate the natural horizontal competition 
between the supply dealers themselves. 

These are the conditions which determine the environ- 
ment in which the industrial distributor must work and 
to which he must adapt himself. The building of the 
temple goes on, and those businesses succeed best which 
most. The function of distribution is essential. 
It can be diverted into new channels, means and methods, 
but it cannot be stopped. He who would perform this 
function must do so to the greatest economic advantage, 
or give way. 


serve 


I am well aware that this analytical discussion has 
not solved and will not solve the problem of any dis- 
tributor, but the factors in the problem have been ar- 
ranged in such fashion as to make the solution possible. 
provided we look long enough and hard enough for the 
unknown quantities. It is not a simple problem, but one 
of many complex factors and variables. The answer of 
vesterday may not be the correct answer today, and 
today’s answer will not do for tomorrow. 

The remarkable thing about our business environ- 
ment is not so much the fact that it is constantly 
changing, but the rapidity with which the changes take 
place. Let us examine some of the changes that have 














ASBESTOS VALVE 
STEM PACKING 


Braided 





SERVICE—with Emphasis. 
| lb. or 5000 from Stock. 


QUALITY. Second to 


PRICE. Very Low, 
Quality Considered. 


EVERY CUSTOMER 
USES 


In your territory all equipment from a 
household Radiator in a steam heated resi- 
dence to the Turbine in the Electric Power 
Station uses Asbestos Valve Stem Packing 
nd cannot get along without it. 


None. 


LINEAR PACKING & MFG. 
COMPANY 
1901 WN. Marshall St. 
Philadelphia 


Penna. 
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No stock to Carry—Liberal Dealers’ Discount 
", d Every In- 
‘ ; dustr ae 
j Plant Is 
: \ Good Pro- 
i iO spect for 
: / This Porta- 
ri ble Blower 
- Price 
ey $45.00 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that 
have motors, generators, switchboards, wood- working machinery, 
looms, knitting machines, and other equipment where dirt, dust and 
lint quickly injure the delicate working parts. You can't remove 
this dust efficiently by using rags, a broom or a duster. 
The “Marvel” Portable Bl 
e Marve eta e blower 
forces DRY air into every nook and : 
corner. Dust and dirt cannot accumu- y 
late if you use “The Marvel.” It will ‘3 
keep your customers’ machinery free \ “5 
from dust. Manufacturers immediately es . 
recognize the value of this equipment. ? - 
It is easy to sell for we will ship a 
**Marvel” ortable Blower on 10 days’. . 
Fr Triz nply demonstrate it. The 
machine sells itself. You have no stock 
to carry. 
Write at Once for Discount : 
This is a SELLING proposition, NOT ne 
an ORDER taking one. YOU won't Jee “ 
get the business UNLESS YOUR & 
salesmen put this 10 DAY TRIAL offer -. 
up to the plant supt. 
ELC ie eee CO ee ee 
° n the market Ow rat 
352 Atlantic Avenue tre light Ket, Cu 
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[essrtly 
PRODUCTS | 
AUTOMATIC 


INJECTORS 
Are Worth Their Cost 





No one who has ever had experience with them 
doubts their reliability and sure-fire operation. 
Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 
of the equipment. 


Engineers all over the world know the Penberthy 


Injector—they are used in every country. They are 
absolutely automatic and they 








always operate — particularly IIE Br Raa 
when you need them the most. Water Gage 
We will be glad to send you rag at 
particulars. Write now. i. 


PENBERTHY 3 


1262 Holden Ave., 


Canadian Plant, 


Write for 
Mich particulars 


Windsor, Ont. 


Detroit. 
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taken place in a comparatively few years. Consider 
the manufacture and application of power. It is only 
a few years since every individual manufacturing plant 
had to produce its own power by the use of the boiler and 
steam engine. Note the transition from steam to elec- 
tricity, and from small individual plants to large cen- 
tralized stations. Note also the change from low pres- 
sure to high pressure superheat, and along with this 
the replacement of steam power with electric 
What happened to packings and pokers? To 
and gauges? To valves and tube cleaners? 
and governors ? 


power. 
shovels 
To injectors 


Note the development of motorized machines and the 
individual drive. What happened to pulleys and shaft- 
ing, lubricating devices, belting, hangers, pillow blocks 
and the whole family of power transmission equipment 
and supplies? 

THE PRESENT AND THE FUTURE 

And did mill supply houses change either physically 
or mentally to meet the new conditions? Not noticeably. 
When the builders of the temple were calling for motors 


and generators they were still offering boilers and 
engines. When industry was thinking in terms of kilo- 
watts the distributor was still thinking in terms of 


horse power. 

And thus a new era was ushered in, largely through 
the exchange of engineering knowledge, in which the 
industrial distributor took little part 
see the point. 


-he simply couldn't 
Result, the establishment of direct sources 
of supply and the specialized electrical supply distributor. 

Witness the evolution of tools—machine tools, pneu- 
matic and electric tools. Did the mill supply 
house rise to the occasion and pioneer along with the 
manufacturers of these new forms of working equip- 
ment? Whatever alibis may be forthcoming to this and 
similar questions the cold hard fact is that mill supply 
distributors were tested and found wanting. 


tools 


Likewise, material handling and construction equip- 
ment passed into new channels of specialized distribution. 
Materials—fabrics, metals, rubber, chemicals, steel— 
have largely passed the supply dealer by, except in a 
small way. 

But why continue to mourn spilled milk or to 
template water over the dam? 


con- 
In a previous article 
I declared that the industrial distributor of vision stood 
on the threshold of a new opportunity. I would like to 
this a little differently: Opportunity has been 
standing on the threshold of the industrial distributor 
and knocking until her knuckles are sore. And for the 


restate 


most part there has been no response. 
We offering any panacea, but 
thing certain, there must 


are not there is one 
be a formation of policy on 
the part of distributors before manufacturers on the one 
hand, and consumers on the other hand, can formulate 
co-ordinating policies. No general improvement will 
come until supply houses as a whole have a clearer in- 
sight into their true relationship with 
consumers } 
not until 


producers and 
not until they are actuated by common ideas; 
there is a concerted determination to forge 
ahead and become a dominant and dominating factor in 
industrial distribution. 

In the meantime, the individual house can help itself 
by honestly asking the question: What price service? If 
the service is worth the price asked, there should be 
no trouble in selling it. 
efficiently as a 


Physical service we must render 
matter of course, but 
this physical service is the service of 


beyond and above 
ideas—brains, if 


91 


you please—by men trained in the technique of selling 
service and having a technical knowledge of the mer- 
chandise which they handle. 

Then the builders of the temple will buy their wares 
and gladly pay the price. 
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VETERAN DISTRIBUTOR DEAD 
John F. Tracy, One of Founders of Tracy, Robinson & 
Williams, Passed Away August 9th 
Cc. E. LINDSTROM 
John F. Tracy, one of the prominent figures in the mill 
supply business of another day, died August 9th in Hart- 
ford, Conn., at the age of eighty-two years. Although 
Mr. Tracy had been in retirement since 1904, he was 
widely known in trade circles. His death rings the final 
curtain on the second of the three figures whose names 
form the business banner of The Tracy, Robinson & 

Williams Co., Hartford. 

Mr. Tracy was born in New York City, October 11th, 
1844. His business career began July Ist, 1862, as a 
clerk in the hardware store of Terry & Cone, Hartford. 
He continued his high school education while working, 
and was graduated two years later. Upon his graduation 
he accepted a position as bookkeeper for Le Roy & Co. 
In those days Hartford was still a port, the Connecticut 
River being navigable for the swift, shallow-draught 
cargo carriers whose sails took the wind on the seven 
seas; and export trade figured large with Le Roy & Co. 

Three years later Mr. Tracy, with John S. Gray, who 
was then in charge of Le Roy & Co., formed a partner- 
ship with Clinton P. Davis, under the firm name, Davis, 
Tracy & Co. at 78-80 Asylum street, which location was 
the home of the present firm until April of this year, 
when new and larger quarters were taken. The firm 
name became Tracy & Co. in 1872, when Mr. Davis re- 
tired. In the years that followed there were changes in 
partnership, but Mr. Tracy ftemained a dominant figure 
in the business, and his name continued in the firm title. 
Henry N. Robinson bought an interest in 1881, as did 
Frank S. Tarbox, who retired in 1892. The late William 
D. Williams was admitted to partnership in 1902 and 
two years later Mr. Tracy, himself, retired. 

Mr. Tracy’s last illness covered a period of about nine 
months, during the last two of which he was confined to 
bed. He is survived by his widow, who was Miss Mary 
Robinson, a sister of his one-time partner, and to whom 
he was married April 17th, 1872; a brother, Samuel G. 
Tracy, and two sisters, Miss Charlotte G. Tracy and Miss 
Sophia D. Tracy. 

Mr. Tracy was for many years senior warden of Christ 
Church (Episcopal) parish, Hartford, and when the 
church was made the cathedral church of the diocese, he 
became a member of the cathedral chapter. He was 
chosen cathedral treasurer in 1921, a position which he 
held until two years ago, and was one of the most active 
members of St. Paul’s Guild. 

—____«—=—e__ — 
Electrical Truck Shipments 

Shipments of electrical industrial trucks and tractors 
during July, as reported to the Department of Commerce: 
by nine leading manufacturers, were 90, compared with 
140 in June and 111 in July, 1926. These included 12 
tractors and 73 of all other types for domestic shipment 
and five exported. For the first seven months of the 
vear 90 tractors and 619 of all other types were shipped 
for domestic use and 76 were exported, as compared with 
112 tractors and 686 of other types for domestic use and 
50 for export during the corresponding period of 1926. 
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Steam Specialty Specialists Since 1841 
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Low Pressure Float Trap 
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self cleaning 
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Steam Separators 

Return, Lifting and Vacuum Trap 
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Cast Iron Exhaust Head 
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THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 
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A pull is a great little thing to have. 
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Organized for Quality Merchandising 


How a Seattle Supply House Keeps Away from Price Competition—Bad 
Accounts Minimized by All Salesmen Acting as Assistant Credit Managers 


RUEL McDANIEL 


One big answer to the short-profit problem confront- 
ing the mill supply distributing business is. strictly 
quality merchandising. How the Mill & Mine Supply 
Company, Seattle, Wash., carries out a policy of strictly 
quality selling to overcome the price problem is highly 
interesting, because it is intensely practical. 

This company is not seriously troubled with the price- 
shading evil that confronts the industry almost every- 
where, because it has a sales policy that rises above the 





ROBERT GILLESPIE 


price class, and by so doing gets out of the common 
group and that basis of comparison. It aims to 
remain in a class by itself, and thereby has no basis 
of comparison save value received for merchandise it 
sells. 

In the Northwest there is a big market for wire rope, 
especially in the logging and lumber industries. But 
in spite of the fact that wire one of the best 
selling items carried by the supply house, there are firms 
making little or no money from wire rope sales, because 
they have permitted keen competition to lower prices to 
such an extent that there is not enough margin left for a 
bonafide net profit. 

The average user of wire rope in the Seattle district, 
however, appreciates quality in everything he buys. He 
is willing to listen to a sound argument for higher prices, 
providing this argument is convincing enough to prove 
that he can get more for his money by paying more for 
his supplies. 

The Mill & Mine Supply Company gets around the 
price problem by stocking a line of wire that sells at a 
price 30 percent higher than the average price for wire 
rope in the territory! Sounds odd, combating low prices 
with high prices, but it works for this company, and it 
would no doubt work for others. 

“Of course the line of wire rope we carry is worth 
fully thirty percent more than the average,” said Robert 
Gillespie, president of the company. “If it was not, 


price 


rope is 


we could not sell it with any degree of consistency. 
Being a strictly high quality wire and having points 
which we can show customers, we are able to convince 
them that it is worth while to pay thirty percent more 
for this line than others. When they try it and find that 
it lasts perhaps fifty percent longer than some other 
brand, they see the point. Being men who appreciate 
quality, they become regular customers. Once 
they get started using the line, they usually stick to us, 
because we are not on a price basis and therefore not on 
a level for comparison with others. 

“This line of rope is carried in this territory exclu- 
sively by us. When we sell a customer on the idea of 
good quality and good service, we keep him, because 
there is no other concern with the same line to cut in 
and disturb the 


good 


connection. 


WORK ON NOT PRICE 
“Our policy is to get the best possible lines available, 


secure tne 


QUALITY, 


exclusive distribution wherever possible, and 
then push these lines strictly on a quality basis. Atter 
a while, when you sell a man a line of goods based on 


{ 


long wear and satisfactory service, he becomes so well 














HOME OF 


MILL & MINE SUPPLY CO. 


satisfied with the service and value he gets that he does 
not pay much attention to price arguments, especially 
when someone else has merely ‘something just as good’ 
and not a duplication of the items. It is comparatively 
easy to stay out of the price class by carrying lines 
that are above price comparison. That makes you in 
a class alone.” 

Not long ago the company added a specialty line to its 
stock. It sells in a field where price has been king for 
years, and apparently to a class of men who have per- 
mitted price to rule. Yet this specialty sells at a price 
about forty percent higher than competing lines, and 
the company sells around $50,000 worth of the item 
with comparative ease, with the volume increasing very 





fast. Price-cutting among others who carry the lower- 
priced lines does not affect the sale of this specialty, be- 
cause there is no basis of comparison between it and 
others, except the longer service it gives. 

There are contributing factors, in addition to the 
stocking of quality lines, that help the company to carry 
out this policy with success. One of these is the personal 
touch noticeable in the business. Although Mr. Gillespie 
is president and treasurer of the firm, and obviously 
has a great deal of desk work to do, he has his desk on 
the first floor of the store, just inside the entrance, 
where any person may drop in and talk with him at 
any time without the formality of an information desk. 
Directly opposite Mr. Gillespie sits H. A. Cheever, sales 
manager and purchasing agent, who is likewise always 
“open” to any caller who comes into the store. In fact, 
it is one of these two executives the visitor—whether 
he be customer or salesman—sees and talks with first 
when he enters the store. 

Although this may seem a negligible factor in carry- 
ing out a policy of strictly quality merchandising, Mr. 
Gillespie declares that it is a factor well worth consid- 
ering, because it helps to build general good will and 
confidence—two things vitally necessary in selling quality 
merchandise. 

Another factor is in the work of the firm’s six sales- 
men. They all work on a flat monthly salary basis; and 
they are specially trained to sell for profit rather than 
for volume. By being thus trained, they are not so sub- 
ject to the lure of price-shading in order to swing a 
big order. The first and biggest question in the mind 
of the salesman is, “Will this sale make the house a 
profit in relation to the size of the sale?” 

ALL SALESMEN ARE CREDIT MEN 

Salesmen are assistant credit managers as well as 
salesmen. They not only are expected to successfully sell 
in their territories, but they are held responsible, morally 
at least, for the credit losses in their territories. 

The other day a comparatively new salesman came to 
Mr. Gillespie and said, “So-and-so has been owing us 
fifty dollars for four months. Now he wants to buy 
forty dollars worth of stuff. What do you think about 
selling it to him?” 

Mr. Gillespie replied, in effect: “It is not what I would 
do. It is what you would do. You ought to know whether 
or not the man is safe for forty dollars more. I 
know you know more about him than I do, because you’ve 
been in his place several times and have talked with him 
a lot. I don’t know him and have never seen his place. 
You are responsible for him, and if you are willing to 
ake the responsibility of that man’s paying the account, 
you have my permission to go right ahead and sell him 
as much as he wants.” 


+ 


The sale did not come through. 
“Our older salesmen seldom come to the office for in- 
structions when it comes to selling a customer. They 
know our policy, and they know their customers better 
than we do. They know that we hold them morally re- 
sponsible for everything we lose through bad debts, 
and they take everything into consideration before ex- 
tending credit beyond a safe margin,” says Mr. Gillespie. 
“Not long ago a customer offered one of our salesmen 
order for twenty eight hundred dollars worth of 
upplies. He was an old customer, and obviously the 
‘er of the order strongly enticed the salesman, but he 
it upon himself to turn it down. Just the other day 
lis concern went into the hands of a receiver, and 
whoever sold it that bill of supplies is holding the bag 
‘about that amount. We have the salesman to thank 
avi hat money. 


takes time to make a force of salesmen 
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see the point. The first objection the average salesman 
makes against such a policy is that he is a salesman, not 
a collector or credit man. He claims that it hurts his 
standing with the customers if he is forced to ask the 
customer for money. 

“On the other hand, we claim that a sale is not really 
made until we get the money for the goods, and therefore 
a salesman does not complete his selling job until the 
money comes in. We point out that he is on the ground 
regularly and can see weaknesses in the customer’s busi- 
ness and financial rating that no formal rating would 
show up until too late. When he is in doubt about a 
customer, he has but to step around the corner to the bank 
or some other local agency and check up on the cus- 
tomer’s worth and reputation. He can do that easier, 
better and quicker than we can possibly do it from the 
office, and he has his own intuition and observation to 
go with his information. 

“We have so trained our salesmen in credit work that 
when one of them sends us an order from a new cus- 
tomer, we accept it without hesitation, because we know 
that he has verified the customer’s ability to pay before 
accepting the order. That co-operation largely elimi- 
nates the necessity of his making collections, but when 
he does have a customer who does not pay promptly, the 
salesman takes the bill and goes right into the man’s 
place of business and asks him for the money.” 

Other executives of the company are Thomas Strain, 
secretary; H. C. Smiley, assistant treasurer, and David 
McCullough, credit manager. 
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New Pump Manufacturer 

The Weil Pump Company, 215-17 West Superior street, 
Chicago, has been incorporated to manufacture pumping 
machinery for every purpose, such as bilge, sewage, fire, 
house, circulating, boiler feed, condensation, vacuum and 
many others. N. H. Weil, president; R. D. Weil, vice- 
president; G. W. Weil, secretary, and B. Weil, treasurer, 
were all formerly connected with the Chicago Pump Com- 
pany, and B. Weil is also associated with the Weil- 
McLain Co., Chicago, distributor of plumbing and heat- 
ing supplies, as vice-president. The company states that 
it is its intention to make its patterns of the latest 
design. It states also that its service department is 
under the supervision of a man who has spent many years 
in the position of an official tester of pumping equip- 
ment with large pump manufacturers. 


>< 0 


Three New Buildings Completed 

The Johnson Bronze Co., New Castle, Pa., has just com- 
pleted a new building, constructed of steel, to be used 
for housing the company’s new babbitt line bearing di- 
vision. The building has a floor space of approximately 
8,000 square feet. A building of concrete construction 
has also been recently completed for housing the depart- 
ment where all the babbitt is poured and for stocking the 
replacement line of bronze bushings. This has a floor 
space of approximately 7,000 square feet. Furthermore, 
the company is about to occupy a new two-story general 
office building of stucco construction. P. J. Flaherty, 
president of the company, believes that the outlook for 
the remainder of the year in the bronze bushing and 
bearing field is exceptionally bright. While demand 
from the automotive field is unusually good, Mr. Flah- 
erty states that a good share of the growing demand for 
finished bronze bushings and bearings is from the gen- 
eral industrial field. 
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On September 1, 1927 


THE AKRON BARROW COMPANY 
“Becomes 


GENERAL WHEELBARROW 
COMPANY 
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FFECTIVE September 1,1927,the name 
of “The Akron Barrow Company” 
will be changed to “General Wheel- 

barrow Company.” We feel that our 
jobbers will be interested in a statement 
of the reasons for the change and of the 
advantages which will result. 


‘Retrospect 


The Akron Barrow Company has always 
been independently owned and managed. 
It has never had any connection with any 
other manufacturer or any distributor. 


The history of the Company dates back 
to 1840. Its first wheelbarrows,which were 
of the heavy duty type, earned a reputa- 
tion for stability with foundries and for 
similar exacting purposes. All of these 
“Akron” barrows, together with “Akron” 
agricultural implements, were made in the 
Company’s Akron plant. 


In 1921 the manufacture of all these 
items was transferred to Cleveland, but the 
name ‘‘Akron” was retained. The Akron 
line speedily broadened into a larger group 
of general purpose barrows, garden bar- 
rows for home use, and allied products. 
Concrete carts, salamanders, steel mortar 


boxes, scrapers, and industrial trucks have 
been added. 


The financial condition of the Company 
may be indicated by the current phrase that 
it “does not owe a dollar.” It has always 
discounted its bills. Its financial strength, 
reflected by its mercantile ratings, has in- 
creased steadily as the scope of its activity 
widened. This natural, healthy progress 
has been enjoyed during the past 32 years 
without any change whatsoever in financ- 
ing or any form of reorganization. 


“Present Future 


The business of the Company is growing 
constantly in number of jobbers as well 
as in value and number of units produced. 
During 1927 not less than 40 new major 
jobbers have been added. Despite the 
slowing up of building operations and 
other adverse business conditions, far more 
units have been shipped in 1927 than in 
1926 or any previous year. 


General Wheelbarrow Company re- 
mains under the management of those 
who have been responsible for its con- 
sistent progress. No refinancing nor re- 
organization has taken place, nor is any 
contemplated. 


General Wheelbarrow Company will 
announce a series of important develop- 
ments in 1927 and 1928. Each will com- 
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bine new features of design with value so 
remarkable as to give the General-Akron 
jobber an outstanding advantage. 


Facilities 


Probably no other wheelbarrow manufac- 
turer in America is in position to equal 
the service now obtainable from General 
Wheelbarrow Company. 


The equipment of the Company’s pres- 
ent plant is second to none. Abundant 
manufacturing and storage space permit 
of maintaining ample stocks. Such facilities, 
together with complete stock and inven- 
tory records, enable General-Akron to fill 
orders promptly at peak seasons and always. 
The Company has ampie reserve facilities 
to take care of the new jobbers who are 
joining us, as well as plenty of ground for 
physical expansion. 


General Wheelbarrow Company is more 
fortunately located than any other wheel- 
barrow manufacturer, and General-Akron 
jobbers profit accordingly. Cleveland’s 
central location commands low freight 
rates in all directions and quick deliveries to 
the greatest number of distributing points. 


Seven trunk lines, besides electric and 
trucking systems, provide connections 
from coast to coast. Cleveland is also 
ideally situated for lake shipments, as well 
as for shipments via rail and water to the 


Pacific seaboard. General-Akron jobbers 
have already learned that they can rely 
upon immediate deliveries from the factory. 


General-Akron jobbers effect marked 
savings for their dealers. Mixed carlots 
made up from the Company’s wide range 
of products command carload freight rates 
which are less than half the LCL rates. 


‘Policies 


Full protection is assured to General- 
Akron jobbers. Their number is carefully 
restricted in every territory. All inquiries 
are referred to the proper jobbers. Each 
jobber enjoys those benefits in respect to 
volume and profit which will make him 
seek and cherish the General franchise. 


Every General-Akron product is guar- 
anteed by the factory to give such satis- 
faction as will make the buyer a repeat 
customer. General-Akron jobbers are in- 
structed to do business on that basis. 


General-Akron has been foremost in 
steadily improving the quality, finish and 
salability of all its lines. Interchangeabili- 
ty of parts is another cardinal doctrine. 
General-Akron’s use of 8-spoke wheels, 
5" axles, and first class paint and finish, 
even on its low priced models, is typical 
of the positive stand General-Akron has 
always taken on the side of quality and 
workmanship. 


You should have a copy of Folder No. 205. It 
contains a brief statement of reasons for the 
change in name, as well as of the advantages 
which will accrue to General-Akron jobbers. 


GENERAL WHEELBARROW COMPANY 
THE AKRON pee aie COMPANY 


3140 East 65th Street 


CLEVELAND, OHIO, U. S. A. 
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Don’t Burden Salesman With Duties 


If He’s Hampered by Too Many Office Instructions, Lengthy 
Reports, Collections, Etc., His Selling Will Be Impaired 


FRED COUNTERMAN 


The sales manager expects salesmen to make good use 
of their time. He devotes considerable effort to influen- 
cing them to do so. He sends them bulletins urging them 
to start early and work late, to utilize the full week 
instead of quitting early Saturday morning, to write to 
customers between times, to study their field and their 
line and to improve each shining hour. 

The industrious bee is supposed to have nothing on the 
hundred point salesman, and, as a matter of fact, he 
hasn’t, the bee is said to travel 100,000 miles in 
gathering one pound of honey. No salesman could hold 
his position without being infinitely more industrious 
than the bee, which seems to spend most of its time in 
traveling and very little in bringing home the honey. 

There is this to be said for the bee, once it starts out, 
there is no string tied to it to hamper its movements. 
It can go wherever it thinks honey may be found. If 
it wastes time in philandering, it has no one back in 
the hive to blame. On the other hand, the salesman some- 
times thinks he gets too many instructions. He is re- 
minded of the man who carried the message to Garcia, 
and back with a reminder that Rowan was not 
followed and hampered by restrictions and directions. 
All the details of how to get there were left to him. 

Don’t get the idea that this is to be a criticism leveled 
at the sales manager for telling salesmen what he wants 
done and how he wants it done, and for urging them 
to do it. No one knows better than I the necessity for 
being stimulated from headquarters. I do weaken. I 
do lose enthusiasm and I do let up on effort, and when 
[ get a letter from the house inquiring how about So- 
and-so and when is he going to buy and when did I see 
him last, I get busy. It is up to me. He is a pretty good 
man who keeps himself spurred up to full pace all the 
time without any outside influence being brought to bear 
upon him. 


for 


comes 


SALESMEN’S TIME OFTEN WASTED 


And 
time, 


vet I have instances where the salesman’s 
which he was being urged to conserve and 
to the best advantage, was being wasted unwittingly by 
the house. I believe it is worth while for the heads of 
the the men behind the salesmen, to give a 
little consideration to the things that hamper salesmen 
out on the road. 

Some of those things are little things, so little as to 
be foolish, and they may be said not to be the fault of 
executives, the heads of the business are re- 
sponsible for having subordinates who are. not efficient. 

“Do you remember the last time I was here?” 
man asked me as we met in a certain town. 

“Yes,” I replied, “vou were waiting for a bundle of 
special delivery mail that you had to have before you 
could see that prospect up at Jamestown.” 

“And I waited for over two days when I couldn’t do 
much of anything around here, and finally went on with- 
out my mail, after telegraphing and getting word that 
it had been sent by mistake to the wrong state, and that 
a duplicate would be sent me at Jamestown,” he continued. 
“That delay cost me the order I expected to land, and 
all because they persist in keeping a girl there in the 
office who they think is good enough for the job because 
all she does is address mail 


seen 


use 


business, 


Save as 


a sales- 


‘ 


and address it wrong.” 


I was talking with another salesman who was pretty 
much disgusted. He has a sales manager who likes to 
have his orders taken literally and obeyed without ques- 
tion. “I was leaving on the five o’clock B. & O.,”’ he said. 
“T had everything all closed up, would have made the 
train easily enough, and had wired a prospect in Chilli- 
cothe that I would see him that evening, because I knew 
his habits, and he had said that would be a convenient 
time. Then I got a wire to stop over and go and look 
up a fellow the next day who has a little place out on 
the edge of the city, and who had sent in one of these 
postal card requests for a catalogue. 

“If I stopped over, it meant I would have to cancel 
the appointment for that evening, and I was sure it 
would make my man angry and probably I couldn’t get 
word to him in time to save him from trying to meet 
me. Furthermore, it would throw me off on another 
appointment I had with a buyer the next day. The sales 
manager didn’t know about those appointments, of 
course, but I’m quite likely to work a little ahead and 
make appointments with certain men I know will see 
me. And if I didn’t take those instructions and wait 
over, I would have to explain, and you know how far 
explanations get with some sales managers. They don’t 
want explanations. They want obedience. I waited over 
and it cost me a nice order just to go and see a fellow 
who won't be ready to buy anything in six months, and 
probably not much of anything then.” 

That reminded me of a bunch of postal card inquiries 
sent to me to follow up. I spent several days running 
down inquirers who were just the curiosity kind. 

SHOULD HAVE SYSTEM ON INQUIRIES 

Naturally, the house doesn’t know what inquiries are 
bona fide and what are of no consequence, but it would 
look like good business to have a system of weeding them 
out before expecting salesmen to take time away from 
real business getting opportunities to chase such will-o’- 
the-wisp tips. 

At another time I took a day’s drive to call on a man 
who was rated as ready to place a good order, only to 
find that his order had gone in by mail long enough 
before so the house could just as well have notified me 
and saved me that trip. 

Such accidents or mistakes may happen in spite of 
the best system for preventing them, but it is my obser- 
vation that with some houses they happen so often as 
to be pretty good evidence that many, if not most of 
them could have been prevented if there were someone 
in the house as anxious to help the salesman conserve 
his time as should be the case. 

Unless I am mistaken, all salesmen dislike making 
detailed reports of the kind required by some houses in 
certain lines. No doubt reports are important, and in 
some cases long reports may be important, but it would 
seem worth while to reduce the amount required to a 
minimum. 

“It takes all my time evenings to get caught up on 
the day's orders and reports,” a salesman said. “I left 
the other house I was with and came with these people 
because they are rated as one of the great houses in 
the business, a hundred percent on efficiency and all those 
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Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 
HARVEY, I-LINOIS 


(Chicago Phone: Pullman 6196 


Chicago Warehouse: 


1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 




















SIMPLE AND EFFICIENT 


The “Type B’ Clutch is extremely simple, having but 
three main parts besides the operating cam. It is powerful 
and efficient and has ample adjustment for wear. Low in 
first cost and upkeep with a large field of application to 
recommend it to the jobber. 


Quick shipments assured from a large stock. 


The Edgemont Machine Co. 39 "h10 














COOPERATION 


Between distributor and manufacturer was the 
thought left with you after the convention 


A BARTON distributor is always assured of 
complete cooperation 


H. H. BARTON & SON CO. 


Holmesburg, Phila., Pa. 


ABRASIVE PAPER AND CLOTH 


Associate Member National Supply and Machinery Distributors’ 
Association 











CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 








A COMPLETE LINE OF 
BRONZE ~’ IRON-BODY 


> VALVES 

- built 

VALUE for 7 
life 

SCOTT VALVE MFG. CO. 


*mMAXIMUM SERVICE PER DOLLAR’ 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 





THE CRESCENT MACHINE CO. y ed 


96 Columbia Street - Leetonia, Ohio 
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things. With the old house I used to have time evenings 
to write to some of my customers and sort of keep in 
touch with them between visits, and could get out my 
latest copy of my business paper and read up on the news 
of the field. But now every evening I have to make 
out reports after doing all the other work, and I don’t 
have any time to do anything I don’t have to do.” 
Probably the executive who prepares the report re- 
quirements and for the information is simply 
thoughtless regarding the amount of salesman’s time that 
will be required. 


asks 


Some salesmen who are good order get- 
ters are not good at making reports. They are not ready 
writers. To demand extended reports from them is to 
handicap them in their work. 

There undoubtedly are cases where houses are so fussy 
in their requirements regarding reports on various things 
that salesmen of mediocre calibre are practically elimi- 
nated by this means. This may be a good thing, save 
that the better salesmen may be brought down to me- 
diocre results by the same set of requirements. 

Other things that interfere with salesmen’s entire de- 
votion of time to selling are collection work, distribution 
of advertising matter and checking up on catalogue mail- 
ings or on coupons. There can be no criticism where 
such systems are properly worked out and applied with 
proper regard for the salesman’s time and programme. 
The trouble comes when the plans are made arbitrarily 
by someone who is looking to accomplish certain ends 
for his department while forgetting to get the point of 
view of the perhaps even of the sales 
manager, 


sales force, or 


It would seem axiomatic that the salesman’s first and 
most important business is selling, and that he must be 
given opportunity, first of all, to do that work efficiently. 
Then other responsibilities may be placed upon him as 
he is able to handle them without losing more in selling 
effectiveness than he makes up in accomplishments in 
other lines. 
It may be 
ception, the 


realized however, that 
addition of 


almost without 
extraneous duties, foreign to 
selling, will be at the expense of selling power and should 
be avoided unless circumstances make it absolutely essen- 
tial. 

If the salesman’s time is conserved and applied en- 
tirely to selling, it may be assumed that his sales will 
be such as will enable the house to have the other kinds 
of work done without calling upon the sales force 


eX- 
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NEW MEMBERS ON BOARD 
Electrical Manufacturers Will Have Places on the Power 
Transmission Advisory Group 
The National Manufacturers’ Association 
has asked for places on the board of advisory engineers 
of The Power Transmission 


Electrical 


Association, and the execu- 
tive committee of the latter organization has approved 
the request, with the result that the electric association 
is expected to announce its selection of three engineers 
as its representatives on the board within a short time. 

William Staniar, belting and transmission engineer of 
KE. ft. du Pont de Nemours & Co., is chairman of the 
board of advisory engineers of the association, and the 
following are present members of the board: Robert W. 
Drake, International Harvester Co.; E. W. Zimmerman, 
plant engineer, Brown-Lipe-Chapin Co., Syracuse, N. Y.; 
John H. Damon, Plymouth Cordage Co., North Plymouth, 
Mass.; F. G. Cobb, president, The Arkwrights, Inc., 
Lancaster, S. C.; Winthrop B. Wood, Joseph Bancroft & 
Sons Co., Wilmington, Del.; Donald A. Hampson, Middle- 


town, N. Y.: K. D. Hamilton, 48 Tilton street, Brockton, 
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Mass.; W. F. Schaphorst, 45 Academy street, Newark, 
N. J.; E. R. Stall, J. E. Sirrine & Co., Greenville, S. C. 
Walter E. Taft, Brown Co., Berlin, N. H.; H. C. Farrell, 
United Shoe Machinery Corp., Beverly, Mass.: David L. 
Trax, Gypsy Oil Co., Tulsa, Okla. Others are still io 
be appointed to the board. According to Executiv 
Secretary W. S. Hays, it is probable that an 
engineering committee will be named soon. 
The board 
Association 
September 


. 


advisory 


of directors of The 
will hold its next meeting in 
21st, during the machine too! exposition 
conducted by the National Machine Tool! Builders’ Ass 
ciation, in order that the directors may confer wit 
executives and committees of the machine tool build 

organization. It is probable that the annual meeting of 


Power Transmission 


Cleveland, 


the transmission association will be held in New York in 
December at the same time as the power show. Mem- 
bers are invited to attend the meeting of the board 


directors in Cleveland. 


<-> 


NAME OF COMPANY CHANGED 
Akron Company Will) Heneeforth Be 
Known as General Wheelbarrow Company 

On September Ist the name of the The Akron 
Company, 3140 East 65th street, Cleveland, was changes 
to General Wheelbarrow Company. 


Barre Ww 


Barrow 


The history of this company dates back to 1840. It 
first wheelbarrows, which were of the heavy duty) p 
and “Akron” agricultural implements were made 


Akron plant. In 1921 the manutacture of all these item: 
was transferred to Cleveland, but the name “Akron” was 
retained. The Akron line speedily broadened int 
larger group of general purpose barrows, garden bar} 


for home use and allied products. Concrete carts, sala- 
manders, mortar 

trucks have been added. The General Wheell 
pany remains under the same management. No reorgan 
ization or refinancing has taken place, and, according 
the company, none is contemplated. 

is splendidly equipped and has abundant 
and storage space, and its location in Cle\ 
good shipping facilities, both by 


steel boxes, scrapers 





The company’s plat 
manufacturi 
veland provi 
rail and by water. 

The General Wheelbarrow Company maintains a poli 
of jobber distribution. The number of distributors 
each territory is restricted. and all inquiries are referr 
to the interested supply house stocking the line. 


Lill 


“The business of the company is growing constant] 
in number of jobbers, as well as in value 
of units produced,” says a statement by the compan 
“During 1927 not less than 40 
been added. Despite the slowing up of 
tions and other adverse business conditions, 
units have been shipped in 1927 
previous vear.” 


new major jobbers ha 





°—se-° 


Houses Buying More Freely ? 
that supply houses and jobbers are pui 
chasing more liberally is seen in the fact that the Greer 


Indications 


field Tap & Die Corporation, Greenfield, Mass., report 
customers buying more freely in 1927 than in 1926 
according to Industry, published by the Associated In 





dustries of Massachusetts. Accordine to the item, 
average value of incoming orders of this vear is the 
greatest for any year since 1920. While the ¢ 
has approximately the same number of employes as a 
year ago, they are on full time and the wage situatior 
is steady. It is expected that the 1927 volume 
at least equal to that of 1926. 


ympans 
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FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 


absolute guarantee 


WOOD SPLIT PULLEYS 











“It Has Stood the Test for Over Thirty Years” 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 





All of these Babbitt Metals are made from highly 


Design 

Material refined raw materials, perfectly amalgamated— 
Workmanship thus insuring satisfied customers and repeat orders. 
Reputation 


Service FRICTIONLESS METAL COMPANY 


1458-60 Collins Street 


Saginaw Manufacturing Co. 
SAINT LOUIS, MO. 


Saginaw, Mich. 
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GENERAL BRASS COMPANY 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 






Meriden, 
Conn., 


U. S. A. 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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Tomorrow’s Business Picture 


Profit Making Methods and Waste Elimination Will Be Necessary 


GEORGE H. CORLISS 
Advertising Manager, S. A. Woods Machine Co., Boston 


Yesterday there was no cause for worry. The office 
was full of orders, the plant was running full time, the 
books showed a profit, the bank balance was good, the 
employes fairly well paid, reports showed the salesmen 
were making a few calls, there were no business clouds 
in the sky, and there seemed to be no cause for worry. 
But what about tomorrow ? 

different. Yes, tomorrow will be 
Many business houses in many industries in 


Tomorrow 
different! 


may be 





GEORGE H., 


CORLISS 


during the 
picking.” 


this past 


Orders 


country, several years, have had 
“pretty soft have come easy, old 
machinery has been retained, extra and, in many cases, 
unnecessary men have been added to the payroll, large 
sums of money have been spent here and there without 
any investigation or much question, department heads 
have allowed to requisition most anything they 
wished, salesmen have been allowed to come and go as 
they pleased, supervision has been lax, management indif- 
ferent; but business boomed, competition lost its keen 
edge, and no one was expected or required to do a great 
deal of keen thinking. It wasn’t necessary. There was 
plenty of business, it was easy to get, failures were few, 
credits good, and everybody made money. That was yes- 
terday, but what about tomorrow? What about the 
changes that are taking place today? 


been 


Great and sudden changes are taking place in this 
country in line of industry. The air is full of 
them. Old business institutions, industrial organiza- 
tions, publications and all sorts of enterprises, which for 
years dominated their respective fields, are passing on 
and out. fallen off or 
stopped, there are no profits on the books, banks have 
withdrawn their credit. Why? The old order of things 
is passing out. The stream of life is changing. 


every 


Their business has slowed down, 


This will be an age of quick and sudden changes in 
the industrial and business world. It will be an age in 
which youth will be supreme and a few men of excep- 


tionally strong character, force and personality will crowd 
the many weaker executives of industry onto a lower 
and much inferior plane—eventually out of the picture 
entirely. Business will be good, for those who can take 
it, and those who can take it will be capable. It will 
not be handed to them as in the past. Industry will 
not stop. It will move on even faster than before, and 
be subject to many sudden and far-reaching changes. 

Now and during the next few vears it isn’t the amount 
of business a firm can secure that is important, but 
rather the proper handling of available business so as 
to make a profit. Nine out of every ten concerns need 
an internal house cleaning and need it badly. It isn’t 
altogether a question of buying fewer supplies and carry- 
ing a smaller inventory on the shelves, but eliminating 
needless employes and putting a sudden stop to every 
wasteful practice. These practices creep in here and 
there and everywhere, and continue on indefinitely with- 
out any apparent reason. 

If we can wake up the business man to lay off of 
price cutting and turn his attention and his energy to 
“waste cutting,” that much quicker will business get back 
on a healthy basis. It doesn’t take any brains or any 
energy to cut prices or to give well manufactured mate- 
rials away, but it takes a strong man to pull a slipping 
business off the skids when things don’t “look so rosy.” 


—-o——— 


Company Control Changed 

W. J. Henry, owner of the Henry Forge & Tool Com- 
pany, and president of the Crouse & Pope Foundry Cor- 
poration, both of Auburn, N. Y., has acquired the con- 
trolling interest in The Oswego Tool Company, Oswego, 
N. Y.. manufacturer of Oswego wrenches, tube expand- 
ers, machinists’, pipe and combination vises, pipe cutters 
and screw punches. New officers of the company are: 
William J. Henry, president and treasurer; William M. 
Henry, vice-president; George H. Cleaver, secretary: 
P. A. Henry, assistant secretary. E. W. Fulton, who has 
been works manager for several vears, has been made 
sales manager. The company has been in business for 
nearly forty vears. Several new lines of manufacture 
have recently been added, and the company states that 
it plans to constantly add kindred lines of manufacture. 
for which it has ample space in its large and modern 
factory. 

<2 


Advisory Board Created 

The metal and machinery industries are prominently 
represented in a group of forty-one leading business 
executives who have organized an advisory board of the 
American Management Association, feeling that im- 
proved management methods are essential in maintain- 
ing present prosperity and that knowledge of such meth- 
ods should be spread more quickly throughout business. 
Among the members of the board are: A. T. Simonds, 
president, Simonds Saw and Steel Co.; H. C. Stockham, 
president, Stockham Pipe & Fittings Co.; T. E. Donnelley, 
president, R. R. Donnelley & Sons Co.; C. F. Dietz, presi- 
dent, Bridgeport Brass Co., and Seth Marshall, president, 
Marshall-Wells Co. Both production and distribution 
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Power blade users today more than ever realize the 
superior qualities of some blades over others. 

After using a great many different makes of blades 
they have singled down to the use of one blade that 
lasts the longest with the greatest number of cuttings. 
And this blade that out performs and outlasts all 
others is the Victor. 

Why net profit by the experience of others and select 
the Victor blade, saving the cost of experimenting 
with inferior blades. 


Victor Saw Works, Inc. Middletown, N. Y. 














SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 









































ATLAS 


The Most Powerful Car Mover Made 





“Yes, we keep Atlas Car Movers in 
stock and we keep them moving” 


This remark indicates the attitude of many 
mill supply distributors who have “‘discov- 
ered’ the market for ATLAS Car Movers 
and set their salesmen to make the most 
of it. 


We have shown many distributors how to 
put ATLAS Car Movers into the class of 
best sellers. It’s easy when you know how. 
We shall be glad to help you put it over in 
your organization. 


APPLETON CAR MOVER CO. 


P. O. Box 42 


Nationz pply & Machinery Distributors’ A 








Appleton, Wis. 
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LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 


Oil Cup Glasses 


AMERICA'S STANDARD 
and 


Made in U.S. A. 
Horite for Booklet 


The Libbey Glass Mfg. Co. 


Wfrs. of Railroad and Industrial Glassware 


Toledo. Ohio 


SAR ETY ALWAYS 
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will be included in the scope of the board, which will 
serve in guiding the policies of the association and in 
focusing its increased research facilities on pressing in- 
dustrial problems. 

o—aie- © 


MANY FIRMS VICTIMIZED 
Purchasing Agents’ Association Seeking to Offset Efforts 
to Defraud American Houses 
The National Association of Purchasing Agents has 
launched a campaign to acquaint the American public 
with alleged nefarious efforts on the part of certain for- 
eign houses to defraud the American public. The plan 
used is generally based on trial orders, it is said. <Ac- 
cording to W. L. Chandler, secretary of the association, 
the salesmen usually avoid the authorized purchasing 
agents, frequently presenting letters of introduction from 
bankers to corporation presidents or general managers. 
They are said to profess to have a superior line of tool 
steel, industrial packing, shop files or other material 
usually purchased upon recommendation of shop fore- 

men or superintendents. 

The association reports one case in which a corpora- 
tion president was so impressed with the quality of the 
material offered for trial that he signed an order blank 
provided by the salesman for a trial order of files and 
tool steel. When the shipment arrived it became evident, 
it is said, that he had unconsciously signed an order so 
worded that his company was legally bound to a purchase 
amounting to $6,000. 

According to Mr. Chandler, the association may decide 
to call a meeting of companies that have been victimized, 
for the purpose of uniting them for mutual protection. 
Collectively they have a chance of exposing the practices 
of these selling concerns, it is said, whereas individually 
they are helpless because the contracts are legally bind- 
ing. The files of the association record many cases of 
foremen, superintendents, works and production man- 
agers being “gypped” by salesmen for domestic and for- 
eign concerns selling trial orders of foreign merchandise. 


°o-—< © 


Simplification Survey Completed 
The simplified practice committee of the turnbuckle 
industry has completed its survey and drawn up a ten- 
tative simplified practice recommendation covering sizes 
of turnbuckles, which will be submitted to a general 
conference of manufacturers, distributors and users in 
the early fall, according to a monthly bulletin issued 
by the Department of Commerce. 


*—2 


Kleetrie Hoist Business 

Domestic business for 1926 in the distribution of 
electric hoists was practically the same as for 1925, both 
in the number of units and the value of units, but there 
was a definite gain in export distribution, reports sub- 
mitted to the annual meeting of The Electric Hoist 
Manufacturers Association showed. During the vear a 
change was made in the method of reporting statistics, 
so that the quantities are now segregated under standard 
rating sizes, instead of in bulk, giving a better line of 
the trend of the business in the different hoist 
capacities. The engineering committee presented com- 
plete and interesting studies on the comparative specifi- 
cations and details of all the various makes of one-half, 
one and two-ton electric hoists. The retiring chairman 
made favorable comments on modern methods of de- 
veloping new markets so as to produce larger volume, 
and hence lower overhead costs, rather than the restric- 
tion of production in order to keep up prices. 
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Distributors of Monarch Ball Metal 


now have an opportunity to increase their bearing 


metal business by selling the companion to Monarch, 
the new 





_ San 
Quake! 

The 

“Ladle Bronze” 


which is just being announced to the supply trade. 
We call this new metal the ‘Ladle Bronze” because 
it is harder, has greater tensile strength and will stand 
more pressure than bronze, and yet can be melted in 
a ladle and poured like babbitt. No waste—no 
machine work. 


In laboratory tests Quaker Metal showed Brinell 
Hardness 85.7, Tensile Strength 25,350 lbs. per square 
inch, and compression .003 (one inch cube) under 
18,100 lbs. pressure. 


Babbitt users who have seen Quaker Metal are en- 
thusiastic about it. It is a result of our 32 years of 
specializing in bearing metals. If you now sell 
Monarch Ball Metal, you will surely want Quaker 
Metal. If you are in a territory where Monarch Ball 
is not sold, you have a double reason now for securing 
the agency. 

Write for details space does 

not allow us to give here 


MONARCH METAL COMPANY 


119 South Lincoln Street 
CHICAGO, ILL. 
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Rotary P 


REG. TRADE MARK N 





Handle the complete TRAHERN line of high grade rotary 
pumps. They sell at rock-bottom prices. They give you 
a good proht and satished customers. Write for catalog 
and prices. No obligation. 





Geo. D. Roper Corporation fp*e"4 


Illinois 
PUMPS FOR PERMANENCE 
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BELTING 

Due to their low first cost, lower maintenance charges 
and greater speeds, conveyor belts have revolutionized 
and greatly reduced the cost of handling all types and 
grades of materials. Conveyor belts have been univer- 
sally adopted in mines, smelters, rock crushing plants, 
saw and planing mills, flour and grain mills, canneries, 
laundries, paper and board mills. In fact, conveyor 
belts have an exceptionally broad field and are rapidly 
superseding all other methods of conveying. 

















CONVEYOR WIDELY USED 


LUXURIES BECOME NECESSITIES 

An outstanding characteristic of the twentieth cen- 
tury has been stated by Edward W. Bok follows: 
“A luxury hardly thought of as a luxury before it 


as 


is 


translated into a necessity.”’ Such developments as the 
telephone, automobile, radio and electric refrigerator 
prove the truth of this statement. The willingness of 


the public to absorb new ideas with astonishing 
encourages the manufacturers of new 
products and stimulates the growth of 


rapidity 
and worth while 
new industries. 
REDUCING VALVES MUST BE WATCHED 
“A pressure regulator, or reducing valve, is applied 
to a steam line because certain appliances (radiators, 
for instance) are not intended to be subjected to the full 
pressure from the boilers,” says The Power Specialist. 
“These reducing valves have to be watched, otherwise 
one might find high-pressure steam paying a visit to the 
low pressure appliances, just by mistake. The dreaded 
cause might be some solid object getting into the regu- 
lator in such a way as to prevent its functioning properly. 
It is not an unusual thing to find a piece of wood, a nail, 


or a steel bolt resting comfortably in the valves of a regu- 


lator.” 
HOW DID THE MONKEY WRENCH GET ITS NAME? 
This question was recently raised and the accepted 
answer was that the tool was invented by James 


Monckey, an Englishman. But M. M. Gooch, writing 
in The Paper Industry, has delved further into mechani- 


cal history and failed to find that a Mr. Monckey had 
ever been granted an English patent on such a wrench. 
He did find that in 1865 a Mr. Trask wrote to Mr. 
Loring Coes that the term “‘monkey wrench’’ had been 
in use long before that time and that he believed the 
tool was so called because you ‘twisted its tail to make 
it opens its mouth.” The name is not universally used 
for this type of wrench, “screw wrenches” being pre- 
ferred by the larger buyers, Mr. Gooch states. 

WEALTH PROVIDES GOOD INCENTIVE 


The men who make money are, as a very general rule, 
capable, industrious and useful, and our most de- 
citizens. There are objections to the system 
which permits a man to accumulate more than he needs, 
but the system has more advantages than disadvantages, 
or men would not maintain it century after century. 
First among its advantages is that it an incentive 
to every man to become a respectable and useful citizen. 
The system is at the foundation of our civilization, and 
we should not abolish it because of an occasional fortune 
put to bad use. For every fortune wasted, thousands 
have been of the greatest service to humanity; for every 
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fortune made by speculation bordering on dishonesty, 
thousands have been made by useful and honest work. 
Ek. W. Howe in Open Shop Review. 


AMERICAN FILE MANUFACTURE 


America, during the days of the early colonies, 
most of the files that might be required were imported 
from abroad, though a few artisans who had learned 
the trade in their mother countries may have produced 
some for local use. It is claimed that in 1698 there were 
in Philadelphia “‘artificers of many kinds, among them 
cutlers, gunsmiths, locksmiths, nailers, and filecutters.”’ 
The records also show that a firm named _ Broad- 
meadow & Company was making files in a small way at 
its factory in Pittsburgh, Pa., about 1829. With this 
exception, prior to 1840, the manufacture of files was 
practically unknown in the United States. About 1845 
the making of files on a small scale was begun at Mattea- 
wan, N. Y., by John Rothery, an Englishman. It is re- 
ported that he made excellent files, and his success 
induced others to enter into the business. From that 
time the manufacture of files took a firm foothold in this 
country, but until about 1864 Europe continued to supply 
the greater number of files used in America. 


In 


NOW WE 
“Synthetic lumber’ is the latest step on the part 
the U. S. government to eliminate sawmill waste,” 
a writer in The Disston Crucible. ‘In fact, the process 
for the manufacture of this lumber has already proved 
successful. Furniture has been made from it and houses 
of synthetic boards are thought possible. Specimens 
of the new lumber suitable for paneling, insulation, desk 
tops and card tables are now on exhibition at the 
National Museum. Steam is used to explode wood chips 
into fiber. The primary process consists in subjecting 
chips of uniform size to a steam pressure of 800 pounds, 
continuing for four or five seconds. Suddenly, by an 
instantaneous release, the pressure is removed with the 


HAVE ‘“‘PUFFED” WOOD 
of 


states 


result that the chips ‘explode’ into millions of fibers. 
To form boards, the exploded fiber is refined, passed 
over what is called a fourdrinier (similar to a paper 


machine) and placed in a press. Almost any degree of 
hardness may be obtained by simply varying the pres- 
sure, it is said.” 


CARE IN CHOOSING COUPLINGS 
“It has come to be recognized by engineers and me- 
chanics that, despite the greatest care in erecting ma- 


chinery, misalignments of shafts are unavoidable,” says 


Line Shafting Equipment, published by The Medart 
Company. “Also, due to irregularity in the settling of 
building construction, to operating vibration and to 


natural wear of working machines and supporting bear- 
ings, further variations in alignment are constantly 
occurring. If no provision is made to take up such 
misalignments with flexible couplings, unnecessary and 
detrimental stresses are thrown on shafts, bearings and 
expensive machines, causing breakage, distortion or ex- 
cessive wear. To avoid those results, flexible couplings 
have come into wide use. Flexible couplings 
always should be installed of ample size to care for all 
anticipated contingencies. As with friction clutches, it 
is often necessary to include in the estimates an ample 
factor of safety and to install a much larger coupling 
to resist the torque occasioned by starting such machines 
as air compressors and loaded tube mills, than would 
required to carry the load after it is brought up to 
Also, where shock loads are encountered, as 
with gas engines and crushers, likewise where there are 
peak loads, flexible couplings must have excess capacity.” 


be 
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Hercules first task 
—slaying the 
Nemean Lion 
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No Task Too Difficult For Hercules 


According to the mythology of the ancient whose body was invulnerable to all weapons. 
Greeks, Hercules, the strongest of mortal Hercules, discarding his bow and arrows 
men, was compelledtoperform twelve super- and using only his great strength, finally 
human labors in order to win a place among _-_ strangled the lion with his bare hands. 
the immortal gods. The first of these great Ever after this conquest of the lion Hercules 
tasks was the slaying of the Nemean Lion, _ wore its skin across his shoulders as a cloak. 
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RIMITIVE man began real advance- 
ment in civilization with the advent 
of iron, when the first particles of metal are 
said to have resulted from the accidental 
burning of charcoal and ore, 4000 B. C. 


The resulting implements of iron dis- 
placed clubs and stones as means of de- 
fense. Then, gradually, tools were devel- 
oped, instruments of progressive civilized 
life, their crude formation slowly expand- 
ing with mechanical precision. 


Man became a precision workman in his 
companionship with, and demand for, 
precision tools. 


The profound change came with the dis- 
covery of High Speed Steel and its appli- 
cation to the High Speed Drill. Today’s 
production would be utterly unattainable 
with iron tools. The ultimate in drilling 
requires a “Hercules.” 


WHITMAN BARNES- 
DETROIT CORPORATION 


Var tun adia 3 ebony 
TWIST DRILLS - Seonmie - CUTTERS a ‘DETROIT TWIST DRILL 
END MILLS - COUNTER BORES : ETC ~ ye CO.LTD.,WALKERVILLE ONTARIO 
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Vor. Old Equipment 

Nid Equipment Prevents Profit it 

is the subject of an article in the 
The article is similar to one 


es 


ibout 
1 Textile Machinery,” 
Machinist. 
published in a previous 
issue of the magazine which reported on the age of metal- 
working equipment in pumping machinery industries. 
“Over one-half, 55 percent to be exact, of the metal- 
working equipment in the plants engaged in textile 
machinery manufacture, has seen ten years or more of 
service,” the article states. According to the article, this 
condition prevails in a majority of the 300 plants that 
constitute this division of metal-working industries. An 
equipment questionnaire sent out by the 
Machinist revealed that of a total of 32 
ing machines in textile machinery 
were built before 1915. 


“The Metric 

That the international decimal metric 
tablished “by law” in the United 
28th, 1866, 
this country 
member of the I} 
Measures, with P 


Ame rica 


Ame rican 
164 metal work- 
plants, nearly 18,000 


Cats Nine Lives” 


system was es- 
States through an act 
and that, since signing the 
has been an active supporting 
iternational Bureau of Weights and 
aris the international custodian of the 
standards of weighing and measuring, 
teresting facts brought out in an 
at’s Nine Lives,” in The Valve 
»Co., Chicago. The 

the metric system has grown steadil\ 

ince 1866, and 


congress, July 
treaty of 18 


metric are two in- 
editorial, “The Metric 
World, yublished bv 
editorial further states that the 
in this coun- 
asserts: ‘“ ‘The Metric Cat’s Nine 
! Ninety and nine would be number. 
unkillable. After each ‘flop’ it 
renewed fresh 


nearer the 
practically comes 
enthusiasm, 


firht 


with vigor, with and 
h increased determination to continue the until 


tory Is assured.’ 


One 
Ac ording to 


Selling 

iting for 
ment, one of the wasteful practices in selling 
of limited buving hours. 
selling is 


Huy to Reduce Haste 


John Garth, wr Sales Manage 
is the fixing 

Executives generally admit that 
says, vet ht 
making 


suggests a remedy 


Too costly, he 
add 
salesmen’s time. He 


indreds of them con 
rules that waste 
for th 


stantly to costs by visiting 
e situation: 
Let a company’s buyer agree not to keep salesmen waiting 
unnecessarily, let him agree to see every salesman 


Then, let ret out let 


who 
ters 
sug- 


calls during working hours. 
to the firms who see his own company’s salesmen, 
that they follow the same system promptly 
receiving salesmen. “Fifty or a hundred influential com- 
panies starting this plan in one year could lead a move- 
ment that would save millions of dollars in this country 
every states Mr. Garth. Moreover, 
more good-will and making salesmen 
would be one means of 
and similar 


gesting 


year,” by building up 
more efficient, it 
combating direct-selling, chain 
competitive systems, the writer states. 


ut ho Pays 


It seems that it’s the 


store 


{dvertising Costs? 

non-advertising man who pays 
and pays. At least, a recent issue of the Chase Diamond, 
published by the Chase Rolling Mills, reports the case of 
a manufacturer who insists that he does not pay for his 
advertising, nor does his retailer or the consumer. “The 
fellow who doesn’t advertise stands the cost of advertis- 
ing,” he explains. This manufacturer produces overalls 
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and workmen’s clothes. Without advertising, ] 
his business to a certain limited volume. 
to an advertising agency. “We 
alls,” he reasoned. ‘The agency 
tise.” The agency launched an 
campaign with the result that the 
as much as 500 percent in Greater sales 
volume meant for him increased production and lower 
selling and manufacturing Because of 
profits, he could afford to reduce the 
dollar a dozen to the 


1e built up 
Then, he went 
to make over- 
how to adver- 
extensive advertising 
client’s sales increased 


how 
knows 


know 


two \ ears, 


costs. increased 
price of overalls one 
who, in turn, could sell 
them cheaper to the consumer. After the dollar a dozen 
reduction, the manufacturer carried fifty cents a 
to the credit of the advertising appropriation, 
had ninety cents a dozen extra profit. So, he repeats, 
the non-advertising competitor pays. By not advertising, 
such a competitor pays either in loss of production or in 
cost of selling new dealers. 


retailer, 


dozen 
and still 


His customers and consum- 
ers seem to go to the man who advertises. 


On Selling Machine Tools 

The wrong way to sell machine tools, according to F. P. 
Terry of Belfast, Ireland, writing for American Machin- 
ist, is to employ salesmen who are jacks-of-all-trades in 
selling, men who do not specialize in knowing all about 
their tools, but who resort to talking “froth” when pro- 
moting sales. In the advertising of machine tools a high 
standard of truthfulness is maintained, states Mr. Terry, 
and buyers place exceptional confidence in what manutac- 
turers say about their tools; but if this reputation is t 
be supported, “advertising must be continually backed by 
equal truthfulness on the part of the machine tool sales- 
man; otherwise, much of its true value likely to be 
lost. ... The selling or marketing of machine tools 
calls for more consideration than that given to mere 
merchandise that can be handled by any jack-of-all-trades 
who will sell anything for a fee. 
to follow up inquiries with a 
fined to the 
them and 
is advisable to 


If it is not possible 
whole in- 
knows 


whose 


salesman 


who 
speal k the 


upon advert 


firm and 
their spec lalti to 
depend 


terest is con enough 
truth. it 


ising 


about 
solely and 
letters.” 
Steps in Manufacturer Co-operation 

“We're sold on distribution,” states a 

icturer-contributor to Printers Ink. “He is a vital link 
in the distribution of merchandise—just as important to- 
day as he was two generations ago, but in a different 
way. His problem is more efficient selling—lower cost 
per sale—and he must that problem.” The writer 
adds that manufacturers, too, must put their shoulders 
to the wheel. They must co-operate intensively with 
distr giving them the benefits of their own sell- 
ing experiences. Help, rather than criticize, he advises 
his fellow manufacturers. and he offers the following 
programme for manufacturer co-operation : After sell- 
ing vour line to the distributor, meeting of 
his salesmen and make complete demonstrations of the 
equipment in operation. 2. Have a selected ‘“salesman- 
teacher” travel one day with each jobber’s man the week 
following the meeting. 3. Have your territory man go 
out with the distributor’s sales manager for one or two 
Gays during that week, following the same procedure 
as the missionary man uses with the salesmen. The 
following Saturday or as convenient, hold an- 
other meeting, conducted entirely by the distributor's 
sales manager and criticized by your territory man. 
5. Then follow up with letters, advertising, etc. Pick 
the best distributor for your product, is further advice 
by this writer to his fellow manufacturers. Give him 
every possible assistance, and he will make money on 
your merchandise, he says. 


jobber manu- 


solve 


ibutors, 


address a 


soon as 
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20 Years on the market without a Complaint 


A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, for rubber, 
leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 











_ ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


] Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


9) IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 


; ST 7: BULL@>FROG. 





WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design 
and construction are engineered into them. Bull 
Frog No. 42, the great outstanding general purpose 
barrow, saves money on every job. Other Bull Frog 
barrows, carts, and scrapers for every garden, farm, 
mill, mine, contracting, and industrial use. Write 


for catalog. 
THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 


Branch Offices and Warehouses 
Philadelphia Chicago 
233 North {2th 69 E. Wacker 

St. rive 


—jmperia 4 
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RED DRAGON 


asoline Blotorch, 


“No Clogging”— 






WELDING AND CUTTING EQUIPMENT 
says Blotorch Bill 


There is an Imperial outfit for every welding and 
The RED DRAGON will NOT fail to blow when you need cutting job—from small, medium and large size 
it most. Powerful burner with special needle-point construc- torches to complete plants for factories, repair shops, 
tion. Leak-proof bottom, full-size cool wire handle on both etc. And Imperial equipment has gained highest en- 
qt. and pt. sizes. dorsement wherever it has been used. Years of prac- 
tical experience on the part of Imperial Oxy-Acety- 
lene eneineers are complete assurance of the entire 
practicability of all Imperial operating features. 


LENK MFG. CO., 34 Merrimac St., Boston Mass. THE IMPERIAL BRASS MANUFACTURING 


ind Gasoline Blotorches Exclusively. COMPANY 
511 So. Racine Ave., Chicago 
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The Cineinnati Electrical Tool Co., 
Madison and Edwards roads, Cincin- 
nati, has added to its line a two-speed 
portable electric drill, known as type 


UR, which is of the same capacity as 





its %” drill, type UN. This tool 
operates at the normal speed for %” 
portable drills, 380 R. P. M., but higher 
speed gearing is also provided for use 
with smaller size drills. Protrusion of 
the tang of the drill bit slightly beyond 
the end of the eliminates the 
necessity for using a drift in removing 
the drill. Use of square-type brush- 
holders permits adjustment of brush 
spring tension, and brushes are fitted 
with “pig tails,’ shunts. The “Cin- 
cinnati” fully-enclosed switch, with 
cable clamp, is standard on this tool. It 
can be furnished wound for 32, 110 or 
220 volts, and the Universal motor 
allows for operation on both direct and 
alternating current of the same voltage. 

N. A. Strand & Company, 5001-5009 
North Lincoln street, Chicago, is now 
manufacturing a power filler rubbing 
machine, equipped for rubbing in wood 


sleeve 





filler on flat surfaces. The equipment 
consists of a 42 H. P. motor, mounted 
on floor type adjustable and swivel 
column with casters; “Strand” 
speed motor countershaft, flexible shaft 
6 feet long, vulcanized casing, worm 
drive attachment, 10 to 1 reduction; 
“Strand” duplex multipad wheel, with 


three- 


rubbing felt pads; wire cleaning brush, 

cord, switch and plug. It may also be 

furnished with suspension base mount- 

ing. Extra length flexible shafts will 

be supplied on special order. The ma- 

chine operates from the lighting circuit 
power line. 

Standard Pressed Steel Co., Jenkin- 
town, Pa., has just put on the market 
the “Hallowell” steel materials handling 
truck, with chassis that may be 
equipped with eight wheel styles and 
some forty different body designs, using 
racks, stakes or pull handles. The 
chassis consists of the platform and 
running gear assemblies. The platform 
is made from a single piece of heavy 








steel plate, with a deep integral flanged 
rib running around all four sides, while 
the corners are welded. Pressed steel 
brackets, welded to the under side of 
the platform, hold the axle, and the 
swivel casters are bolted to strong 
pressed steel bases and welded place. 
Monarch Metal Company, 119 South 
Lincoln street, Chicago, announces a 
new bearing metal to be known as 
Quaker Metal, “the ladle bronze.” The 
new metal has many of the characteris- 
tics of bronze, yet is lighter in weight 
and can be melted in a ladle and poured 
like babbitt metal. The manufacturers 
state that it is able to withstand the 
extreme heavy load and intermittent 
pound of internal combustion engines 
and heavy machinery of all kinds. 
P? tmid Products Company, 23811 
Sout State street, Chicago, is now 
placing on the market the “E-Z” wire 
strippe hand tool for quickly strip- 
ping insulation from electric wires, 
from 10 to 20 gauge. The tool is some- 


} 











what similar te an ordinary pair of 
pliers. One side carries a gripping 
member for holding the wire and the 
opposite side has blades for cutting the 
insulation. Being compound in action, 
the tool strips the insulation clean, with 
further pressu:e on the handles. Vary- 


ing gauges of wire are accommodated 
by holes in the apex of a V-shaped 
notch. The same action will displace 
the insulation from the center of the 
wire for junction work or strip it com- 
pletely for terminal work, it is said. 
The tool is about 8” long. 

Stow Manufacturing Co., Inc., Bing- 
hamton, N. Y., is now manufacturing 
a new tool, “The Lindy.” This device 
can be used with all types of attach- 
ments for polishing, sanding, filing, 





if 





brushing, 
and work in vulcanizing plants, 
and machine 
has three speeds and is equipped with 


scratch grinding, finishing, 
paint 


shops and garages. It 


a ls H. P. motor, 110-volt, 60-cycle, 
single-phase, to operate from the 
lighting line. The various attachments 
can be supplied with the machine. 
Millers Falls Company, Millers Falls, 
Mass., has added two new sizes to its 
line of portable electric drills. No. 612, 
one of the new sizes, has a capacity of 





15-inch in steel and %-inch in hard 
wood, and the other, No. 538, has a 
capacity of *s-inch in steel and *s-inch 
in hard wood. Both are built to the 
same standards as the company’s No. 
414 and have adjustable spade handles 
and breast plates. The No. 612 has a 
detachable auxiliary side handle, while 
the No. 538 can be equipped with an 
auxiliary side handle if desired. The 
No. 612 drill has a net weight of 15 
pounds and an overall length of 20 
inches, while the No. 538 has a _ net 
weight of 13%4 pounds and an overall 
length of 18 inches. The drills have 
Universal motors, operating on direct 
or alternating current up to 60 cycles. 
The drill illustrated is No. 612. 

Ajax Flexible Coupling Co., West- 
field, N. Y., has developed and is mar- 
keting a tension sleeve coupling de- 
signed to provide a quickly disconnect- 
ing flexible coupling on the driving 
shaft to facilitate quick changes in 
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= “To Get the Right Start—Equip with »MEDART- : / VBB(G7 \ I (@) 2. 


TRADE MARK REG.U.S. PAT. OF FICE 


STEEL BELT LACING! 


“just A . 
HAMMER TO 
APPLY IT 





a 
The Salt of 
Belting 


Like salt in food, Alli- 
gator Steel Belt Lacing 





€j What are the sizes, 
regardless of what 
quantities, you want 
mipped SURAT? ¥ i ; little but it season 
IW; : ’ 4 PeERE a costs e seasons 
© Wire them—’phone them—they'll go off our ware- i ataade heage ae 
. ‘ a : belting service. The vise- 
house racks and on the cars in a jiffy. 
@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 
q MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 
1 OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We Ji Sieciicaa Ge 185 Fituchaees 
wouldn’t think unning the — — warns the : Pavement, London, E.C. 2 
vaine of uy st vaiued asset ou 00 e 
Get the “MEDART” WOOD SPLIT PULLEY from stock! 





like grip of steel fore- 
stalls trouble at the belt 
ends. 


FlexibleSteel LacingCo. 
4633 Lexington St. 
Chicago, U. S. A. 
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Trade Mark 
Registered 


Formeriy Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warenouse, CINCINNATI 
Offices 

CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
sha é 1 ars, Hans Bea cs. Bearing <u rts 

Clutenes lileys, Ste tim Pulleys, Gearing, Sr 

ets, Chair tope Sheaves, Rope Drives, Belt Tichteners, etc. 
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Belt Clamp for Belts up to 6 in. in 
width. 


INTERESTING TO DEALERS look- 

ing for a rare specialty. 

NO COMPETITION. GOOD MAR- 

GIN. EXCLUSIVE HANDLING. 
Every Mill Needs One or More. 


The Geo. W. Southwick Co. 


Inventors and Manufacturers 
Stamford Conn. 


LUTHER GRINDER MFG. CO. 


283 So. Water St., Milwaukee, Wis. 





Write for proposition. 

















‘ mention Mint Supplies 
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hook-up or to permit the use of one 
motor to drive different machines at 
different times. According to the 
manufacturers, this type of coupling 
can be connected or disconnected in a 
very few minutes, the only tools re- 
quired being a pipe and a set screw 
vrench. The removable flange and 
collar are made of steel, all other parts 
being identical with those of standard 
Ajax couplings, and _ interchangeable 
in case of accidental breaking. 
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V. A. Strand & Co., 5001-5009 North 
Lincoln street, Chicago, manufacturers 
of flexible shafts and equipments, are 
out with Catalogue No. 23. 


Armstrong Bros. Tool Co., 317-3857 
North Francisco avenue, Chicago, has 
issued Catalogue B-27 on its line of 
tool holders, pipe tools, ratchet drills, 
drop forged wrenches and other prod- 
wts. The catalogue consists of 174 
pages and an attractive cover and is 
of handy pocket size, measuring 6 by 4 
inches. It is thoroughly illustrated, 
vith complete price and_= specification 


tables and condensed descriptions. 


R. G. Haskins Co., 4636 West Fulton 
=treet, Chicago, has issued Catalogue 
No. 40 on its flexible shaft equipments, 
tools and accessories. The catalogue 
‘ontains specifications and other infor 
mation and is replete with illustrations. 
It has thirty-two pages and an attrac- 
tive cover, and is 11 by 8): 


2» inches in 
limensions. 


The company has also is- 
sued a price list to go with the cata 
logue. 

The Parker 10320 
Berea road, Cleveland, has issued a 
bulletin descriptive of Parker tube 
couplings and fittings for copper tube 
under-ground water and gas service 
lines. The bulletin consists of 16 
pages and cover and measures 9 by 6 
inches. The reading matter is supple- 
mented by drawings, and price and 
specification tables form a part of the 
bulletin. 


Appliance Cs... 


Kinney Manufacturing Co., 3541 
Washington street, Boston, has issued 


Bulletin K-83 on the friction clutches 


made by the company. The bulletin 
measures 9 by 6 inches and contains 
28 pages and cover. It is well ar- 


ranged and illusirated, with descriptive 
matter, and tables showing prices, di- 
mensions and specifications. The telc- 
graphic code and cipher shows ques- 
tions, answers and orders in code. 


The B. FF. Goodrich Rubber Company, 
Akron, Ohio, has issued a very attrac- 
tive publication, entitled “A Wonder 
Book of Rubber.” This book traces 
briefly the development of the rubber 
industry and tells the story of rubber 
goods manufacture in a_ non-technical 
way from the taking of rubber from the 
tree to the finished product. The 
book has forty-eight pages and cover 
and is well illustrated. 


a 
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(Obituary 

Giles L. Reynolds, treasurer and a di- 
rector of The American Pulley Com- 
pany from the time when the company 
began operation in 1896, until 1918, 
died August 1st at his home in New 
London, Conn., at the age of eighty-one 
years. Mr. Reynolds was born in 
Lyme, Conn., April sth, 1846. Fo 
more than twenty years prior to April 
Ist, 1896, Mr. Reynolds was associated 
with The Stanley Works of New Britain. 
Thomas Corseaden, inventor of the 
“American” steel split pulley, was also 
an employe of the Stanley Works and 











GILES L. REYNOLDS 


a neighbor of Mr. Reynolds. When the 
former conceived the idea of the “Amer- 
ican” pulley, he interested Mr. Rey- 
nolds, who gave him financial assistance 
in paying draftsmen to work out the 
design and in meeting the cost of the 
first sample pulley, which was made up 
in the shops of the Waterbury-Farrell 
foundry. George V. Cresson, president, 
and Morris W. Rudderow, secretary of 
the George V. Cresson Company, Phil- 
adelphia, manufacturer of cast iron 
transmission supplies, became con- 
vinced of the possibilities of the new 
steel pulley, and they, with Mr. Cor- 
scaden, Mr. Reynolds and Henry Morris 
became the incorporators of The Ameri- 
Pulley Company, of Philadelphia, 

* jneorporation of which 
was granted in November, 1895. Mr. 
Reynol vas an important factor in 
the early story of the company and 
took a great interest in its selling ar- 
rangements. He traveled extensiveiy 
and established numerous selling agen- 
cies, many of which are today still rep- 
resenting the company. 
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T. W. Dunn 

T. W. Dunn, western manager for 
Alexander Brothers, Inc., Philadelphia, 
makers of leather belting and allied 
products, died suddenly June 23rd, at 
his home in Grand Rapids, Mich. He 
was born in 1858 at Moline, Ill., and 
was a son of the founder of Thomas 
Dunn & Sons, mill supply distributors 


of that city. Thirty-seven years ago 
he became associated with a branch of 
the Dunn firm located in Grand Rapids. 
Mr. Dunn joined Alexander Brothers, 
Inc., ten years ago, having previously 
represented other large belt makers. 











T. W. DUNN 





He had attended the Triple Mill 1 
Convention only the week before his 
death, so news of his passing was an 
unexpected shock to his friends and as- 
sociates in the leather belting trade. 
A. B. Armstrong 

A. B. Armstrong died July 29th fol- 
lowing a long illness. He was _ secre- 
tary-treasurer and general manager of 
the Superior Machine Tool Co., Ko- 
komo Spring Co., and Kokomo Nail & 
Brad Co., Kokomo, Ind., and was identi 
fiel with other manufacturing an 
banking institutions in that city. 





Charles F. Cox 

Charles F. Cox died August 14th at 
his home in Bridgeton, N. J., following 
an illness of three months duration. 
Mr. Cox was president of The Cox & 
Sons Co., Bridgeton, manufacturer of 
pipe cutting and threading machines. 
Deceased, who was sixty-five years of 
age, Was a trustee and treasurer of the 
Manufacturers’ Association of New 


Jersey. 


William F. Pagel 

William F. Pagel, president and gen 
eral manager of The Turner Bras~ 
Works, Sycamore, IIl., died at his home 
on August 5th. Fourteen years ago, 
Mr. Pagel went to Sycamore as gen- 
eral manager of The Turner Brass 
Works, then a comparatively small 
house doing a general jobbing business 
in brass casting and = sheet work. 
Through perfection of the Turner line 
kerosene burning 
equipment, the business grew to _ its 
present prosperity. In 1920, Mr. Pagel 
and his son, Herbert F. Pagel, pur- 
chased the stock of the company, t 
former assuming the office of presi 
dent. H. F. 


of gasoline and 


Pagel succeeds his fathe 
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Presenting 


The SLIMONDS New Hard Edge 
Metal Cutting Band Saw Blade 


Production and accuracy in cutting are fea- 
tures of this new Hard Edge Metal Band Saw 
which appeal strongly in the metal working 
field. Its wear resisting teeth of finest alloy 
steel are hardened to the bottom of the gullets, 
a method which eliminates cracking. Its stout- 
er cutting points are machine milled, sharp and 
do not shell in hard cutting service. The blade 
is scientifically tempered to a degree that war- 


rants faster cutting with minimum wear and 
the joints are welded, a method that eliminates 
breakage in direct contrast to the ordinary 
brazed blades. All Simonds blades are subject- 
ed to rigid inspection and frequent tests in 
actual machine cutting. Packed and shipped 
in protective carton containing 12 blades, 
welded and ready for use. 


SIMONDS 


SAW and STEEL CO. 
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THe Mitt Suppty SatesmMan Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical 


Application of Correct Sales Principles in the 


Distribution of Mill Supplies. Ernest H. Smith, Associate Editor. 








Buyer Expects Knowledge of Products 


He Must Be Familiar with Goods He Buys, and Looks to Salesman for 
Information, So Latter Should Be Posted 


Ignorance of the law does not let a 
man out of the consequences of violat- 
ing’ that law, whether it be a natural 
or a man-made law that he breaks. 
Neither does ignorance in salesmanship 
save a salesman from the loss of busi- 
ness due to his lack of certain know]- 
edge. 


An old farmer was trying to sell a 
cow and the negotiations had reached 
the point where the prospective buyer 
wanted to know how much milk she 
would give. “I don’t rightly know,’ 
said the farmer, “but she’s a good crit- 
ter and she’ll give all she can.” 

“How strong are those bolts?” a 
buyer of mill supplies asked a salesman. 
“What is their tensile strength?” 

“Well, I don’t just know, Mr. 
hammer,” 


Green- 
responded the salesman, “but 
they are very strong, made from fine 
material, and they will stand up under 
very heavy strain.” 

INFLUENCE WEAKENED BY IGNORANCE 

It ix in such instances that the sales- 
man’s influence over his prospect is 
weakened by what he doesn’t know. 
Perhaps it would make no difference to 
that buyer whether the bolts in ques- 
tion would show 70,000 pounds or 40,000 
pounds tensile strength, but the fact 
that the salesman doesn’t know costs 
that salesman some prestige, some influ 
ence, perhaps an order. There are al 
Ways more technicalities about a mill 
supply salesman’s products than he is 
likely to learn, but he can at least keep 
on learning. 

The mill supply salesman needs, more 
than some others, to know his goods. 
A man might be able to sell liver pills 
or fountain pens without knowing much 
about the way in which those products 
are made, but when it comes to vacuum 
pumps and steam valves, pulleys, shaft 
ing and other items, what chance has 
the ignorant salesman with the buyer? 
The buyer of mil] supplies has to know 
the goods and he may not be willing 
to do business with a salesman who 
cannot match his knowledge. He will 
not have confidence in a salesman whose 


FRANK FARRINGTON 


knowledge is confined to prices, terms 
and discounts. The salesman with in- 
fluence is the salesman with knowledge. 

“T want to see a Temple edition of 
Hamlet,” a customer told the girl be- 
hind the book counter. 





Study Your Lines Thoroughly 


The girl gave an extra chew or two 
to her gum and inquired, “What author, 

please?” 

“Booth Tarkington,’ returned the 
customer sarcastically, and he turned 
away without awaiting the reply to the 
query the girl shot across the store at 
another saleswoman: “Sadie, have we 
got Hamlet by Booth Tarkington, Tem- 

le edition?” 

ntrast such salesmanship with that 

f a kid in a hardware store where a 
man called to get a baseball. Here was 
«a man of almost middle age who en- 
joyed getting out on the lawn with a 
neighbor and throwing a ball back and 
forth summer evenings, as a sort of 
reminder of his younger days. The 
regular salesmen in the store were busy 
and the errand boy was called into 
action. Said the customer: ‘That boy 
knew more about baseball than Spalding 
himself. He loved it, and he fairly 
hypnotized me. He got me to buy some 
sort of a ball with a faney center for 
a dollar and a half. He nicked me for 
three dollars for a first baseman’s mit, 
and a dollar for a bat like Ty Cobb 
uses. If one of the regular salesmen 
hadn’t butted in, I believe he would have 


sold me a uniforn When that kid be- 


gan to tell me things about baseball, I 
just naturally believed all he said and 


had confidence in him.” That is a 
pretty good example of what happens 
when a salesman knows all about his 
line and its uses and advantages and is 
enthusiastic about it. 

SALESMAN MUST STUDY ADVERTISING 


Some salesmen have enough knowl- 
edge of their products, but they don’t 
seem able to bring it out. Either they 
forget or they lack power of expression. 
I always think that such a salesman is 
not giving proper attention to the ad- 
vertising and other literature of his 
house. He is not studying the advertis- 
ing of the products he sells, or he would 
pick up expressions and descriptions so 
worded that he could use them. 

There are many items in some sales- 
men’s lists that do not seem worthy of 
special attention. They are, perhaps, 
of relatively slight value. They are 
neglected because they do not seem of 
sufficient importance to be worth study- 
ing. One salesman, speaking of hose 
clamps, says, “Yes, sure, these are good 
clamps and they’ll give good service.” 
He thinks a hose clamp isn’t worth 
much attention. But along comes an- 
other salesman, and when he speaks 
about hose clamps, he says, “These 
clamps are unusually strong. They are 
wrought from heavy solid brass. 
There’s a sliding tongue in a groove 
that insures a uniform grip on the hose 
and prevents bulging. There are stiff, 
heavy ears so the nut can’t turn and by 
putting one in a vise it can be drawn 
= tremendous ly tight. Of course we 
have all sizes 

This latter salesman simply 
what he had read in an advertisement 
in Mitt Suppiites. He had somethin 
to say and knew how to say it. If the 
salesman will study the advertisements 
he will acquire selling points in the 
form in which it is most desirable to 
present them. 

In urging that the 
know what. the 


quoted 


salesman should 


advertisements say 











\4 

about a product, it is borne in mind 
that buyers know that much. The buy- 
ers are reached by the advertising, and 


they expect the salesmen to be even 
more familiar with the advertised good 
points than they (the buyers) are. 
When a buyer has read several adver- 
tisements about a certain make of pul- 


] 


ley, stating boldly that it saves powel! 


over other types, featuring that power- 
-aving fact, he expects the salesman 
<elling those pulley emphasize 
that same point. If the salesman does 
not refer to it influence of the ad- 
ertising is lost. The buyer may think, 


“T guess they were just making an ad- 


vertising point of that power-saving 
If it was as sure as the y say, the 
ilesman would be bearing on strong 


n that idea. There can’t be very much 


ENLARGE 





ON ADVERTISING POINTS 
aad) . 





€ ive in the trade papers 
n the direct mail letters and cir- 

ila = expected to pave the way f 
nan. It expected to put be- 
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fore the buyers those points the sales- 
man will present more in detail when 
he comes around. It is the salesman’s 
part of the campaign to back up the 
advertising and add the final convinc- 
ing word as to its claims. But the 
salesman cannot advocate points of 
which he knows nothing. He cannot 
convince the buyer with selling points 
he has never learned, or with selling 
points he has forgotten. Nor is hc ex- 
cusable for having failed to learn or fo: 
having forgotten certain points. Igno- 
rance of the law is no excuse. Viola- 
tions of the laws of logie and of eco- 
nomics and of human nature, governing 
selling, are not exempted from their 
effects and influences by the fact that 
the salesman did not know of the exist- 
ence of those laws. 

When you find yourself listening t 
the declaration that what you don’t 
know won’t hurt you, bear in mind the 
vords of Solomon in regard to know 
“Wisdom is the principal thing; 
therefore get wisdom; and with all thy 


getting, get understanding.” 


ledge: 


Uses of Sales Quotas 


They Serve Several Ends and 


dre Receiving More and 


Vore Attention from Business Houses 








Because of the interest of many dis- 
ributors of mill supplies in sales 
quotas, the following abstracts from an 
address delivered before the domestic 

' 


istribution session during the fifteenth 
annual meeting of the Chamber of Com- 
merce of the United States last May by 
L. D. H. Weld, of H. K. MeCann Com- 
pany, New York, and former head of 
commercial research for Swift & Com- 
pany, are published: 
Progressive business houses are giv- 
ing more and more attention to sales 
quotas. They are comparing sales, not 


h those of the same period last 





also with sales possibilities. 





‘hen such comparisons are made, a 
percent increase for one sales 
rict may be found too small, whereas 
a ten percent Increase in another dis- 


rict may be more than could have rea- 





1 1 
nabdDiv been expected. 


A sales quota is simply an estimated 





ime of sales that is expected or de- 
sired during a future period. If prop- 
erly determined, it is an objective or 
goal, based on an estimate of the poten- 
tial market. Comparison of actual sales 
wit sales possibilitie perhaps the 
most important use of sales quotas. 
But they are use for other purposes. 
Among these is the use of quotas as an 
neentive to the ale organization. 
¢ time they are en ploved as a basis 
or paving salaries to district sales 
managers and to salesmen. Quotas are 
lso used in the best planned sales con- 
toa t ; 

\ ale quota may take different 
forms. It may apply to the whole busi- 


ness of a company. 
for budgetary estimates. Or, quotas 
may be set up for districts or branches 
or states. Finally, they may be estab- 
lished for individual salesmen. Such 
quotas are often used for incentive 
methods of paying salesmen and for 
sales contests. 


That is necessary 





A sales quota may apply to sales of 
all products together or to the sales 
of individual products. The latter is 
necessary for adequate sales compari- 
sons. Quotas may also be expressed 
in dollars or in quantity units, depend- 
ing on the character of the business 
and the purpose for which quotas are 
to be used. For most companies it is 
no easy matter to determine territorial 
quotas which measure sales possibilities. 

No definite rule can be laid down for 
quota determination. Each business 
must work out the problem for itself. 
The factors to be used vary for differ- 
ent commodities marketed by the same 
company. f i 


The need of quotas is uni- 
versally recognized, but the science of 
quota determination is in its infancy. 


The Town Crier 

Years ago, the only news monger was 
the town crier. He brought to his vil- 
lage bits of gossip and news from the 
outside world, and the villagers looked 
almost solely to him for such service. 
A buyer confessed to the writer the 
other day that he depends upon trade 
papers for information on the new ma- 
chinery, but even more than to trade 
papers, he looks to the salesmen. He 


wants salesmen to tell him what’s go- 
ing on in the equipment world, what 
new devices ave already on the market 
and what new machinery or tools he 
may expect. The writer concludes, 
then, that salesmen are true ‘“equip- 
ment criers,” and as such are valu- 
able to industry. 


Use Practical Psychology 

Perhaps no business vocation re- 
quires a greater practical knowledge of 
psychology than salesmanship. 
Many a sale may be made or lost on 
the salesman’s ability to analyze the 
buyer. In many cases, perhaps, a first 
eall is highly successful if the sales- 
man is able to do nothing more than 


does 


get a good line on the buyer’s charac- 
teristics, likes and dislikes, so that he 
can approach him from the right 
on his second visit. 


angie 


Appearance Is Not All 
All it 


travelers 


fellow 
salesman is 
portifolio or 
sample case, but it takes a lot more 
than that to convince his boss or his 


takes to make one’s 
think he is a 
good appearance and a 


prospective customer that he’s a sales 
returns in 
The latter 
must have it proved to him that the 


man. The former must see 


the way of sales and profits. 


visitor has something to sell and can 


put it over. 


Keep After “Em Anyway 

“T think we’ll get some business from 
such-and-such a company,” said a sales- 
man of the writer’s acquaintance not 
long ago. “The funny thing about that 
man is that I can never get him to give 
me the business while I’m in his office. 
He says he may send in an order later, 
and sometimes he fools us and does so.” 
This goes to show that perseverance 
pays. While the salesman in question 
never brings in this customer’s business 
personally, his calls undoubtedly do a 
great deal to influence the customer in 
giving his company business. 


Report Field Tips 

It will be a benefit to both the sales- 
man and his house if the former will 
make notes of little things he sees and 
hears about business conditions, pros- 
pects and changes in his territory, 
making a full report on them when he 
comes in from the road, or if important, 
attaching them to the daily reports he 
sends into the office. These little tips 
may do a great deal to help the com- 
pany plan its business activities sys- 
tematically. An army officer should 
not look at the roadway as he hikes 
along with his command. He _ should 
study the terrain around him, for this 
knowledge may come in useful later. 
So should the salesman keep his eyes 
and ears open for valuable information 
as he goes about his daily duties. 
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Tips from Both Sides of the Fence 


Experienced Mill Supply Man Recites Purchasing Agent's Reactions 
to Visitors and Gives Own Impressions 











“T’d give anything to sit behind that 
desk of yours two months,” I said the 
other day to a purchasing agent whom 
I have been calling upon more or less 
regularly for the last twenty-two years. 

He chuckled. “You would see a good 
many new kinds; like a lot of them, 
ponder about some of them—wonder 
how they ever got the job in the first 
place. The fellow just ahead of you 
always lugs in a sample-case, opens it 
up, and puts me through the whole rig 
amarole. Some day I’m going to pick it 
up and throw it out on top of him. 

“T am card,” he said, pull 
ing it from under the glass of his desk, 
“against the time this 


He frowned 


aving this 


one comes back.” 
reminiscently. “It was 
about a quarter to five when he 


into the 


came 
outer office and asked to see 
me. I was signing my letters for the 
evening mail; they were important and 
I wanted to catch any before 
my stenographer went home. But noth 
ing’ would keep him out. Besides, he 
said, a friend of mine had sent him in. 
The n he 
whom hi 


errors 


followed the office manager, to 
insistence had been referred, 
right into my office. ‘Your Mr. Davis 
in Cleveland told me to call,’ he said. 
I didn’t have any Mr. Davis there, and 
I told him so. Well, maybe he had 
gotten the name wrong. Anyway, he 
would only take a minute of my time. 
After some few minutes of talk, he ad- 
mitted that I seemed busy and decided 
he would drop around later in the week. 
I didn’t even take the time to tell him 
what I thought, but I will.” 

I asked him what kind of salesman he 
did like to see. 

PERSONALITY AND KNOWLEDGE COUNT 

“A fellow with personality, for one 
thing,” he replied. “Some call it ap- 
proach. The first hint of it is the way 
he comes into the office, If he hangs 
around the doorway as if he weren't 
sure whether he ought to come in or 
not, I know he will stutter over what 
he has to say when he gets in. I like 
him to come in with a smile and a good 
selling talk, omitting the handshake. 
I'l] listen to that fellow any day. These 
Maybe I 
have a weakness for a good selling talk; 
it always makes a big hit with me. But 
I think it is plain satisfaction at hear- 
ing a man talk on something he knows. 


handshakes give me a pain. 


“You get so that you look for that 
fellow. I wish more would take the 
hint and get next to what they are 
selling. If you ask me, a good deal of 
this waste in the cost of selling is due 
to ignorance of some salesmen. I buy 
from the company whose salesmen know 
their business and can give me the in- 


formation I want first hand. That 


AS TOLD TO EDSON RICH 


made me transfer my orders recently 
from one of the largest firms in a cer- 
tain field to one of the smallest. I got 
tired of salesmen only ability 
was to take an order and whose only 
knowledge was that the company’s main 
office is in a certain place. Every time 
I wanted to know anything it had to 
come from someone in the office, after 
through a dozen hands to get 


whose 


going 

there.” 
“T’ll bet you hear some fine stories,” 

I said, hoping to cheer him. 
But he looked even more upset. 


certainly developed a prejudice against 





The Buyer's Impression 


Tinportant 
! 


the man who shoots off one about the 
first thing,” he said. “It never occurs 
to me to try that kind of familiarity on 
a person I meet for the first time—and 
I have no more dignity than the average 
self-respecting man. If you know your 
business, it seems to me you will take 
your cue 
proaching. 


from the man you are ap- 
It is up to him to show an 
inclination to be intimate, not you. 
“There is something about the fel- 
low who likes the same things you do,” 
he chuckled. “Maybe it is part of the 
technique, but some of them talk like 
regular fellows. I’ve gotten some good 
fishing leads from salesmen.’ 
| felt a little uncomfortable over the 
About the first call I ever made 
im, I could hear him talking from 
vhere I was waiting outside about last 
night yker game. He didn’t know 
when he id enjoyed a game so much. 
I followed the lead to good effect. 
TYPES OF PURCiJASING AGENTS 
I have quoted most of what this pur- 
chasing agent said to me because I 
think the other fellow’s slant is a good 
deal more significant than anything we 
can think up about ourselves. Any 
salesman could write a book on “Pur- 
chasing Agents I Have Known,” with 
heat as well as calm mixed in. Of 
certain type of purchasing 
agent leaves you rearing to write about 
all the raw deals you get in selling. 
You would mention the one that takes 


course, a 


cool] tip-to-toe measurement of you an 
never does deliver his reaction, never 
lets you know for certain where you 
stand with him. Most of us know the 
kind that keeps on signing letters while 
you are in there talking to him. The 
briefer I am with him, I’ve decided, the 
better use I am making of my time. 
Ten to one he is giving his orders to 
~omebody close to him or to one of 
superiors. 


There will be a change there, 
sooner or later—I have seen it happen. 

But there is another angle to the mar 

he won’t listen. A salesman of a very 
different line from mine told me onc: 
with considerable conviction that some 
men don’t want to be sold; 
buy. He said that when 
looked bored over what he 
him he al 
pace and topic to something tha 
terest his listener. 


they want to 
prospect 

vas telling 
vays managed to change his 
t did in- 

I have a respect for and no grudg 
against the man who is sold on anothe 
line and is ready to stand up for it. 
He puts me on my mettle. I am willing 
to work hard on him, for eventually I 
will get an order. If it is a small one, 
no matter; it will grow like a snowball 
started down a hill. I know that if he 
ever does start buying from me, he will 
be the kind of customer we want. 

When I run up against a_ business 
man who can’t talk about much else 
but how bad business is, I figure that 
he is lining himself up to go under. He 
is admitting his own defeat. I started 
keeping quiet pretty early. I guess it 
was because I got so tired of listening 
to rapid-fire talkers. I learned to 
spect the fellow who 
counsel. 


‘e- 
keeps his own 
ALIBIS DON’T PAY 
That makes me think of some of the 
salesmen’s reports I’ve read. No one 
is better at justifying his hard luck 
than a salesman. One, I remember, 
kept harping about competition that 
took the purchasing agent down to the 
city on parties. How could he, with no 
entertainment expenses, hope to meet 
such competition? It is bad business to 
send in hardluck stories, or discolor 
your report with apologies for the othe: 

fellow getting the business. 

Anyone that does much selling know-= 
that it calls for good hard plugging 
with as much wit as you can summon 
to meet the necessity. The man who 
knows his job is the eventual winner. 
He realizes that he is going to have to 
face the buyer a good many times, an 
must greet him with something mor‘ 
than “Are you needi 
every time if he is 
interest. 


anything?” 





to kee} 





A man who keeps hammering 


usually gets what he is after. If 


y 
-Z 
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isn’t sold on his line and doesn’t know 
it very well, he can’t do that sincerely. 
If he is, the second requisite is the 
feeling that he has the full confidence of 
his house back of him. Without all of 
this, he is working in sand. With it, 
any man is equipped to face a buyer 
in a way that will get his confidence, 
too. 

I don’t believe in a certain number of 
calls every day; that is, insisting upon 
it as thought it constituted a salesman’s 
full duty. The vital thing is that he 
plant the seed wherever he goes. That 
means gaining the customer’s confidence 
in him and, consequently, in his line. 
Fewer calls with that accomplished can 
make a good day. Just covering the 
schedule isn’t enough, and any con- 
scientious salesman knows it isn’t, 
realizes that he can’t come up against 
his man effectively when thinking about 
all the other calls he has to make, or if 
he jumps in on one with barely enough 
margin Tor train-time. 

On a day when you have been selling 
big, it doesn’t seem to matter much how 
you go about it. Any amount of selling 
theory can be disproved then. The more 
you sell, the more you can sell more. 


Opportunity Again! 
Do industries in your territory have 
a way of 


increasing their production 
facilities ? 


Do they promote bond is- 
sues for purposes of expansion? Do 
they discontinue one line with the de- 
velopment of another? Salesmen re- 
port that it’s surprising how much new 
development there is in their fields. 
Someone is instituting a wide campaign 
to advertise a new product or to re- 
new the buyer’s acquaintance with an 
old line. Someone is developing a new 
department, and someone else is en- 
larging his plant through purchase of 
a related industry. Someone, too, is 
unfortunate enough to have his plant 
partially destroyed by fire. Whether 
it’s through fire or “fiery” ambition to 
progress, however, the market is there 
for observing salesmen, and he who 
knows most about what’s doing in his 
territory is going to jump ahead of 
competing salesmen who don’t quite 
Keep abreast of what’s happening in 








e field. 
Speaking of Fights 

This is not about a prize fight, al- 
though one is strongly tempted to wax 
eloquent about fights, nowadays. This 
ort tale has to do with a mere moun 
tain and a host of clouds that seemed 
ymehow to be fighting for supremacy. 
In it yattle with the clouds, the moun- 
t peak occasional rosé supreme 
efied them to hide it permanently. 
‘ ate n stationary, however, 
ile the clouds could move and climb 
They final] eceeded in ob 
] t efi ounta peak, just 
Tari ] tne were capable o motion. 
Of cou , a moral attached itself to 
ncident: The fellow who is alert 
yu to learn a keep on learning 
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never satisfied to remain stationary, 
seems to be the fellow who wins. 
Trite, but true! 


New Prospects and Uses 
Examples Indicate the Field That Lies 
Before Mill Supply Salesmen 

Salesmen for mill supply houses will 
do well to be constantly on the alert for 
new prospects for various lines of 
equipment handled, and for new uses 
for these lines. 

As an illustration of the variety of 
uses to which one product may be put, 
the New Jersey Foundry & Machine Co. 
Division, of the Henry B. Newhall 





Using Bolt Clippers in Aeroplane Plant 


Corp., Garwood, N. J., in a recent cir- 
cular states that manufacturers of 6,000 
different commodities use cranes, some 
for several purposes. 

An example of new uses to which a 
product which has been on the market 
for some time may be put is seen in 
the fact that the Edo Aircraft Com- 
pany, Long Island, New York, is using 
bolt clippers with a modified form of 
jaw, as rivet squeezers in the fabricat- 
ing of flying boat bodies. These clip- 
pers are said to increase hand power 
seventy times. The illustration supplied 
by H. K. Porter, Inc., Everett, Mass., 
shows one of these tools in use in the 
Edo plant. 

In his article, “Electric Tools an In- 
dustrial Necessity,” in the August issue 
of MILL SUPPLIES, Robert D. Black, ad- 
vertising manager, The Black & Decker 
Mfg. Co., made the following statement: 
“It is a pretty safe rule that wherever 
there is any activity of any sort, 
whether it be a silk mill, an office build- 
ing, a soap factory, a hotel, a hospital 
or a museum, that this activity repre- 
sents a potential prospect for one or 
more portable electric tools. This is not 
theory, but is based upon facts from the 
experience of mill supply dealers’ sales- 
men all over the country, and from the 
experience of our own men working 
vith them.” 

Perhaps some salesmen for mill sup- 
ply houses have been passing directly 
by the door of prospective buyers of 
ome of the products their companie 
carry and have never realized the fact, 
possibly there are items which they 


have never thought of attempting to 


sell certain customers, when such cus- 
tomers might make good use of them. 
A good survey of their lines and their 
territories may indicate opportunities 
they have been passing up. 


What Persistence Will Do 
This Oil Salesman Knew He Was Right 
and Proved It to the Buyer 
A salesman for one of the larger oil 
companies called time and again on the 
purchasing agent of a company with 
which the writer was once connected, 
in an effort to get him to try out a cer- 
tain type of oil for use on one of the 
jobs in the plant. He urged the pur- 
chasing agent to visit his warehouse 
and witness a test of the oil, but the 
latter refused, because, he said, various 
oils had been tried out and only this 

particular grade would do. 

Finally, however, the purchasing 
agent did consent to witnessing the test, 
without any idea that the oil would 
meet requirements, and took with him 
one or two of the factory executives, in- 
cluding the head of the department in 
which the oil would be used were it ac- 
cepted. When he returned he was smil 
ing. “We tried most everything and 
thought that was the only grade of oil 
that would do,” he said. “This man 
kept after me to go down and witness 
the test. I refused several times, but 
finally agreed. And he was right.” 

The salesman won out by his persist- 
ence. He wasn’t offensive, nor did he 
make himself obnoxious, but he was sold 
on his product, was sure he was right, 
and never gave up. Not only did he 
succeed in gaining his point and selling 
his product, but he won the admiration 
of the purchasing agent. 


It May Be a Boomerang 

No salesman will win his way into 
the esteem of a high class buyer by 
building most of his argument around 
weaknesses of his competitors and their 
lines. He may at times be asked what 
he thinks of his own products as com- 
pared with certain other ones, and then 
he is perfectly justified in expressing 
his convictions. But to build his talk 
on a foundation of knocking is very 
likely to act as a boomerang. 


Worry Wont Help Any 

“T used to worry every time I started 
on a long trip for fear I wouldn’t get 
enough business,” said a_ successful 
salesman recently. “If I had a day ride 
on a train, I would fret about business 
all the time. It used to be that when 
I’d been out a while and hadn’t done 
much, I would scarcely be interested in 
calling on a prospect where I was al 
most sure of getting a small order. But 
I don’t do it any more.” Worry won't 
help the salesman. It will only make 
him less efficient in his work. All that 
is necessary is for him to make up his 
mind he will do the best he can, do it, 
and let the results take care of them- 


sely es. 
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Hang Onto a Good Bone 


Don’t Let Go of One Substantial Order in Your Anxiety 
to Sell the Buyer on Something Else 


Young Martinson was engaged in the 
act of writing out the big order for 
belting he had just received from 
Co. when he suddenly 
stopped. 

“Mr. Jones, I hate to keep bothering 
you,” he said, “but I think you’re mak- 
ing an awful mistake if you don’t make 
those changes in your transmission 
equipment.” 

He was about to continue his argu- 
ment when he was interrupted by a 
from the other side of the desk. 
It was Old John supervisor of 
salesmen for Martinson’s company, who 
was speaking. 

“Yes, Mr. Jones, I think the move 
you have made in changing over to this 
style of belting is a very wise one, and 
I believe that this first order will con- 
vince you of what Mr. Martinson 


\ oice 


Rosey, 


has 

told you.” 
Martinson bit his lip and his face 
flushed very red, but he bent to the 


task of making out the belting order. 

Back in the hotel room, however, he 
flung his portfolio onto the bed and 
strode angrily to the window, where 
he looked down into the street, as if 
contemplating throwing Old John into 
it. John, on the other hand, laid his 
hat down gently, and, as was his wont 
before engaging in friendly counsel, lit 
his old pipe. 

“Well, Arnold, what’s eating you?” 
he asked, as he sank into a chair. 

“Don’t ask fool questions, John; you 
know what I’m sore about. I don’t 
mind having you come along with me 
to check up on how things are going, 
but when you go to ‘butting in,’ save 
it for some of these new men on the 
job.” 

John’s temper didn’t rise easily, but 
he could be mighty sharp when he 
wanted to be. 

“When I see a man making a mis- 
take that’s going to cost this company 
a good order, I’ll check him, whether 
he’s old or new on the job,” he replied 
quickly. “I don’t believe in cutting in 
on a man so long as we’re with a cus- 
tomer unless it’s absolutely necessary; 
and it was in this case. 

“You made a good sales talk in sell- 
ine Jones on that belting, but he abso- 
lutely wasn’t ready for the other stuff, 
and IT should think you would have seen 
it. He’s one of those fellows who can 
stand just about so much and then gets 
irritated and, believe 


me, you'd said 
enough to get him irritated. If you 
iad gone on with that last talk about 


+ 


new equipment, he’d probably have 
told you to eancel the belting order and 


politely invited us to leave the office.” 

Now Rosey was the old tender John 
again. He walked over and placed his 
and on Martinson’s shoulder. 


“Arnold, I learned that lesson long 
ago from an elderly photo salesman 
who came into our office. He was writ- 


ing down an order for one man as I 
entered the room. Anther man who 
had already given his order told the 
salesman to get me for one, but the 


old gentleman replied philosophically: 
‘Never drop the bone you’ve got in your 
mouth.’ In your anxiety to sell Mr. 
Jones on that new transmission stuff, 
you nearly dropped a big order—a good 
bone—to try to grab another that you 
probably wouldn’t have secured. 

. Besides, Arnold, we’re 
to iearn—none of us. You’ve only been 
selling for a couple of years, though 
I will admit you have done mighty well. 
Now, don’t take it to heart, old man. 
You sure can put on a good sales talk 
and you're thoroughly sold on our stuff. 
Furthermore, you didn’t leave Mr. 
Jones with any ill feeling toward you, 
for you worked it skillfully to get him 
feeling right again. And you got the 
order.” 


never too old 


“Sorry, 
said. ~" 


man,” Martinson 
was angry for a while, but 
I can see it all now. And, believe me, 
T’ll hang onto the bone I have in my 
mouth hereafter.” 


John, old 


Read the Business News 

There probably are few salesmen who 
don’t read the newspapers every day, 
but many undoubtedly pay little atten- 
tion to articles on business, or to the 
financial section of the newspaper. It 
is well for the salesman to be con- 
versant on current business and finan- 
cial topics when he’s calling on business 
men every day. He may often be 
drawn into conversation where his 
knowledge of the subjects discussed will 
make a good impression on the buyer. 
Very often, too, some item that he reads 
in the daily press will give him new 
and valuable ideas for his sales talks. 


They Squeak for 7 hemselves 
“Half of the salesmen who 
sell us equipment rave about 
It leaves us cold,” recently 
discerning buyer. He 


try to 
prices. 
wrote a 
on to say 
that buying new equipment is a tough 
job, and it’s not inter- 
salesmen concentrate on 
Undue emphasis on price may 
lide an inferior product. and it is that 
it that prompts the title of this 
paragraph. Inferior equipment eventu- 
ally “squeaks,” in more ways than one, 
and buyers learn to distrust salesmen 
obsessed with the price idea. 
talk quality. Quality and 
achievement always talk for them- 
selves oe | 


went 


made easier by 
viewing who 
price. 


thone 
LHNOUL I 


Forget 


price ane 
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OTHER 
Original Adjustment METHOD METHOD 


55 Minutes @*5°%permin *175.00 *175.00 


CRESCENT 


2Extra minutes 10.00 


$185.00 17500 


With Crescent Belt 
Fasteners 9Months 
of Continuous Service 
aS compared withan 
average belt joint life 
of 6to7 weeks with 
other methods. or 73 
shut-downs from belt 
Joint trouble in 3 
9 mointh period at 


*/75 per Shut down 


Total Time loss 
Crescent Method *1!85.00 
Other Method + 1487.50 
Actual Saving with 185.00 
Crescent Belt Fasteners $1392.50 





+ 1312.50 
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How would you like to be 
the salesman who brought 
Crescents to the attention 
of a large mill with the 
above results? This is an 
actual example of business 
building service, typical of 
the result of recommending 
Crescent Belt Fasteners. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


Sales Service! 





CRESCENT 
BELT FASTENERS 




















HERE 


know how to make a vood look- 


are more people who 


ing piece of belting than there 
are producers of belting that is as cood 
looks. this elect 
eroup of leaders. the name Ladew has 
boldly 
Belts have a record for excep- 
the difficult 
That is why you are invited to 
helt 


vives vou trouble. 


as it (mong small 


stood out for many years. 


Ladew 


tional service on most 


arrives, 


test a Ladew on any drive that 


Send for the con- 


taining 


“Proof Book 
of the 
other belt users have 


evidence su pertor 


service re=- 


ported, 








ws.» LADEW CO. « 
BELTING AND OTHER LEATHER PRODUC 
Since 1835 
29 Murray Street, New York City 
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66 ‘ N" 
the 30% stronger Hollow Screw 


40°; extra strength over broached hollow 





screws 
the only other kind made. Cold-drawn by a pat- 
tented process which increases the density of the 


and _ heat-treated 
and style of point. 


around 


steel the socket-hole, 


scientifically according to size 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
Allen” i itilized either for solid metal at the point, or 
depth o »cket for the wrench. All sizes in stock from %%4 

diameter; any length, point or thread. Also Socket 
{ C Scre Pipe Plugs and Tap Extensions—Allen 


The Allen booklet, 


prices 


with its charts of sizes and 
, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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Copper Goods 


We make a lar 
Whenever 





2e variety of Copper Goods for all industries. 
you yi Fe a coil, or bend, a float, an expansion 
joint, float valve, special pipe fittings, a kettle, vacuum pan, 
tank, forewarmer or anything else made from copper or brass 
sheet, tubing or casting, send us the specifications, Below 
are several of our lines. 


Special 
Copper and 
Brass Pipe 

Fittings 





Copper Ball Floats 





carried in stock tn 4, 6, 6, 
8, 10 and 12-inch diam 
eters. Specify pre and 


tapping. 


Copper Funnels 


Also Copper Measures and 
Dippers. Strong and durabl 





Pipe Coils 
and Bends 


From copper 
and brass pip 
and tubing 
hape for 
purpose. 





ARTHUR HARRIS & CO., 210-218 N. Curtis St. 


Engineers, 


, Chicago 


Coppersmiths, Brass Founders and Finishers 
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Why wouldn't he be pleased 


One of our good ginning customers came 
into the office recently and asked what 
kind of Belt it was that we sent him sev- 
eral months ago. The writer of course 
thought that he had a complaint to offer 
on the belt and looked up the records of 
the sale and found that we had sold him 
a number of 8” x 5 ply Mercury high 
speed gray friction surface belts. 


After we dug this information out of the 
files we told him the kind of belts he had 
bought and instead of getting a kick from 
him we found he merely wanted to be 
sure he secured the same kind of belting 
to operate his gin stands this season, 
advising us he had better results from our 
belt than any he had ever used. 


THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 


BELTING 
HOSE 


PACKING 
FLOORING 
MOLDED GOODS 
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with the Seaman Paper Company, New 





Personals York, is now associated with the Cuneo 
Press, Chicago, with headquarters in 
a Kx. Borch, president of the Scan- one ahah offices recentl) opened in New 
dinavian Western Importing Co., Ltd., sane 
New York, importer of tools, is now Announcement has been made by the 
on an extensive trip to Europe. Whitman Barnes-letroit Corporation, 
William C. Hays, for more than retroit, that M. B. Snow has resigned 
twenty years associated with J. K. as vice-president and ic haiginte she and - 
Larkin & Co. Inc. New York dis- auserened 55 Karl Kendig, whe is new 
tributing house, has resigned as vice- eee ae Sennen Mr. Ken- 
president and director, and has estab- dig was formerly secretary-treasurer of 





lished his own offices at 30 Church 
treet, New York. 

Walter R. Kneeland, for twenty-five 
associated with the United Engi- 
neering & Foundry Co., Pittsburgh, is 
now manager of roll sales for the 
Youngstown Foundry & Machine Co., 
Youngstown, Ohio, manufacturer of 


vear 


lathes, shears and kindred products. 
J. R. Sproat was recently appointed 

product tion superintendent by Wm. B. 

Seaife & Sons Co., Pittsburgh, manu- 


facturers of high pressure tanks, boil- 
ers, etc. He suceeeds G. A. Meckel, 
whose death oecurred a few months 
ago. Mr. Sproat has worked in ail 
departments of the company, whose 
factory is located in Oakmont, a 

iburb of Pittsbur@h, and has an in- 





ate knowledge of the various 


problems confronting his company. 


assist 


ant 
engineering, and W. Bradshaw of the 
supply sales department, Westing 
ouse Eleetrie & Manufacturing Com- 


C. kK. Skinnet director of 





HW. Z CALLANDER 


pany, Philadelphia, sailed August 17th ee H. - Callander, form- 
on the steamer George Washington, as erly sales manager, has been made sec- 
delegates to the International Electro retary and sales manager. 

technical Commission Convention to be Albert Kreh, formerly on the New 
eld at Bellagio, on Lake Como, Italy, York sales staff of The Chisholm & 
September 4th to 24th. Later they will Moore Mfg. Co., Cleveland, manufac- 
enjoy a European tour covering many turer of hoists and trolleys, has been 
interesting cities of Italy, Germany, appointed district sales manager, with 
France and England. headquarters at 30 Church street, New 

Oscar Miller, vice-president of The York. 

Advance Car Mover Co., Appleton Harold M. Friesley is now connected 
Wis., spent an enjoyable vacation this with the Great Western Supply Com- 
summer touring the West in his new pany, San Francisco, as vice-president 
Hudson ear. He proved himself to be and manager. He recently purchased a 
a real “trail-hitter” by traveling 8,000 substantial interest in the company. 
miles in five weeks. Mr. Miller re- Charles A. Perryman, at one time 


ports that he occasionally stopped to sales manager of the wire rope depart- 


cateh a few fish in likely looking ment of the Wickwire Spencer Steel 
streams ‘and lakes along the way. Company, New York, is now assistant 

John W. Mershon has been made sales manager for the American Cable 
superintendent of the power and plant Co., Inc., New York, manufacturer of 
department, The Yale & Towne Mfg. wire rope, with headquarters at 105 
Co., Stamford, Conn. He succeeds Hudson street. 


Alfred O. Blackman, with whom he for- 


Charles A. Lippy of the Scioto Valley 
merly worked as assistant. 


Supply Co., Columbus, Ohio, has re- 
James A. Brewer, for seven years cently returned from a ten days’ fish- 


ing trip to Georgian Bay, Canada. 

H. H. Straus, recently elected vice- 
president of the Inland Steel Co., 
Chicago, sailed on August 18th for a 
six weeks’ vacation in Europe. Mr. 
Straus, whose new position puts him in 


charge of steel bar production and 
sales, graduated from Cornell Univer- 


sity in 1920, and joined the Inland com- 
pany in 1922. He succeeds Walter 
Carroll, who resigned from the Inland 
Steel Co. to become president of the 
National Association of Sheet & Tin 
Plate Manufacturers and chairman of 
the Sheet Steel Trade Extension Com- 
mittee, Pittsburgh. 

C. G. Durfee recently joined the 
Pyrene ype facturing Company, New- 
ark, N. J., producer of fire extinguish- 
ers, as sales engineer. As - staif 
member, he was = 1erly connected 
with the Society for Electrical Develop- 
ment, and was at one time identified 
vith the Westinghouse Electric & 
Manufacturing Company. 

Harry W. Black, formerly president 
of the Black Steel & Wire Company. 
Kansas City, now the Union Wire Rope 
Company, has been made vice-president 
in charge of operations and sales of the 
Black Wire Rope Company, recently 
organized in Peoria, Ill., to manufacture 
wire rope. 

G. Nesheim has been appointed man- 
ager of the Oakland, Cal., branch of 
Walworth California. Company. He 
succeeds Lloyd Jensen, resigned. Rob- 
ert D. Wolcott, formerly manager of 
the engineering department, has been 
chosen assistant to the manager of the 
Pacific division of the Walworth Com- 
pany, and is sueceeded in the engi- 
neering department by E. T. McCann. 

Daniel W. Northrup was _ recently 
elected president and general manager 
of The Henry G. Thompson & Son Co., 
New Haven, Conn., makers of metal- 
eutting saws and saw machines. He 
was for twenty-five years connected 
with the Bassett Metal Co., Inc., Shel- 
ton, Conn. 

John W. Meaker, who recently re- 
signed as general manager of the 
Cyclone Fence Co., Waukegan, IIl., is 
now president of the Bates Valve Bag 
Co., Chicago. James H. Kinney, for- 
merly general sales manager of the 
Cyclone company, succeeds Mr. Meaker, 
and H. G. Chapman, who has been New 
York sales manager, assumes Mr. Kin- 
ney’s former position. 

Charles Philip Coleman has retired 
from chairmanship of the Worthington 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 


Booklet with list of distributors and other interesting data sent 
upon request Sold by the foremost dealers, 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 





“V_B”’ 


Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 


Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 315 W. Austin Ave. Factories: Easton, Pa. 














MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 








oo BpxrsMacsine Works 
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456 N. Union Ave., Chicago 














No Leaky Joints When 
Packed with Ebonite 


BONITE Sheet Packing is 

widely known for its high 

efficiency and long life on 
steam, hot water, acid, oil or gas 
lines. 
Specially compounded to resist 
highest temperatures and _ pres- 
sures. Will not harden, squeeze 
out or rot. 


Send for Sample 


Quaker City Rubber Co. 


Manufacturers of Daniel's P. P. P. 
Re 





d Packing 
Wissinoming, Philadelphia 
Branches: New York Chicago Pittsburgh San Francisco 
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LAWSON 


PIPE WRENCH 


FORGED STEEL 
THROUGHOLT 





a 
a hh 2 


COMPARE! 


and your next Wrench 
will be a LAWSON 






If your Jobber cannot supply you write 


THE LAWSON MFG. CO. 


2720-24 East 53rd st., Cleveland, Ohio 

















=.-7- 2 Jaw Lathe Chucks\= 
4S. to Face Plate Jaws 2” 


Cushman Chuck Co caaeiememreyes tan 


W TRI-PLEX CHUCK: 


>» HARTFORD. CONN. Beersirmpotc ots or 














THE ROYERSFORD Foy. & MACH. Co. 
ROYERSFORD, PENNSYLVANIA 


The Royersford-Excelsior 
20" Upright Power Drill 


No frills, but of proven value. 

Belt or Motor driven. 

Back Geared, Power Feed, or as you 
want it. 

A rugged, honestly built tool. 


Write us for prices and literature 











HUFFMAN OIL MEASURES 
“‘Spillproof’’ 

A new and improved Oil Mea- 
sure designed for accurate, 
quicker and cleaner oil service. 
There is no spilling on the 
customer’s fender with the 
“Spillproof” Top. 





Made of stronger material—empties quicker—more 
convenient to operate 


The Huffman Manufacturing Co., Dayton, Ohio 
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Pump & Machinery Corp., New York. 
He was formerly president of the com- 
pany, and previously, vice-president, 
when the International Steam Pump Co. 
was reorganized in 1916 as the Worth- 
ington Pump & Machinery Corp. 
Thomas S. Poole has been appointed 
direct factory representative for its 
l 


1 Bhs 








THOMAS S. POOLE 

Southern states territory by the Whit- 
man Barnes-Detroit Corporation, De- 
troit, effective September Ist. He suc- 
ceeds Vred A. Hardin, resigned. Prior 
to the merger of the Whitman & Barnes 
Mfg. Co., Akron, and the Detroit Twist 
Drill Co. a year ago, Mr. Poole was 
associated with the Detroit company, 
having joined that organization several 
years previously. He continued with 
the new corporation and has served it 
very creditably. 

H. A. Adams, Jr., who spent the last 
seven years in India as manager of the 
Walworth International Co., has re- 
turned to open offices at 44 Whitehall 
street, New York City. 

F. M. Young has been elected presi- 
dent of the recently formed Young 
Radiator Co., Racine, Wis. He was 
former vice-president and general man- 
ager of the Racine Radiator Co. 

Chauncy Baxter is now operating a 
wholesale plumbing supply house, the 
Tacoma Plumbing Supply Co., Tacoma, 
Wash., having purchased the Bowles 
Company, same location. Mr. Baxter 
was formerly manager of Standard 
Sanitary Mfg. Co.’s Seattle branch. 

Kennedy H. Crumrine, formerly pro- 
duction superintendent of the Cleveland 
plant of the National Acme Co., has 
been made works manager of the Gis- 
holt Machine Co., Madison, Wis. An- 
other recent Gisholt appointment is that 
of W. H. Halliwell, who was made su- 
perintendent. He came to Madison from 
Denver, Colo., where he was assistant 
superintendent of the General Iron 
Works. The vice-president in charge of 
production, Charles H. Johnson, for 
many years the Gisholt company’s 
European sales manager, will concen- 
trate upon the wider aspects of the 
firm’s business. 
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Factory Additions 





The Cyclone Fence Co., Waukegan, 
Ill., will erect a plant addition to cost 
about $18,000. 

The Toledo Machine and Tool Co., 
Toledo, Ohio, manufacturer of power 
presses, will construct an addition to 
its plant. 

Worcester Woolen Mill Co., Wor- 
cester, Mass., has awarded contract 
for a one-story addition, 42x81 ft., to 
cost $13,500. 

The Chillicothe Paper Co., Chillicothe, 
Ohio, will invest more than $200,000, 
including equipment, in a two-story ad- 
dition, 40x540 ft. 

Spears-Wells Machinery Co., Ninth 
and Cedar streets, Oakland, Cal., will 
erect a one-story addition to cost ap- 
proximately $18,000. 

The Climax Manufacturing Co., Low- 
ville, N. Y., producer of folding paper 
boxes and wood fiber drums, is building 
an addition, 95x175 ft. 

The Baker Furniture Co., Allegan, 
Mich., will build an addition to cost 
more than $75,000. Wood-working ma- 
chinery will be installed. 

J. P. Danielson Co., Inc., Jamestown, 
N. Y., manufacturer of wrenches, etce., 
is erecting an addition to cost approxi- 
mately $55,000 with machinery. 

The American Stamping Co., 978 
East Sixty-fourth street, Cleveland, 
will build a one-story addition, 60x150 
ft. KE. H. Krueger is secretary. 

Penick & Ford, Cedar Rapids, Iowa, 
plan to erect a two-story addition to 
their sugar mill, 100x165 ft., to cost 
about $100,000 including equipment. 

Henry Disston & Sons, Inc., Tacony, 
Philadelphia, manufacturers of saws, 
files, ete., have let contract for an addi- 
tion to cost upwards of $150,000 with 
equipment. 

MacGowan Bros., Inc., Beaver Mead- 
ows, Pa., has started construction of a 
one-story addition to its silk mills, the 
cost estimated at more than $45,000 
with equipment. 

The William L. Remppis Co., Chest- 
nut street, Reading, Pa., manufacturer 
of ornamental iron materials, wrought 
iron, ete., plans to build a one-story ad- 
dition, 60x120 ft. 

The Wolf New Process Abrasive 
Wheel Co., Hanover street, Meriden, 
Conn., manufacturer of grinding 
wheels, has started work on a one-story 
addition, 46x50 ft. 

A. Weiskittel & Son Co., Twelfth and 
East Lombard streets, Baltimore, Md., 
manufacturers of stoves, stove castings, 
etc., are erecting a one-story addition 
to cost about $100,000. 

The Graham Glass Co., Evansville, 
Ind., manufacturer of bottles and other 
hollow-ware, is erecting a one-story ad- 
dition, 160x255 ft., to cost about $350,- 
000 including equipment. 





The Mergenthaler Linotype Co., 29 
Ryerson street, Brooklyn, N. Y., has let 


contract for an eight-story addition, 
30x82 ft, said to cost more than 
$350,000 with equipment. W.. &. 
Dusenbury, 1841 Broadway, New York, 
is mechanical engineer. 

The National Paper Products Co., 
Stockton, Cal., will build two one-story 
additions, to cost about $150,000. The 
consulting engineer is V. D. Simons, 
435 North Michigan avenue, Chicago. 

The Worthington Pump & Machinery 
Corporation, Clinton and Roberts 
streets, Buffalo, N. Y., is said to be 
planning an addition to its plant, to 
cost more than $50,000 including equip- 
ment. 

The Hoskins Mfg. Co., 4435 Lawton 
avenue, Detroit, manufacturer of elec- 
tric furnaces, ete., is having plans 
drawn for a new addition, 80x290 ft., 
estimated to cost $100,000 with equip- 
ment. 

Niagara Machine & Tool Works, 683 
Northland avenue, Buffalo, N. Y., man- 
ufacturer of sheet metal machinery, 
will build a one-story machine shop 
addition to cost about $90,000 with 
equipment. 

The Messmer Mfg. Co., 2700 South 
Seventh street, St. Louis, Mo., manu- 
facturer of brass and bronze castings, 
ete., is building a two-story foundry 
addition to cost approximately $30,000 
including equipment. 

The Chaplin-Fulton Mfg. Co., 36 
Penn avenue, Pittsburgh, manufacturer 
of brass, bronze and kindred metal 
castings, contemplates a_ three-story 
addition, 30x100 ft., to cost more than 
$75,000 with machinery. 

The Allen-Bradley Co., 286 Green- 
bush street, Milwaukee, manufacturer 
of electric controlling devices and allied 
appliances, plans to invest $250,000 in 
additions to its plant. New equipment 
of diversified lines will be installed. 

Chicago Pneumatic Tool Co., 6 East 
Forty-fourth street, New York, pro- 
ducer of pneumatic and electric tools, 
will erect three one-story additions to 
its Franklin, Pa., plant. The project 
will cost approximately $500,000 with 
equipment. 





New Factories 





The Passaic Bergen Welding Co., 
Clifton, N. J., will build a one-story, 
380x120 ft. plant at Hackensack, N. J. 

Valley Cotton Mills, Harlingen, 
Texas, plans to erect a new plant. L. E. 
Sealey is assistant secretary and treas- 
urer. 

The Firestone Tire & Rubber Co., 
Akron, Ohio, will invest more than $1,- 
500,000 in a plant to be erected at Los 
Angeles, Cal. 

The Decorated Metal Mfg. Co., 196 
Degraw street, Brooklyn, N. Y., will 
erect a six-story plant to cost approxi- 
mately $45,000. 

The F. J. Stokes Machine Co., Tabor 
road, Philadelphia, manufacturer of 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















SKINNER Clamps 
Stop Leaks 





SWACO OE 


SAFETY HOPPER CAR WRENCH 
A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 
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PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling — Buffing—Rotary 
Filing—S c re w Driving— 

Nut Setting 


and hundreds of 
operations, 


other useful 
several size 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


“The Lindy” 


Three Speeds 


14 Hp. motor, 110 volts, 
60 cycles, single phase to 
operate from lighting 
line, complete $60.00. 

Write for bulletin 400. Al 


of attachments. For— 
Polishing, Sanding, Filing 
Scratch Brush, Grinding, 
Finishing, Vulcanizing 
Plant Garages, Paint 


Shops, Machine Shops. 
Invented and Built Exclusively by 


Stow Manufacturing Co., Inc. 
Binghamton, N. ¥ 


~NEW! 


50 Island St., 


ELCO Wood Screws 


Iron and Brass 


Prompt shipments are made 


ee 


from our large stock of Iron 
and Brass Wood 


Machine Screws. 


Screws and 


You will be pleased with the at- 


tention given to your orders 


and instructions. 


Let ELCO Serve You 


ELCO TOOL & SCREW CORP. 
Rockford, Hl. 





Broadway at 13th 












The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 


It’s SAFE 








a 
J. D. WALLACE 2801 WILCOX ST. 
& CO. 5 wr CHICAGO, ILL. 


THE CORRECT. 
Grinder and Buffer 









vith mill 


supt iy ee ; use 
MARATHON ELECTRIC 

MFG. CO. 
Wausau, Wis. 





The , 
Standard 


Ball Bearing 


Buffers 


Grinders 


aneine ; 
Made in Eight Sizes i) ® Write for 
up to 15 H. P. Hor br Catalogue 
The Standard Electrical — 
Tool Co. Pre 
i ; ; Establis 
Cincinnati, Ohio F 1912 - 


* mention Mitt Supp rigs. 
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machinery and accessories, will build a 
one-story plant, 47x90 ft. 

The Western Pine Mfg. Co., Spokane, 
Wash., contemplates rebuilding the por- 
tion of its plant recently destroyed by 
fire, with loss reported at $70,000. 

The Russakov Can Co., 936 West 
Chicago avenue, Chicago, is drawing 
plans for a four-story plant, to cost in 
excess of $80,000 including equipment. 

The Turner Simplicity Engine Co., 
Oskaloosa, Iowa, plans to restore the 
portion of its plant recently destroyed 
by fire, with loss said to be about $80,- 
000. 

The Vermont Marble Co., 244 Bran- 
nan street, San Francisco, will build 
a one-story plant to cost about $50,000 
with machinery. E. C. Porter is man- 
ager. 

The Western Pipe & Steel Co., 4948 
Bloomingdale avenue, Chicago, is re- 
ported to be planning a new plant at 
Blue Island, Ill., to cost approximately 
$40,000. 

Northwest Pulp & Paper Co., Astoria, 
Ore., has complete plans for a pulp 
and paper mill to cost in excess of 
$1,000,000. Modern equipment will be 
installed. 

Taft Woolen Co., Caryville, Mass., 
will equip its new dyehouse, which is 
rapidly nearing completion, with com- 
plete units of the latest design drying 
machinery. 

The Hardwood Co., Broadway, Va., 
plans restoration of the portion of its 
planing mill recently destroyed by fire 
with loss reported in excess of $85,000 
with machinery. 

The Republic Paper Products Co., 
1402 West Marshall street, Richmond, 
Va., plans the erection of a new plant 
at Bastrop, La., to cost about $250,000 
with equipment. 

Grossman Brothers & Rosenbaum, 8&2 
Willow avenue, New York, will erect a 
plant to produce steel stairs and allied 
products. The reported cost is in ex- 
cess of $175,000. 

C. S. Porter, 1115 Thirty-fifth street, 
Galveston, Texas, producer of wire 
nails, wire goods, ete., is reported to be 
erecting a plant which will cost about 
$35,000 with equipment. 

Vanleer Brothers, Brookville, Pa., 
will rebuild the portion of the planing 
mills and wood-working plant recently 
destroyed by fire, with loss reported at 
$100,000 including equipment. 

Thomas Halton’s Sons., Inc., Mascher 
street, Philadelphia, manufacturers of 
textile machinery, will erect a new 
plant, 155x500 ft., said to cost in ex- 
cess of $50,000 including equipment. 

Eeo-Thermal Stove Co., Lebanon, 
Ohio, manufacturer of gas ranges, etc., 
will replace the portion of its factory 
destroyed by fire with a two-story plant 
said to cost about $100,000 with equip- 
ment. 

Fessler Mfe. Co., Moberly, Mo., man- 
ufacturer of tools and other mechanical 
equipment, has awarded contract for a 
new one-story plant to cost upwards of 
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$100,000 with equipment. J. W. Fessler 
is president. 

The Spencer-Wynne Paper Products, 
Inc., Newburgh, N. Y., plans to build 
a one-story mill to cost more than 
$100,000 including machinery. R. W. 
Spencer, 85 Grand street, Newburgh, 
is president. 

Fairbanks, Morse & Co., Inc., 900 
South Wabash avenue, Chicago, plan a 
two-story branch plant in the Smith 
Park district, Birmingham. Reported 
cost of the project is more than $50,000 
including equipment. 

Fairfield Paper Box Co., Baltimore, 
Ohio, will erect a two-story mill at 
Chillicothe, Ohio, to produce straw- 
board, boxboard and other raw mate- 
rials. The project will cost about $150,- 
000 including equipment. 

The Ingersoll-Rand Co., Higgins 
building, Los Angeles, producer of rock 
drills, mining machinery, etc., is erect- 
ing a two-story factory to cost about 
$65,000. Headquarters of the company 
are at 11 Broadway, New York. 

The Stamford Rolling Mills Co., 
Springdale, Mass., manufacturer of 
brass sheets and kindred brass special- 
ties, will rebuild the portion of its plant 
recently destroyed by fire, with loss of 
about $50,000 including equipment. 

The Montgomery Lumber Co., Suf- 
folk, Va., is said to be planning the 
restoration of the portion of its mill 
recently destroyed by fire, with loss of 
more than $110,000 including machin- 
ery. G. B. Montgomery is president. 

Crane Co., 836 South Michigan ave- 
nue, Chicago, has let contract for a 
two-story and basement factory branch 
and distributing plant, 80x270 ft., to be 
built at Oklahoma City. It is estimated 
to cost $150,000 including equipment. 

The Standard Wholesale Phosphate & 
Acid Co., Continental building, Balti- 
more, Md., manufacturer of sulphuric 
acid and kindred products, is building a 
two-story plant in the Curtis Bay sec- 
tion, to cost about $450,000 including 
equipment. G. S. Whiting is president. 

The American Can Co., Hunter-Dulin 
building, San Francisco, is preparing 
plans for a one and two-story plant at 
Pacific Grove, Cal., to cost upwards of 
$500,000 with equipment. C. G. Preis 
is chief engineer, and his department, 
located at company headquarters, 120 
Broadway, New York, is in charge. 

The Mosher Steel & Machinery Co., 
Dallas, Tex., proposes to invest more 
than $400,000 in a group of eleven 
buildings to be erected on a local site, 
recently acquired. The unit will include 
structural iron and ornamental iron 
works, iron and steel shop, machine 
shop, foundry, forge and_ blacksmith 
shop, and pattern shop. 





Field Notes 





The Van Dorn Electric Tool Co., 
Cleveland, Ohio, will enlarge its New 
York sales rooms at 30 Church street, 
providing a storeroom and service sta- 


tion to handle spare parts and emerg- 
ency orders. 

The Link-Belt Company has opened 
a branch sales office in Birmingham, at 
toom 229, Brown-Marx building. W. 
H. Norton is in charge. 

Standard Tool & Die Co., 62 Mason 
street, Milwaukee, has incorporated 
without change of name, with an au- 
thorized capital stock of $10,000. 

The Hughes Tool Co. of Houston, 
Texas, distributor of mill supplies and 
machine tools in the southwestern ter- 
ritory, is erecting a new warehouse. 

The Calkins-Cole Mfg. Co., Rockford, 
Ill., was recently organized to produce a 
portable motor-driven saw. The _ in- 
ventor, Miles A. Calkins, is president. 

American Swiss File & Tool Co., 
Elizabeth, N. J., recently assumed man- 
ufacture of small tools formerly made 
by the Braunsdorf-Mueller Co. of Eliz- 
abeth. 


The Johns-Manville Corporation, 
New York, plans the early operation 
of a new factory at Nashua, N. H., to 
manufacture asbestos shingles and 
kindred products. 


The Philadelphia Gear Works, manu- 
facturer of gears and speed reducing 
units, moved on September 1st into its 
large and modern new building at Erie 
avenue and G streets, Philadelphia. 

The Thorpe Textile Service has been 
formed and incorporated at Gastonia, 
N. C., to manufacture textile machinery 
parts and to repair textile mill equip- 
ment. Arthur Thorpe is general man- 
ager. 

The Price, Watson Co., 80 E. Jack- 
son boulevard, Chicago, was recently in- 
corporated to manufacture and deal in 
iron and steel railway supplies, ma- 
chinery, brass and metals of various 
descriptions. 

The Batcheller Saw & Tool Corpora- 
tion, Port Jervis, N. Y., has been 
formed to manufacture a complete line 
of hand saws. The new company has 
purchased the plant of Jennings & Grif- 
fin Saw Manufacturing Co., Port Jervis. 

The Earle Gear and Machine Com- 
pany, with main office and plant at 
4707 Stenton avenue, Philadelphia, an- 
nounces the opening of a New York dis- 
trict office at 95 Liberty street. C. N. 
Walsh and George E. Barrett are in 
charge. 

The Fafnir Bearing Co., New Britain, 
Conn., ball bearing manufacturer, will 
develop a new department to produce 
a ball bearing spring shackle for auto- 
mobile service. Elijah H. Cooper, 
chairman of the board, is inventor of 
the shackle. 

Genfire Steel Company is the new 
name of the General’ Fireproofing 
Building Products, Youngstown, Ohio, 
a subsidiary of the Truscon Steel Co. 
This change was made to avoid con- 
fusion with the General Fireproofing 
Co., Youngstown. 

Peerless-Tulsa Co., a new supply 
house just opened in Tulsa, Okla., will 
distribute a general line of plumbing 
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| WE WANT ' JOBBERS SCHULTZ 
hie Ah sie. é 53 Friction Clutches 
z 30 Years on the Market ‘ 
Guaranteed to contain no rosin Thousands in use on 
+ e i machines and trans- ; 
WIZARD (Stick) Belt Dressing | mission lines | | 
‘ “ a ' ' Simple—Powerful H ; 
is sold exclusively through jobbers! Dependable | 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. A. L. Schultz & Son i 
' 1675 Elston Ave., Chicago, Ill. ' 
RICHMOND BELT DRESSING MFG. CO., Inc _— - } 
Richmond, Va. | 


“DIVCO” Brands 
Babbitts and Solders 


yh 0) 4 Nik 2500 R. P. M 

r “D Iveco GENER 
AND ANTLFRIC rl 
DIVCO” 
BiTT 
)ENED \ indard N i. 2 nd 4 
ry ¢ed t 


SI I¢ 
ON BABE te 


D IvVco” ea’ ALUMINUM MILL BEARING BAB 


1 n id 
DIVCO COPVER HARI 


1 trial order will convince vou as 
quality of “DIVCO” Products. 
Jrom vou. 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. 


Chicago, Ill. 






BALL BEARING 


ements 


| Cae 


in 


CLEMENTS MFG. CO 


624 Pulte m Street, 
© Chie ago, Illinois 


~y 20, 000,000— 


S.A.E. and U.S.S. Thread 


CLEVELAND 











— Nm) a , 
CAP SCREWS Send for 

| vay tocked for immediate ipment. Catalog and 

I Saesion “Philadelphia ¢ cdl ‘ar 3 Terms 

; I Atlanta, Buffalo Memph nd San 

; complete tock in 

ti HOLLANDS MFG. CO. 

t ESTABLISHED 1887 

| The Cleveland Cap Screw Company 

2921 Kast 79th st. Cleveland, ©. ERIE, PA. 








Mine mail Mill Susie ine | 
Increase Your Sales Through Foster | 


“Special Resale Prices” 
New Rails Relaying Rails 
New Track Accessories 


Immediate Shipment—Quality Guaranteed 





Send us vour inquiry for quotations ; ‘ 

? “1 Ton or 1000" 
Main Offices: 
Pittsburgh. Pa. 
154 Nassau St 
New York City 


Illinois 
Merchants 
Bank Blde. 
Chicago. Hl 


LBFOSTERCO-|f 





rs PITTSBURGH PA.- NEW YORK CITY, 


Rain pee Wind Won't Step 
EVERHOT “50” 


a= ren te QT cS CS 
at raid ° The : 
Sc “SILIN-W it | 
MANUFAC TURING CO. Maru wos i 
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supplies in the northeastern part of the 
state. John G. Madden, who has had 
ten years’ selling experience in that ter- 
ritory, is manager. 

The Brown-Craven Equipment Co., 
North Chattanooga, Tenn., recently 
formed, handles new and rebuilt ma- 
chinery and tools, and has been ap- 
pointed distributor of equipment pro- 
duced by the Construction Machinery 
Co., Waterloo, Iowa. 

The annual sales conference of Alex- 
ander Bros., Inc., Philadelphia, manu- 
facturers of leather belting, was held 
in the home offices for three days be- 
ginning August 15th. Salesmen of the 
company gathered from all over the 
country for this meeting. 

Complete stocks of wrought iron pipe 
have been placed in the warehouses of 
J. K. Larkin & Co., Inc., by Cohoas 
Rolling Mill Co., New York. The 
Larkin company distributes pipe, sheets, 
nails, bolts, rivets and kindred products 
in the New York City district. 

The Muscle Shoals Supply Co., re- 
cently organized to distribute machin- 
ery and tools in the Sheffield, Ala., «dis- 
trict, announces that it is interested in 
stocking all equipment for 
contractors, and desires to communicate 
with manufacturers of such supplies. 


classes of 


The Machinery Club of Chicago is en- 
joying new quarters at 671 West Wash- 
ington boulevard, where the club room 
have been equipped with new furnish 
ings and various new conveniences. 
Membership is drawn from the machin 
ery, tool and allied industri ‘hi 


] 


sin Chi 





cago. 

Henry Disston & Sons, Inc., Philadel- 
i established an = additional 
Pacific coast branch at Tacoma, Wash., 


pila lave 






are prepared to give Tacoma lum- 
ermen repair service in every angle 

* the Saw bu iness, by =1ae earryil 2 

complete line of saws and saw 
cessories. 

Swi n Tool & Mac e Corp., I 
Pa., recently incorporate icceed 
lite Tool & Machi Co in 
nanufacture punch ( lig 
res, pecial tool ar ng () 
\ Sw on pre {¢ ( > | { 
on, ti un Otto F. B ( 

cretary. 

H« main-Maraquard | r Man 
( S lou Mo tly ove 

ew int 1525-27 No Bro 

vy. M. Hoffman ( nt, and ¢ 

H. Marqu eC LE f CO 
ny, ( OUUCE I Nn 

O nye macn ne \ It ( 

yrated l LOO7 

R. G. Haskins Co., (¢ cago ma 

eture) of portable exible 
equip recently me ) new 

ne 1G Fulto reet 

no n brick ructure, 75x12 

0 ll co TI 
pany ormerl\ bocatle i rd 

Vest Lake street, Chicago. 


The Merrill Machinery & Supply Co., 


Merrill, Wis., distributor of mill ip 
plies, plans a new department for 
manufacture of wire goods, and is con 





1 i] . TTHRCR iz 
) : ye ES Se = 
verting its former foundry building into private railroad siding. “Our com- 


a shop for the purpose. W. A. Talcott 
of South Bend, Ind., has been chosen 
manager of the department. 

What probably ranks as the largest 
single machine tool order in a year is 
one amounting to $500,000, sold by 
Niles-Bement-Pond Co., New York, to 
the Sorocabana Railway, owned by the 
state of Sao Paulo, Brazil. The order 
covers complete repair shop equipment 
for shops at Sorocaba, Brazil. 

The Bayley Mfg. Co., 732 Greenbush 
street, Milwaukee, has changed its cor- 
porate name to Bayley Blower Corpora- 
tion. The company, which is one of the 
oldest and largest manufacturers of 
ventilating systems, fans, blowers and 
air conditioning apparatus, made this 
change so its name would be more in 
harmony with its products. 

The Blake Specialty Co., Rock Is- 
land, Ill., has arranged with the Testite 
Co., Columbus, Ohio, formerly the 
Groeniger Mfg. Co., to produce and sell 
the latter’s Testite line of plumbing 
supplies. Machinery and other plant 
equipment were recently moved to Rock 
Island, and production started in July 
“Blake-Testite” line. 

Joseph Beal & Co., 465 Atlantic ave- 
nue, Boston, distributors of new and 
ised metal-working machinery, have 
leased 7,000 square feet of floor space 
at Summer and Second streets, South 
I The new location will house a 
display of heavy mechanical equipment, 
while the company’s present 
will be used for light machine tools. 


on the new 


soston. 
quarters 
A conference covering all phases of 
the welding industry will be held at th 


Un versity of Minnesota, October 20t! 











to 22nd, under the management. of 
Prof. S. C. Shipley, acting head of th 
ical engineering department of 
ie college of engineering. Papers and 
oul ible discussion led by expert 
n the espective fi ll feature th 
mterence 
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pleted offices, warehouse, pipe and steel 
storage, combined in this building, and 
equipped with modern handling: facili- 
ties, permit us to serve our trade more 
efficiently,” states the company. Other 
branches are located in Altoona, Pa., 
and Worcester and Springfield, Mass. 


The Osborn Manufacturing Company, 
Cleveland, has purchased the Rubico 
3rush Manufacturers, Inc., New York, 
makers of high grade paint and varnish 
brushes. Rubico Brush Manufacturers, 
Inc., will be continued as heretofore. 
Isidor A. Rubin, founder and manage} 
of the company, and a veteran in the 
brush manufacturing business, will con- 
tinue as president in charge of opera- 
tions. Earl W. Cannell, The Osborn 
Manufacturing Company, has 
elected secretary and assistant man- 


ager. 


} 
peen 


The Hudson Brass Works, Ine., 
Brooklyn, N. Y., and the Ross & Gade 
Co., Inc., New York City, will operate 
as one unit under the firm name of 
Hudson Brass Works, Ine. Both man- 
ufacture plumbing fixtures and_ allied 
products. Sales forces of the two com- 
panies will be retained without change, 
and the old customers of Ross & Gade 
Co., Inc., will be served by the Ross & 
Gade Division. Officers of the Hudson 
Brass Works, Ine., include 
Guterman, president; Samuel 
vice-president, and Donald 
retary-treasurer. 


Theodore 
Gade, 
Ross, sec- 
The Leather Belting Club of Chicago 
played golf tournament o 
he season at the Maywood Golf Club 
course Thursday, July 21st. Wit] 
S9 gross, 69 net, J. E. Donovan, 
Graton & Knight Co., won all 


including iis 


its second 





inscribed on the 


A. Weis of the 


hame 


silver golf trophy cup. 


Chicago Belting Co., won second low 
net; E. Zimmerman, W. D. Allen Mfg. 
Co., first low gross; H. Watson, Alex 
nade Bros Inc second low @Yross,; 
\ \. Seubert Chicago Belting ¢ 

it net & s Boldebuck t 
Kao Be oa a g 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of ail 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 





Champion Blower & Forge Co. 


Lancaster, Pa. 








OLES VISES 


for all 


Woodworkers 


Toles Vises and 
Toles Junior Vises are 
convertible from either 
screw action to that of the 
other. 









Sell the Genuine—Ask for Catalog 


W.C. Toles Company, Woodstock, Ill. 








DEAL, 


HOISTS - TROLLEYS 
CRANES 


Sold Through Jobbers Only 


THE DICKERMAN Hoist Mre.Co. 
CLEVELAND, OHIO 





The preferred babbitt 


You can easily make Magnolia Metal one_ of 
your most profitable lines. Thousands of bearing 
metal users prefer it because of its uniform com- 
position, ease of handling, and _ cool-running 
qualities. 

Write for prices and special dealer helps. 


Magnolia Metal Co., 75 West St., New York 


MAGNOLIA 


metal line, standardize on Magnolia Products 


















“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


and durable. 


LOXYTTCNOXTINIVCYTITT ati Eos 






BROWNIE NOS 


Ask your jobber or 
write us for a catalog. 


Strong Furnishec’ 





BROWNIE MFG. 
CO., INC. 


either plain or galvanized. 





Fort Wayne, Ind. 





D AVIS Valve Specialties have 
been performing satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 

You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 


108 Milwaukee Ave. Chicago, HL, 


DAVIS VALY 


[STEAM SAVERS SINCE 1875 ] 


SPBCLAILTLES 


MS#-Giray 








ECONOMY THUMB SCREWS 


a : The new “Economy” Thumb Screw is similar to 
ASIN a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 





No delay in shipment. 
sizes. 
seller. 


Complete stocks of all 
Also made in brass and bronze. A good 
Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 
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Heats COPPERS Quickly 


The No. 91 is the best general util- 
ity fire pot and is excellent for all 
indoor work or for outside use. Not 
affected by wind or cold weather. 
A pair of soldering coppers up to 
twelve pounds can be quickly 
heated, and a six inch pot of metal 
melted at the same time. An open 
fire is secured by removing the top 
section and the swiveled burner can 
be turned to best suit the work to be done. 
No. 91 is the ideal fire pot for the tinner 
and roofer and for general shop and fac- 
tory use. Jobbers supply our line at factory 
prices. 


Clayton & Lambert Mfg. Co. 


Beaubien Si., Detroit, Mieh. 





No. 91 Fire Pot 


Ask for Latest Price G2575 














Mitt Supptiers. 
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Donovan, former president, is now serv- 


ing as president and treasurer of the 
organization, and F. M. Brennan is the ; 
new secretary. President Brennan an- is ° 


nounces that the company distributes annie. a" Anee P . F unavena - ; Fi Ne a ANCY = URE ‘ —— aay ; - ' rey 
2 S} XKELESS As AL OF; ORS, wet | YLANCY “S SG ” Stee se Cla s— 
its products exclusively through the re : nace agg A sot 


: : Melting Furnaces, Portable Oil Burners, Paving Complete line, 94 sizes, for garden, hydrant and 

jobber and dealer. SS. J. onovan, as 00 eaters, Asphalt Spray Outfits, Weed steam hose. Send for list of sizes, prices. an 

jobl 1 dealer. S. J. D n, a Tool H Asph Spray team } Send for 1 f d 

has been announced, is now manufac- Burners and Large Kerosene Torches. Ove r | distributors” discounts. — J. R. Clancy, Ince., 
‘ : : 10,000 Acroil Heaters in use. Send for Bulletin | Syracuse, N. Y. 

turing fibrous duck, rubber and metal- 


: 2 : No. 54-M, giving prices and full information. - _ - 
lic packings under the name of S. J. Aeroil Burner Company, West New York, N. J. RS eee ee nee : 

D yan, at Chester, P< LUMNITE FACTORY WHITE — For interior: 

onovan, a lester, Fa. - = ‘ of Factories, 

: Mills, Ware- 

houses, ete. 

Most economi- 

cal coating 









CLASSIFIED AJAX BIBB RESEATER—Handiest tool for 
AALS Te ae a | cutting new seats on house 
ADV ERI ISEMEN I he hold bibbs and _— faucets. 


known. Write 
for circular 





2200 N. 2nd 


Street, St. Louis, Missouri. 


| 
| ' 
| Cc j 
| omplete with reversible | and nearest 
7 é eares 
Classified Line Advertisements under heads of AJAX cone and 4 = steel cutters. source of sup- 
Wanted, For Sale, etc., will be published in | Also expanders for 14”, 5¢”, | ply The Rear 
} ” c . ie! wee = 
this Department at a rate of 20 cents a line, Mas etc , tubes. Ajax Mfg. Co., 848 Jacksonia | don Company, 
each insertion. Count six words to a line. iSt., Pittsburgh, Pa. | I. 2 
| | 


SITUATIONS WANTED a 


Young man, single, 32, college educa- 
tion, 7 years experience selling tech- 


BAND SAWS—PARAMOUNT BRAND— 
“AIR. SPRING’ COMPRESSED Straight and Bevel Pack are giving universa) 





RAGE CITDC . | satisfaction to the most critical users Our 

‘ ° ° f EASE »S—! atically P o . : 
nical products to industrials and estab- | sty decay mae dl re pace oe specialty is narrow Band Saws only, so we 
lishing dealer organizations in Central | ings with greatest efficiency and | Sontines cat, produce a better grticle. Save 
States ress | c seswas. 1 utmost economy. Four sizes, plain | YOU" OlG band Saws by sending them to us 101 
States. Address No. 901, care MILL | and polished stecl, We also. make | the best repair job vou ever saw. New and re- 
Sl PPLIES, 537 South Dearborn Street, the “Shurflo” wick feed oil cup. | paired saws guaranteed. We solicit your in- 


Chicago. 

Where is the manufacturer who needs a 
a salesman thoroughly experienced in WOOD ROLLS—that give better results. Made 
selling to the mill supply and indus- | by specialists with years of experience in small, 


Folder on request. Hunter Pressed quiries. J. D, BURRILL & SON, Ilion, N. Y. 
Steel Co., Lansdale, Pa. 











2 q i. E : —_— _ , | medium and large rolls for any kind of work. 
trial fields? Several years experience | Many improved and patented constructions. 
calling on mill supply houses and in- | Write for information giving size used. Rodney 


HADCO CARD HOLDERS. Made cheap. Sold Hunt Machine Co., Maple St., Orange, Mase. 
cheap. For tag- 
ing bins in dusty 
stockrooms. Cost 


1 


dustrials in the middlewest and east. 
Familiar with mechanical lines. Ef- 
ficient, reliable and able to produce. ails tthe we a 
Available now. Address No. 902, care : pdedinic tot ei ee 
MILL SUPPLIES, 537 South Dearborn and style. Send for samples and prices. Had- 
Street. Chicago don Bin Label Co., Haddon Heights, N. J. 
: ; ago. 

An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 





COLUMBIA CALIPERS 


ey = Q)} ' 


— : Necessit 











They Prove Your Work 
Catalog? 
imbia Caliper Co., Marietta, P 


Suc’r. E. G. Smith Co 








right opportunity. Has traveled on McLEOD'S LEATHER BELTING Exe llent : 

| se 8 i a“ ie averse ete de items for mill supply distributor. Cut from se- 

yusiness In practi “ y ov ry state | lected oak belting butts, made from packer steer BUSINESS MEN'S PAPER PRESSES—Econom- 

the U nion, and is well known to mill hides and tanned by oak bark, slow process ically handle baleable :aaterial such as old paper, 

supply and wholesale hardware houses. method. All leather used is hand stuffed and shavings, excelsior, wool, scrap tin, and other 

Capable and a hard worker. Address loft dried. Made to — nt —o of fre- po ya —— agit size . have lever - —_ 
y ara St 7c On Q quent take-ups on_ pulleys. Suited to wid end. perated by one or two men as desired. 
No. 900, gents MILL St PPLIES, 537 South jvariety of drives, service conditions, size of Universally used by industries. Ask for catalog 
Dearborn Street, Chicago. pulleys, ete. Ask for further information. Business Men’s Paper Press Co., Wayland, Mich. 


McLeod Leather & Belting Co., Greensboro, N. C. _ -- 


SALESMEN WANTED 


" DRILL CHUCKS—"“'Ettco” Keyless, Ball Bear- 





. <2 : ing, foe electric drills and general use. Now 
Men to sell line of Wits waste anc standard equipment on Black & Decker electric 
wiping cloth to jobbers and industrial drills. Can be installed on any electric drill. 


: EAGLE WELDED STEEL BENC ERS are Sepa teiggeinest Circe ers ithe, age 
plants. Drawing account to producers. EL BENCH OILERS are Write for catalog and prices. Eastern Tube & 











’ = cee ra made to withstand the hard use Tool Co., 594 Johnson Ave., Brooklyn, N. Y. 
Address No. 905, care MILL SUPPLIES, << ak tae ane. eee — eo 
537 South Dearborn street, Chicago. shop. Bodies are seamless with ~ 
Salesman experienced in selling mill 2g ee ee are | MARTIN PORTABLE — a and es 
ie * ) : “oO istrie also welded. No solder or braz- P ender for cutting 
supplies for Pittsburgh district—to ing used—therefore no chance threading and be nding 
build up the territory—one who can be din cs ia Gk. ee pipe. Portable, _ with 
out eight weeks at a time. Opportu- der from your jobber or write ne otis, wet 
nity for advancement. State age, ex- for catalog. EAGLE MANU- iets os pacha 
perience, salary and reference. Address FACTURING COMPANY, Wells- 





floor, walls or ceiling 


burg, W. Va. Will not tilt, upset or 


No. 904, care MILL SUPPLIES, 537 South 








‘ Le skid. Small and 

Dearborn Street, Chiacgo. pe gery Mlcaere 
Salesman mill supplies and_ tools to 414” pipe. H. 

New York City and vicinity. Old estab- Martin & Sons. 62 

. 1 ,* ee . 2nd St., Owensboro 

lished house, liberal commission. Must “BRAPACO” ASBESTOS JOINT RUNNERS 

have some customers. Give full par- made from highest grade Asbestos Yarn equipped 

ticulars in first letter. Any one with- with malleable iron unbreakable Clamp. EMMERT UNIVERSAL VISES—Also Adjust- 


out the knowledge and experience need 
not apply. Address No. 903, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 


able Hand Screws, Steel Bar Clamps, Miter Jacks 
and other tools. Send for description. p es 
and discounts. Emmert Mfg. Co., Box J, 
Waynesboro, Pa. 





AGENCY WANTED GENUINE CANNON PUMP OILERS Fore 


the oii anywhere. Operator controls flow ot 
. r through complete force pump attachment. N 
An old established concern in New SAC Gata Alcan), Se nmNated). foods alan 
York City with warehouse and efficient No clogging—spout always full of oil. For light 
Pes acs j j j or heavy oils. Write The Cannon Oiler ¢ 
sales force, wishes to enlarge its line ; 


r - 2 Keithsburg, UL. 
by taking the agency for New York 


City and vicinity, or for a larger ter- 


ritory, for a number of hardware and : ee hi gets eee q GLUE ROOM EQUIPMENT 
ill s ly specialties Address No All sizes for 2” to 72” pipe carried in stock. a Used World Ove 
mill supply specialties. Address No. Catt, . Braid. - 








. ster - and jobbers’ prices on request. Glue Pot: Mi 
898, care MILL SUPPLIES, 537 South ing & Packing Works of America, 254-256 46th Spreaders Presses Clam} 
Dearborn Street, Chicago. St., Brooklyn, N. Y. EST. /880. cain OF: Buckle Ind 























_ ness < ee aaa as 








“Fortify for Fire Fighting’”’ with 


Diener Fire Extinguishers 


and Safety Fire Appliances—Approved and Labelled by 
Underwriters Laboratories, Inc. 


Reliability 
should be the first con- 
sideration in regard to 
fire fighting appliances. 
Diener Extinguishers 
are reliable. 

Soda-Acid Extinguish- 
ers. Pump-Tank Ex- 
tinguishers. Non- 
Freeze Extinguishers. 








Write for Complete 
Catalog 
showing Fire Extinguish- 
ers, Oily Waste Cans, 
Excelsior Cans, Safety 

Cans, Shop Cans, etc. 

















DIENER PRODUCTS ARE SOLD THROUGH JOBBERS 


Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. CHICAGO, ILL. 








Zs A Terch For The popularity of ““Tor- 
rid’ Blow Torches made 
by Diener was estab- 
lished by super-quality, 
right price and fair deal- 
ing. 
Jobbers selling them 
have our full coopera- 
tion 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 


150 lbs. pressure. Total tem- 
perature 450 deg. F 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 














ROUND RAWHIDE 
TWISTED CORD 


Made of exceedingly strong fibre twisted under 
a high tensile strain for 


“Safety Belt Lacing” 


Wire-like but pliable, stretchless but 
slightly elastic. The most durable 
round belt lace made, and cannot 
cut or cause accidents to workers. 
Put up in 100 ft. packages in four 
sizes. 


“Loom Cord and Machine Cord” 


Made in various sizes up to 1g inch. 
Also for Clock Cord, Raquets, Bows and Instruments. 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 


SELF-OILING + JUNIOR 



































DIRECT 








There is com- 
plete satisfac- 
tion in Myer 
direct from. the 
well automatic 
water service 
Here is the ideal 
way. It appeals 
to those who are 
considering modern 
water facilities for their 















































homes or farms. Auto- ; vy, Take Off your Hat~? 
matic control, lower oS MYERS " 
pressure levels than PUMPS — mATED SYSTEMS — wa 0008 HANGERS 











tank systems, positive 
self-lubrication, housed working parts, ample strength and 
ompactness, sufficient volume, reduce operation and mainte- 
nance costs, minimize wear and breakage, prevent accidents, 
provide a dependable water supply and assure long-time, 
uniform water facilities 


Ask for copy vas our No. HP-27 Catalog 


THE FLE.MYERS & BRO.Co. | 
| ASHLAND, OHI0. 


ASHLAND PUMP AND HAY TOOL WORKS = - 

















e mention Mitt Suppries 
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ABRASIVE PAPER AND CLOTH 

H. H. Barton & Son Co. 

AIR C OMP REssOKRS 
Quincy Compressor Co, 

ANVILS 

Columbus Anvil & Forging Co 
Yost Mfg. Co 

APRONS, LEATHER 


Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
ARBORS 


Morse Twist Drill & Machine Co 
ASB: STOS P KODE CTS 


Gen il Asbestos & Rubber ¢ 
BABBITT ME TALS 

\r 1 Simeltin Comp 

Di yn Smelt ng «& ng ¢ 





Dodge 


Manufacturing 
I AY to 





‘BARRELS, STEEL 
Mullin Body Corp 


BARRELS, TUMBLING 














Royersford Foundry & Machine Co. 
BARROWS 
i Wheelbarrow & M 
“pane sete 
T< jo Whee rr Co 
BE AR INGS » BALL 
Fafnir Bearing Company 
“a ae a 
Th Buntin i B ze Co 
Arthu Hiarris & Co, 
aoe oe, SHAFT, BABBITTED 
Bo lou & Machine Co 
Do Manu turing Corporation 
The H Clutch Machine & Fuundry Co. 
TI M rt Cor ul 
R 1 Foundry & M hine Co 
“ti } I Stee ( 
Re. a W « is ( 
BEARINGS, SHAP T, BALL 
ol ' & SI 
Fafnir |] ng Cor D any 
s eins , } 
I 
= inch aati SHAFT, OILLESS 
Argut ring ¢ 
B BB AR a SHAFT, ROLLER 
Bor I M hiner or 
he Medart Company 
I Leeve Pu 
Itc erstf« i } undr & M } ne Co 
The Timken Roller Bearing Co 
BELT DRE 2SSING 
Atlant Manufacturing 
Chicago Rawhide Mt or 
Joseph Dixo Cruci ( 
kd J | I 
T} Me I al I ) 
1 & Co 
I I I) I M Ce Inc 
St I Corpe 
Vv Balata & Textile lting Co 
BELT FASTENERS 
a ig I Company 
Belt Lacer Ce 
re nt I I ene ( 
Flexible Steel Lacing Co 
BELT LACINGS, LEATHER 
Chicago Rawhide Mfg ‘oO 
“Cocheco"’—I Yilliams & Sons 
I rn lew ¢ It 
G R & ( 
I 1. S ieren Co 
BELT L. ACINGS, METALLIC 
Belt Lacer Company 
nt I I ( 
| x > Steel La > ¢ 
The Bristol Company 


BELT SHIFTERS 
T. B. Wood Sons Co 
BELT TIGHTENERS 








Dodge M turing Corporation 
The H Clutch Machine & Foundry Co, 
Tr M 7 rt ry y . 
3. Wood Sons ¢ 
BEL TING, BALATA 
Victor alata & Textile Belting Co 
BE L TING, CANVAS STITCHED 
The Mechanical Rubber Co 
Victor Bala & Textile Belting Co 


Index te 


AATATATATARAROAnZ 
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BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 
Stanlex Belting Corporation 
BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Edw. Rh. Ladew Co., Inc. 
McLeod Leather & Belting Co 
Geo. Rahmenn & Co. 
Chas. A. Sc hieren Co, 
Sterling thas. Bond & Co., 
Leather & Belting Co 
liams & Sons 
BELTING, LINK 
Chas, A. Schieren Co. 
BELTING, ROUND 
<awhide Mfg. Co 
hmann & Co 
Schieren Co. 
Ladew Co., Inc, 
ams & Sons 
al nba RUBBER 
ose & Rubber Co 
*r Co 










Philadelphia 








Boston Wwe 
The Me naeie 





Rubber Co. 
BELTING, THRESHER 


Boston Woven Hose & Rubber Co. 
dw Rt. Ladew Co., Inc. 


The Republic 





Co 
o 
“extile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co 
BELTING, TWISTED 
Edward R. Ladew Co., In 
Victor |] ita & Textile elting Co. 


BELTING, WATERPROOF 


» Rawhide Mfg. Co 








t. Lads ( I 
; i nn & Cc 
I . 2 ren Co 
W £ r & 
4 \ & So 
\ r | & Textile Belting Co 
BELTS, WELL tapes LING 
Stanlev Belting Corporati 
Victor Balata & Textile Belting Co 


BE ne HES (WORK), JEWELERS 
BENCHES, WOODWORKERS’ 
ic-\\ , M ( 


BENCH LE GS 


TI Hill Clutct Ma hine & undry Co 

BINDERS, CATALOG, LOOSE LEAI 
Kalar Loose Leaf Binder C« 

BITs, Toor HOLDER 
S onds Saw & el Ce 
BLOCKS, CHAIN 

The m-Moore Mfg. Co 
Phi rman I t Mt 
Wright Mfg oO. 
F ¥ & Towne Mfg. Co 


BLOCKS, PILLOW 






1g Corporation 


hine & Foundry Co, 
The Me \ 
Roverstf & Machine Co 
iv Co 








Wood Sons Co 


BI oc Ks, ta 
Williamsport Wire Rope Co. 
BLOWERS, FORGE 
Champion Blower & Forge Co 
BL ntge RS, GAS AND OIL COMBUSTION 


Leiman 
BL ne RS, PORTABLE, ELECTRIC 


("le nts Mfg oO. 
The United States Electrical Tool Co. 


I: 
KA 
I 
Ee 
Ee 
Ee 
s 
iE 
is 
x 


BLOWERs, SANDBLAST 
Leiman Bros 
BOILER TUBES 
KE. Db. Giberson & Cx 
National Tube Con any 
BOLLERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 





BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
CARRIAGE 


BOLTS, ¢ 

Russell, Burds 
The Superior Scr 
BOLTs, EYE 





: HOOK, RING AND LAG 
The Superior rew & Bolt Mfg. Co. 

BOLTs, GALV ANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co, 
BOLTS, MACHINE 











Russell, & Ward Bolt & Nut Co. 

Standard i Steel Co. 

The Superi rew & Bolt Mfg. Co. 

BOLTs, SINK, | STOVE AND PIOW 

Russ ll, Burds: & Ward Bolt & Nut Co. 

The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUB 

The Superior Screw & Bolt Mfg. Co 

The Cleveland Cap Screw Co 


rceeconaany BATCH 
unis 
irrow & Mfg. 
“BOXES, MITRE 








BR: AC E s, BIT 


WALL 


-_ ve KE Ts, 
r Machine Co, 


& 






h Ma hine & Foundry Co 
jaiad ts 





BRAKE BLOCKS AND LINING 
Asbestos ¢ Ry el ) 
Man ‘ rant : Qn 
ee TORCILES 
pans GOODS. STEAM 
In jector ¢ 
ricator Ca 
Williams Valve Co. 
eigen all _BARS, CORED AND SOLID 
Tt Br 


ass & Bronze Co. 








Arthur Harris & Co 





























BROOMS, FACTORY, WAREHOUSE AY 
RAILROAD 
ndianapolis Brush & B room Mfg. Co. 
The Osborn Mar actu g Co 
Bay t a ee = NCH, FLOOR, ETC. 
In napo - Droom Mfg. Co. 
I Osbortr Manat Co 
BU Cc KETS. “(LEVATOR 
‘Salem” Mulli iv Corporatiou 
BUFF one. ELECTRIC 
B Decker Mfg. Co 
um Ca, 
Ww € ‘o 
Mar ic Mfg. Cc 
N. ( 
U l ical Tool 
Bt URNE Rs — INE AND KEROSENE 
Clayton & Mfg. Co 
“BU ‘SHIN¢ . BRONZE 
rass & Br Co. 
s & Co, 
CABINETS, TOOT 
Luntot Sons ("¢ 


« ee IPERS 


CANS, OILY WASTE 








Geo. W. Diener Mfg ‘vu. 

CANS, SAFETY, GASOLINE 
Geo. W, Diener Mfg ‘o 

CAR- MOVE Rs 
Ad nee “ar Mover ¢ 20 
Appleton Car Mover Co, 
: . & S 
CARTS 
rel Wt wm cs 
The 1 ! 
To} Whe r ( 
« M ) 











CASING, WELL 
National Tube Co. 


CASTERS, TRUCK 


Bond Foundry & Machine Co 
CASTINGS, BRONZE 

Arthur Harris & Co 

Fredericksen Company 


CASTINGS, GRAY AND MALLEABLE 


The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 
CASTINGS, SEMI-STEEL 


& Machine Co. 
SUPPLY HOUSE 


Service 


Bond Foundry 
CATALOGS, 
Cuneo Catalog 
Donnelley & Sons Co, 
CEMENT, ASBESTOS 
Johns-Manville 


The 
R. R 


Corporation 





CEMENT, PIPE JOINT 
Dixon Crucible Co 
CHAIN, WELDED 


Joseph 


The Columbus McKinnon Chain Co. 
CHAINS, TIRE 
The Columbus McKinnon Chain Co. 


CHARGING SETS, BATTERY 


Marathon Electric Mfg. Co 
CHUCKS, DRILL 
Eastern Tube & Tool Co 


Goodell-Pratt Company 
Morse Twist Drill & Machine Co, 
CHUCKS, LATHE 
Chuck Co. 
CHUTES, STEE!I 
Wheelbarrow & 
CLAMPS, BELT 
W Southwick Ce 
Sons Co, 
CLAMPS, 
Armstrong Bros. Tool Co 
Brownie Mfg 
J Williams & Co 
CLAMPS, PIPE REPAIR 
Skinner Co 
CLIPPERS, BOLT 
Porter, Inc 
CLIPs, 
Bourne-Fuller 
CLOSETS, FROST PROOF 


Cushman 


Th land Mfg. Co 


The Geo 
T. B. Wood 
“co” 


Co. 


M. B. 


H. K 
WIRE 


Co. 


ROPE 
The 


Jos. A. Vogel Co 
CLOTH, EMERY, FLINT AND GARNET 
H. H, Barton & Son Co 


CLOTHS, WIPING 
Sanitary Wipers Co., Ine. 
CLUTCHES, FRICTION 
Bond Foundry & Machine 


Louisville 


Co. 





Chicago Pulle & Shafting Co. 

Dodge Manufacturing Corporation 
Edgemont Machine Co., The 

The Hill Clutch Machine & Foundry Co, 


Johns-Manville 


Corporation 














The Medart Company 
The Moore & White Co 
‘The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood Sons Co, 
COCKS, AIR AND DRAIN 

American Injector Co 
Gener Brass Cx 
The Wm. Powell Co 
The D. T. Williams Valve Co. 

COCKS, BALL 
Detroit Lubricator Co 
Gener Brass Co 
Klele & Mueller, Inc 

COCKS, CORPORATION 
The W Powell Co 
COCKS, CYLINDER 

Ger Brass Company 

COCKS, GAGE 
American Injector Co. 
Gene Br ( 
Jenkins Bro 
"2 Or us Co 
Th Wm. Po 1 Co 
Tne D. T. Williams Valve Co 

COCKS, STEAM AND SERVICE 


I 






. Williams Valve Co 
COILS AND BENDS, PIPE 












Arthur Harris & Co, 
COLLARS, SHAFT 
Bond Foundry & Machine Co 
Cr ro Pulle & } Co 
D Manu t Corporation 
The Hill ¢ ichine & Foundry Co, 
ws od 
Ro} & Machine Co 
7. B 
COLUMNS, WATER 
Nason Manufacturing Co 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co, 
COMPRESSORS, AIR 
Quincy Compressor Co, 
CONTROLLERS, BOILER PRESSURE 
yn Regulator Co 


WI! 
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CONVEYING SYSTEMS, OVERHEAD 

The Atlas-Chicago Co. 

Richards-Wilcox Mfg. 

COPPERSMITHS 

Harris & 

COPPERS, SOLDERING 

Chicago Solder Co. 

Everhot Mfg 


Co. 


Arthur 


Co, 





g. Co. 
COUNTERBORES 
Twist Drill Co. 
Drill & Machine Co, 


COUNTERSHAFTS 


The Cleveland 
Morse Twist 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 


The Hill Clutch Machine & Foundry Co. 

The Medart Company 

Royersford Foundry & Machine Co, 

Standard Pressed Steel Co, 

T. B. Wood Sons Co, 
COUNTERSHAFTS, SMALL 

Birkle Machine Works 


Goodell-Pratt Company 
N. A. Strand & Co. 

COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 


Royersford Foundry 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood Sons Co, 

COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co, 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co, 
COUPLINGS, SHAFT, 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co, 


& Machine Co, 





FRICTION CUT-OFF 


The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood Sons Co, 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co 


COVERING, PULLEY 


Chicago Pulley & Shafting Co 
CRANES, HAND POWER 

The Chisholm-Moore Mfg. Co. 

The Dickerman Hoist Mfg. Co, 


CRANES, OVERHEAD, TRAVELING AND JIB 


The Chisholm-Moore Mfg. Co. 

The Dickerman Hoist Mfg. Co 

Richards-Wilcox Mfg. Co. 

The Yale & Towne Mfg. Co 
CRANES, PORTABLE 

Barrett-Cravens Company 

Richards-Wilcox Mfg. Co. 


CRAYONS, LUMBER 


Joseph Dixon Crucible Co 
CUPS, LEATHER 

Chicago Rawhide Mfg. Co. 

Edw. R. Ladew Co., Inc 

The Watson-Stillman Co 


CUPs, OIL AND GREASE 






American Injector Co, 
Detroit ricator Co 
General Brass Company 


Hunter Pressed 

Penberthy Injector Co 

The Wm. Powell Co. 

D. T. Williams Valve Co 
CUTTERS, BELT 

Belt Lacer Company 


CUTTERS, BOLT 


Steel Co. 











H. K. Porter, Inc. 
GASKET AND WASHER 
Ed Co., Inc 
ERs, GLASS 
an Saw Co 
-ratt Company 
CUTTERS, MILLING 
Cleveland Twist Drill Co 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
CUTTERS, PIPE 
Tool Co 
Die Corporation 
r 
ing Machine Co. 





DERRICKS 


nv 


FACTORY 


ns Compa 


DESKS, 





Lupton Son Co 
DIES, THREADING 
Armstrong Bro Tool Co, 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co. 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 


DIPPERS, COPPER 


rris & Co. 


DISCS, 


Arthur Ha 
VALVE 
Jenkins Bros, 


Adyertisers please mention MILL 


writing to 


DOGS, LATHE 
Bros. Tool Co, 
Williams & Co. 
DRESSERS, GRINDING WHEEL 
Scandinavian Western Importing Co., Ltd. 
DRILLING POSTS 

Armstrong Bros. Tool Co. 

DRILLS, BREAST AND HAND 
Goodell-Pratt Company 


DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Cincinnati Electrical Tool Co. 
Electro Magnetic Tool Co. 
Goodell-Pratt Company 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
The United States Electrical Tool Co. 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
The United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Gocdell-Pratt Company 
DRILLS, 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
DRIVES, POWER 
The Oster Mfg. Co, 
The Toledo Pipe Threading Machine 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co, 
EJECTORS 
American Injector Co 
Nason Manufacturing Co. 
Penberthy Injector Co. 
ELECTRIC LAMPS, 
Appleton Electric Company 
ELEVATORS, PILING 
Barrett-Cravens Company 
ELEVATORS, PORTABLE 
Barrett-Cravens Company 


ELIMINATORS, OIL 


Armstrong 
J. H. 





TWIST 


Co, 


(acid) 


ADJUSTABLE 
**Reelite”’ 


AND TIERING 


The D. T. Williams Valve Co, 

ENGINE AND BOILER FITTINGS 
American Injector Co, 
General Brass Co. 
The Wm. Powell Co 
D. T. Williams Valve Co. 

EXPANDERS, TUBE 

The Watson-Stillman Co. 

EXPELLERS, OIL AND MOISTURE 


The V. D. Anderson Co 
EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 


Marathon Electric Mfg. Co 


FASTENERS, BELT 
Company 
Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co 
FEED WATER SOFTENER 
Dodge Manufacturing 
The Swartwout Company 

FEEDER VALVES, STEAM HEATING 

BOILER 
Manufacturing 
FENCE AND GATES 

Anchor Post Fence Co 
FILES 
& Tool Co, 


The Bristol 
Clipper Belt 


AND PURIFIER 
Corporation 


Nason Co 


American Swiss File 
Delta File Works 
Seandanavian Western Importing Co., 
Simonds Saw & Steel Co. 


FIRE DOORS AND HARDWARE 


Ltd, 








Richards-Wilcox Mfg. Co 

FIRE EXTINGUISHERS 
Geo, W. Diener Mfg. Co, 

FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co 
FITTINGS, HIGH PRESSURE 

Henry Vogt Machine Co. 
The Watson-Stillman Co 

FI NGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 

FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
Tn Watson-Stillman Co 

FITTINGS, PIPE BRASS 
General Brass Company 

FITTINGS, PIPE, MALLEABLE 

Illinois Malleable Iron Co. 
Walworth Company 

FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
The Watson-Stillman Co 
Henry Vogt Machine Co. 


SuPPLIEs. 
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PWLL QUPPLIES 


Psi 
——ae ae 





FLEXIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 


FLOATS, ALUMINUM, LEAD COATED 


At STEEL 
Arthur Harris & Co, 
FLOATS, COPPER 
The V. D. Anderson Co. 


Arthur Harris & Co, 
FLOOR STANDS 

Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 

FLUX, SOLDERING 
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FORGES, BLACKSMITH 
Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK 
Goodell-Pratt Company 
Simonds Saw & Steel Co. 
FRAMES, WALL 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co, 
FURNACES, GAS, INDUSTRIAL 
Huffman Manufacturing Company 
FURNACES, SO}.DERING 


Champion 


SAW 


GAGES, IRON, 

Nason Manufacturing Co. 
GAGES, OIL 

General Brass Company 

GAGES, WATER 

American Injector Co. 

Detroit Lubricator Co. 

General Brass Co. 

Nason Manufacturing Co. 

Penberthy Injector Co, 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 
GASKETS 

The Cincinnati Rubber Mfg. Co. 

Jenkins Bros 

Johns-Manville Corporation 


AMMONIA AND CHEMICAL 


GAUZE, TUBULAR KNITTED 
Louisville Sanitary Wipers Co., Inc. 

GEARS 

& Machine 


Chicago Solder Co. 
FLY WHEELS 
Manufacturing Corporation 


Clayton & Lambert Mfg, Co. 
Geo. W. Diener Mfg. Co. 
Huffman Manufacturing Company 


) re 2 z Y , 
Dodge Scandinavian Western Importing Co. Bond Foundry Co, 


The Hill Clutch Machine & Foundry Co. Yost Mfe. C Chicago Rawhide Mfg. Co, 

The Medart Company a ae, ere : Dodge Manufacturing Corporation 

Reeves Pulley Co. GAGES, HYDRAULIC The Hill Clutch Machine & Foundry Co. 
T. B. Wood Sons Co, The Watson-Stillman Co. The Medart Company 





SATIN FINISHING 


4 
Quicker, Safer and 
More Uniform 
Than with Acid Dips 
+ 





No Streaks or Blotches 
(Cheaper Than Scratch Brushing ) 


LEIMAN BROS. 


PATENTED CONTINUOUS FEED 


SAND 
BLAST 


Uses the same sand over and over again. 





WHAT SAND BLAST DOES 


Produces a mat or satin finish on metals—frosts—cleans 
molding sand from castings of brass, aluminum, etc.— 
prepares the surfaces of articles to be plated so that the 
plate takes hold quicker and lasts longer. Articles of all 
metals, celluloid, wood, glass, rubber and other materials 
may be sand blasted, including: 


We iurnish complete outfits with full 
instructions for operation by the most in- 
experienced. 


CUPEUOOPOOOOE OOOO RR OOOOOOROOOEE 


The Air Pump can also be used for the 


rr 


~~. and Electric Lettering Bottles : ; : , , 
Sane —— agitation of liquids, operation of enamel 
Carburetors : ardware ‘ x 
leuin se ata ovens, blow pipes and other gas or oil 
Cosmetic Box and oe eas = 

cea cella suilding Hardware : . . 
woe Covers in te burning appliances. 

, Die Castings 


Phonographs 

Combs and Hair 
Ornaments 

Clocks and Watches 

Speedometers 

Thermometers 

Drills and Cutters 

Gears 

Electric 





Silverware 
Electrical Goods > : 
Radio Parts >; = 
Medals es 
Musical Instruments 

Scientific Instruments 

Cutlery 

Novelties 


Get the Free Illustrated Catalog 


EKIMAN BROS. 


23 (L927) Walker Street, New York 
Makers of Gooa Machinery for 35 Years 


Light Bulbs 
Sand Blasting does not remove Burrs, File or 

Grinding Marks, nor does it take the place of : : 
grinding or filing. IT DOES NOT POLISH. 2 = 


When writing to Advertisers please mention Mitt Suppiirs. 














GENERATORS, 
The Imperial 


AC ETYLENE 
Brass Mfg. Co. 
GL ASSE s, GAGE 
Jenkins Bros ‘Moncrieff. 
The Libbey Glass Mfg. Co. 

GL : E ROOM EQUIPMEN' 
Chas. E is , 

GOVE voit 
Kieley & 
Mason Regu Co 

o- HITE FOR ALL PURPOSES 

Joseph Dixon Crucible Ce 
GREASE, LUBRICATING 
1dry & Ma hine Co., “‘Bondeline” 
yn rucible Co, 
Poundrs & Machine Co. 


PUMP SPEED 


Bond Fot 
Joseph I 
Royersford 














GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 

Stow Manufacturing Co., In 

GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machir Co, 
“hicag lley Shafting Co, 
( in i i © ‘o 
Hisey-We M i 
Luther Gr 1 mig. ‘ 
Marathon Electr Mfg 
Royersford Foundry & Machine Co 

rd E I 1 Ce 
United States E trical Tool Co 
GRINDERS, DISC 


The Crescent Machine Co, 
GRINDERS. ELECTRIC 
The Black & Decker Mfg. Co 






Luther Gr 


Mz ir rath on 
I 
S M I 
N. A. S ‘ 
The 1 i St 


He masts Too ie 
GRINDERS, RAILROAD 
\I 


TOOL, 








“GRINDERS, HAND 
Grit rM ‘ 
GRINDERS, VALVE 
& I er Co, 
nati I 
at Ut i Pr , I 
The United States Elect Tool Co 
G {RINDSTONE Ss 
Richards-W Mfg. ¢ 
GU ARDS, E LECT ic LAMP 
Flexible Steel Lacir 
GU ARDS, Cc ABLE, HIGHWAY 
Willi 
Gu NS, OmL AND GREASE 
B u & 
Royersford | nd I 
“HAMME Rs 
Pret 3 Vv 
BALT BEARING 
cr g & S$ g ° 
HANGERS, DOOR 
I M & Br ) 
HANGERS, PIPE 
I r A le Irc Cc 
Vi Ww 
SHAFT 


HANGERS, 





HEADS, EXHAUST 


EATERS, FEED WATER 


HEATERS STEAM 
I 


GLUE, AND GAS 


HOISTS. CHAIN 
ie nay Mfg. Co 


HOISTS, ELECTRIC 
( ) NI MI ) 
Th Ya & Towne Mfg. 


HOISTS. HAND 
M Mf. ‘ 


WY es Mfc 
HOLDERS, TOOL 


HOOKS, BELT 
xi steel Lacing Co, 
HOSE. COTTON 


HOSE, RUBBER 
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TI Cincinnati Rubber Mfg cs) 
rh Mechani Ktubber Co 
Quaker City Rubber Co 

The Republic Kubber Co 


HYDRAULIC LEATHER 
iwhide Mfg Co, 
S A. Schieren Co. 
1e Watson Stillman Co. 
INJECTORS 
! in Injector Co 
Penberthy Injector Co, 
Th Wm. Powell Co. 
— LATING MATERIALS 
Johns-Mar lle Corporation 
‘een PRESERVATIVES 
Johns-Manville Corporation 
a" RUNNERS 
Braiding & Packing Works of America 
JOINTERS, WOODWORKING 
The Crescent Machine Co, 
J. D. Wallace & Co. 
JOINTS, EXPANSION, 
Arthur Harris & Co 


STEAM 


ago R 


COPPER 


JACKETED 





Arthur “a. 
RNIVES, gaia 
Simonds Saw «& Ste CK 
I. ‘—r° bei AND HOLDERS 
Haddon B Il Co 
‘t mae ERS, BELT 
Belt Lacer Co, 
* ADDE aS a TY 
sate L, 





L ADL Es, MELTING 
Mfg ) 


poration 





. 1. AMP G ‘CARDS 
; gy te E LEC Diba EC, — ABLE 
ppl ite 
, I. vrne~ I. ABORATORY, ELECTRIC 
; L. rite a peieaselninns 


1 E A’ 4 - 8 SPECIALTIES 


Co 





“On Inc 
Geo. BR & 
LE ATHERS, HAND 
ro Raw M Co 
LEGS BENCH 
“1.06 Ks, INDUSTRIAL 
Tr Vv a Towne Mf 
LUBRIC ANTS, BALL & I OLLER BEARING 
Bond in & Mact : 
Royersford undry & Machine Co. 
Lu BR ICATORS 
Ay 
De 
McCi { M ipolis, Minn. 
The W ‘ 
TI Val ‘o 
MACHINE TOOLS 
The . r M hin Co 
i u « Machin Co 
MACHINERY CLUTCHES 
M , Cr I a 
M é Co 
r Medart Compar 
T. B. Wood § 
MAC HINERY, COAT HANDLING 


ym 


MACHINERY, CONVE YING AND ELEVATING 
D M tior 


ss t MM Y & Tour dry Co 


MACHINES, GRINDING AND POLISHING 
& Mact 


I Tool ( 

I 1 M ne Co 
Stow M = | 
y 4 S & ti 
rt} Uy States Electrical Tool Co 
MACHINERY, ICE AND REFRIGERATION 
Henry \V M ne Co 

MACHINES, KEY SEATING 
J I Bu & 5S 

MACHINES. PIPE CUTTING AND 


rHREADING 
(7 eld Tap & Die Co ratior 
The Oster Mie. Co 
T - ling Machine Co 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co, 
M AC HINES. TIRI DF — GHING 
The T St Els Tool Cc 


M AC HINE RY, WOODWORKING 


The ; r M hine Co. 

MALLETS AND HAMMERS, RAWHIDE 
! o | wl Mf Co 

MANDRELS 
M Twist Dr & Machine Co 
MATS AND MATTING. RUBBER 

B on Vi n lio & cubber Co 

t M Rubber Co 








MEASURES, OIL, 
The Huffman Mfg. Co 
MERCHANDISE 
Myers & Bro, Co. 
STAAL, BEARING 


FLEXIBLE SPOUT 


CONVEYORS 
FE. E 





Argus Sm 
Bunting Brass & Bronze Co. 
Division Smelting & Refining Co 
Dodge Manufacturing Corporation 
Fredericksen Company 
Frictionless Metal (‘ompany 
Arthur Harris & Co, 

Hoyt Metal Company 

Magnolia Metal Co, 

The Medart Company 

Monarch Metal Co. 

Reeves Pulley Co 

lowell Mfg. Co 


MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 


Edw. R. Ladew Co., Inc. 


Chas. A. Schieren Co 
I, B. Williams & Sons 
MONORAIL SWITCHES AND TURNTABLES 
Richards-Wilecox Mfg. Co 
The Yale & Towne Mfg. Co 
MORTISERS 

The Crescent Machine Co 

MOTORS, ELECTRIC 


Marathon Electric Mfg. Co 
MOVERS, CAR 

Mover Co, 
ppleton Car Mover Co 

G, DD. 


Advance Car 
Ay 

















Rowell & Son 
MULE STANDS 
Bond Foundry & Machine Co, 
De rddge Mant eturing Corporation 
The oo Clutch chine & Foundry Co. 
The edart Company 
Tt. B Ww ood Sons Co, 
NUT SETTERS 
The United S ‘ slectrical Tool Co 
tearing MACHINE SCREW 
The Cleve id Screw Page 
Cleveland Wrous I due Co 
Economy 8S Ww 
ou. WE 3.4. ACC E SSORIES 
The Wm. Powell Co. 
OLL K RS, PUMP 
The Cannon Oiler ¢ 


OLLING DEVICES 
American Injector Co, 
Detroit Lubricator Co. 
The Wm. Powe!l Co. 
The D. T. Williams Valve Co. 
tye AMMONIA 









Boston | Wove Hose & Co. 
i A sto er 
i on 
king Co., Inc. 
in il Co. 
ty Rul 
i Ru Co. 





PACKING HYDRAULIC 














Chi ro Rawt lide Mfg. Co. 
Ger al A os & Rubber ) 
Mar Corporatio 
-_ |= ( It 
ir P & Mfg. Co Ir 
Mec} Ru ‘o 
( er ( I ‘ 
\ . er 
I Watson-S ( 
I. B. W 3 & S 


PACKING, PISTON 


PACKING, SHEET 





PACKING VALVE STEM 






innati Rubber Mfg. Co 
eral A esto \ er Ce 
s-Manville on 
* Packir i, am 





e ADI OCKS 


The Yale & Towne Mf Co 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co 
Joht Manville Corporation 
rhe Reardon Company 
PANS, TOTE 
Mullins Body Corp. 
PANS, VACUUM 


Arthur Harris & Co. 
PAPER, EMERY, FLINT AND GARNET 
H. H, Barton & Son Co 
PASTE, SOLDERING 


Chicago Solder 
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How Can I Know whether Wiping Cloths are sanitary? 


The answer ts. “You can’t. You can only trust the manufacturer.” 


Wiping Cloths are obtained from 
three general sources —the United 
States, Europe and Asia. In a casual 
examination cloths from the three 
sources might appear equally desir- 
able and one might be tempted to buy 
the foreign article because of its 
lower price. 


You take no chances on BLUE 
GRASS Brand. We stand back of 
them with a guarantee of quality. We 
have been in business fifteen years 
and the name, “Blue Grass Brand,” 
is registered as a further protection. 


We make wiping cloths exclusive- 
ly and know the necessity of supply- 
ing good quality at the lowest possi- 


The real difference is that most 
foreign cloths are home laundered 











and baled for market without further CUARANTEE ble cost. 
° r yw 
treatment, while BLUE GRASS BI a GRASS Wipers 
Wipers, as representative of the best and polishing cloths must We sell exclusively through the 
. satisfy you that they are aac x 
domestic cloths, are washed, disin- [77Pq¥,,~ copsraed§ jobbing trade. A word from you will 
: f found otherwise, wiains ‘ : 
fected and sterilized before being en a bring details of our selling arrange- 
= returnable to the tactory < . 
put into bales. without cost to you. In ment with distributors. 
; this connection you have 
the last word and are the 
sole judge. 











LOUISVILLE SANITARY WIPERS COMPANY, Inc. 


759-765 South Preston St., Louisville, Ky. 















































Tractors Demand a Lot 
of Their Bearings 


Pulling graders or farm machinery hour after hour and | | 
e . . | 
day after day puts a real strain on tractor bearings. It | 





ESPEEES acraced 
Hoyt’s Great Eight includes a Babbitt Metal for every | ponaiceseeoaaiel 
purpose, made especially for that particular type of work. il 
Send for your copy of ‘‘ Babbitt Metal Data’’, a booklet 
which contains a wealth of valuable information. It is = 
yours for the asking. 


takes good babbitt to hold up and keep on going. | ff ’ | 
Genuine ‘‘A”’ is generally recognized as the finest bab- | | J i TATU | | 
bitt for all excessive bearing loads. | | —— 








HOYT’S GREAT EIGHT | 
Genuine ‘‘ A’”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘ A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 





Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL COQ., St. Louis 








NEW YORK CHICAGO DETROIT 
Address 
Department I Genuine “ A’’is the finest babbitt that money can buy, and 


yet it costs no more than any other good babbitt. In the long 


HOYT Bappitt- 


W1 vriting to Advertisers please mention Minz S 
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PEGS OR PINS, BELT 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co 
Flexible Steel rcing Co. 
THREADING TOOLS 
Tool 

‘ Die 
> Oster N . Co 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
Watson-Stillman Co 
PIPE, STEEL 
National Tube Co. 

PLANERS, WOODWORKING 

The Crescent Machine Co. 
J. D. Wallace & Co 
PL. ATFORMS, LIFT 
Barrett-Cravens C Jompany 
Standard Pressed Steel Co 
PLIERS 

Forge & Tool Works 
ll-Pratt Company 

PLUGS, BRASS AND FUSIBLE 
American Injector Co 
The D. T. Wil 


LACING 






Co 
Corporation 


The 


TRUCK 


Bonney 


Goode 


s Valve Co. 


The Wm, Powell Cx 
PLI -MBING FIXTURES 
Imperial Brass Mfg. Co. 
POLEs, TU A LAR STEEL 
National Tube Compar 
POTS, GLUE 
J. D. Wallace & Co. 


POWER 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry 
The Medart Company 
The Moore & White 
Royersford Foundry 
A. L. Schultz & Son 
Industries, Incorporated 
Standard Pressed Steel Co. 
Wood Sons Co, 

PRESSES, BALING 

Business Men's Paper Press Co 
PRE SSE: s, DRILL, 
Leiman " 


Co. 
Co, 
& Machine Co 


JEWELERS’ 


x "RESSES, 
I< ir 


Royersford 


DRILL Ane FOr 
y & Machine 
P RDIING re l Ps 
Lubri itor Co. 
Genera Bb sS CO. 
PROTE( TORs, 
Flexible Ste¢ ng 
P t L LE ¥ COVERING 
Chicago Rawhide Mfg. Co. 
PULLEYS, BALL BEARING 
dustri¢ Ir 1 


orporated 


a ECTRIC LAMP 





r U L LEYS, 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manutacturing Corporation 
The Hill lutch Machine & Foundry Co, 
The 


CAST IRON 











Medart Company 

Royersford Foundry & Machine Co, 
T. B. Wood Sons Co 

PULLEYS, CONVEYOR 
An -ulley Company 
De Corporation 
The Hi { t hine & Foundry Co, 
The Me dart Com pany 
Tr Ohio r= ulley Works, Inc. 
T. B Wood ‘Sons Co 

P U LLEYS, FLANGE 

















Amer in | y Company 
Dodge Manuf. acturing ¢ Sorporation 
Tr I Clutch Machine & Foundry Co, 
Company 
ley Pulley Works, Inc 
Co 
Co, 
Sons Co 
PULLEYS, FRICTION CLUTCH 
Bond Foun ry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodg Manufa acturing Corporation 
The Edgemont Mac hine Co. 
Th I it " ine & Foundry Co, 
The 
The o. 
Ree 
A. J 
Sk rporated 
: ae ) 
P UL L EYS, IRON CENTER 
ge Manufacturing Corporation 
Medart Company 
oO} \ sy Pu y Works, Inc 
€ Co, 
( 
ae 
PU psp LOOSE 
n Pul 
Chicago Pulley y opin Co, 
Dodge Manufacturing Corporation 


The Hi Clutch Machine & Foundry Co, 
The Medart Company 
T 
E 


he Ohio Valley Pulley Works, Inc 





Incorporated 


TRANSMISSION APPLIANCES 


SENSITIVE 


Wher 








< "= 4 
Sb tees ; TET TTS September, 1927 4 
hA\ eat ter 12>: : 
4 
Stanfard Pressed Steel Co. RESEATERS, BIBB y 
T. B. Wood Sons Co Ajax Mfg. Co. 7 
PULLEYS, MOTOR M. B. Skinner Co. j 
American Pulley Company RESEATING on VALVE % 
Birkle Machine Works The Black & Decker Mfg. Co. 4 
Dodge Manufacturing Corporation M. B. Skinner Co. 3 
The Hill Clutch Machine & Foundry Co, RIVETS ‘ 
The Medart Company Russell, Burdsall & Ward Bolt & Nut Co. 
The Ohio Valley Pulley Works, Inc. ROLLS, WOOD 
Reeves Pulley Co, Rodney Hunt Machine Co. 
Saginaw Mfg. Co. ROOFINGS, ASBESTOS 
T. B. Wood Sons Co Johns-Manville Corporation 
PULLEYS, PAPER ROPE DRIVES 
Birkle Machine Works Dodge Manufacturing Corporation 
The Ohio Valley Pulley Works, Inc, The Hill Clutch, Machine & Foundry Co, 
PULLEYS, ROLLER BEARING The Medart Company 
Dodge Manufacturing Corporation T. B. Wood Sons Co. 
The Medart Company ROPE, ——s 
Skayet Ball Bearing Co. Rope 


PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 

Medart Company 
PULLEYs, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
The Ohio Valley Pulley Works, 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 

PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc, 
Reeves Pulley Co, 
Saginaw Mfg. Co 

PUMP JACKS 
Pumps, Inc. 
Myers & Bro. Co, 

PUMPS, AIR 


The 


Co, 


Inc, 


Goulds 
Fr. E 


Leiman Bros. 
: ‘ MPS, CENTRIFUGAL 
s, Inc 


Goulds Pum % 
Geo. D. R a r ¢ ‘orp. 

PUMPs, DIAPHRAGM 
Goulds Pumps, In 





P ,- MPS, ELECTRIC 
ds Pumps 


Myers & Bs o. Co, 
“D. Roper Corp. 

PUMPS, GAS AND VACUUM 
Leiman Bros, 


PUMPS, HAND AND POWER 
Goulds Pumps, In 
F, E. Myers & Bro. Co. 
PUMPS, JET 
American Injector Co, 


PUMPS, MINE 
Goulds Pumps, In 
F, E, Myers & Bro. Co. 
PUMPS, OIL 
Detroit L ubricator Co, 
: , Inc 





ver Corp. 
PUMPS, ROTARY 
Ine 





Goulds Pumps, 
PUMPs, SUMP, AUTOMATIC 
Goulds Pump In¢ 
The Penberthy jector Co. 
PUMPS, TANK 
Goulds Pumps, In 
’. E. Myers & Bro. Co. 


PUNCHES AND DIES 
Royersford Foundry & Machine Co. 


R AC KS, PIPE AND BAR 
David Lupt s Sons Co. 
RADIATOR CONTROL VALVES 
Johns-Manville Corporation 


RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 
Nason Manufacturing Co 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 


RAILS, STEEL 
L. B. Foster Co 









RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co. 
REAMERS 
Cleveland Twist Drill Co, 
Gr f Tap & Die Corporation 
M t Den: & Machine Co, 
Whitn I Barr Detroit Corporation 
RE — ARS . 1 annie 
Black & Decker ( 
R EDI cE RS, SPEED 
The Hill Clutch, hine & Foundry Cc 
REELS, pope TRIC LAMP 
Appleton E tric Company ‘Reelite’’ 
RE ULATORS, ENGINE BLOWING 
M rulator Co 


RE GULATORS, 
Mason Regulator Co 

—s L —* DAMPER HYDRAULIC 
Mason Regulator 


REG UL ATORS, PUMP 


BOILER FEED LINE 


PRESSURE 





Mason Regulator Co 
EGULATORS, STEAM FAN 
Mason Regulator Co. 
ting to Advertisers please mention Mitr St 


Williamsport Wire 
RUBBER GOODs, MEC HANICAL 
The Cincinnati Rubber Mfe. Co. 
Jenkins Bros, 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
Quaker City Rubber Co. 
The Republic Rubber Co, 
SAFETY DEVICES 
The Crescent Machine Co, 
Dayton Safety Ladder Co. 
Dodge Manutacturing Corporation 
SALAMANDERS 


Wheelbarrow Company 


SAND BLAST OUTFITS 


Leiman Bros, 

SAWS, BAND 
American Saw & Mfg. Co. 
J. D. Burrill & Son 
The Crescent Machine Co. 
Simonds Saw & Steel Co, 


General 


J. D. Wallace & Co. 
SAWs, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 
SAWS, HACK (Blades) 
American Saw & Mfg. Co 
Goodell-Pratt Company 
Simonds Saw & Steel Co, 
Victor Saw Works, In« 
SAWs, H AND, ELECTRIC 
electro Marnetic =a “o 
J. D. Wallace & ¢ 


SAWS, ‘SWING, CUT-OFF 
The Crescent Machine Co. 
SCALES 
airbanks Company 
SCRAPERS 
Toledo Wheelbarrow Co 
SCREW DRIVERS, P. LEC 
The Black & LVecker Mfg. Co, 
Cincinnati Electrical Tool Co, 
Hisey-Wolf Machine Co. 
A. Strand & Co, 
United States Electrical Tool Co. 
SC REWDRIVERS, HAND 
Saw & Mfg. Co. 


The F 


‘TRIC 


N. 
The 


American 








Goodell-Pri att Company 
SCREW MACHINE PRODUCTS 

Ferry Cap & Set Screw Co, 
Standard Pressed Steel Co. 

SCREW PLATES 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co. 

SCKEWS, CAP AND SET 

The Allen Mfg. Co. 


Cleveland Cap Screw Co. 
Cleveland Wrought Produc 


ts Co. 


Ferry Cap & Set Screw Co 

Standard Pressed Steel Co, 

The Svperior Screw & Bolt Mfg. Co. 
SCREWS, LAG 

Eleo fool & Screw Corp. 


SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
Eleco Tool & Screw Corp. 

SCREWS, SAFETY SET 

Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co 

SCREWS, THUMB 
rew Corporation 


egy woobD 


Economy S« 


Elco Tool & Screw Cor 
SEPARATORs, OIL AND STEAM 
The Swartwout Company 


The D. T, Williams Valve Co 
SHAFT a FLEXIBLE 
Mi inufacturing Co., Inc, 
trand & Co 
SHAFTING, 
Bond Foundry & Machine 
Bliss & Laughlin, Inc 
Chic 2E0 Pulley & Shafting Co. 
Dodg 


Stow 
N. A. 
STEEL 


Co. 


Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
fhe Medart Company 
Royersford Foundry & Machine Co 
A. L. Schultz & Son 
T. B. Wood Son 


{ 
SHAPE RS. * WOODWORKING 


The Crescent Machine Co 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 


T. B. Wood Sons Co 


SHE egg STEEL 
David a s Sons C 

SHINGL ES.” ASBESTOS 
Johns-Manv ile Sonor ition 


SHOVELS, HAND 
Wood Shovel & Tool Co 
SLEEVES AND soc a DRILL 
Twist Drill & Machine Co 
SOLDER, BAR AND WIRE 


Solder Company 


Morse 


Chicago 


PPLIES. 
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BILL HOIST says: 
“When the best is also the 
cheapest, what excuse is there 
for buying any other?” 






Here’s a product and a sell- 
ing plan that will bring you 
in thousands of dollars — 
and we don’t ask you to in- 
vest a dime 


HOUSANDS of industrial plants, 

shops, and factories, in every in- 

dustrial field, use the ATLAS 
Duo-Rail Carrier System to speed up 
production and reduce manufacturing 
costs. Thousands of others will do so as 
soon as they have learned the facts about 
ATLAS efficiency, economy, and low 
initial cost. 


Our selling plan is built around the idea of 
sharing our profits with our mill supply dis- 
tributor-representatives in return for a simple 
service that assures them immediately a sub- 
stantial and rapidly growing income. It in- 
cludes an intensive direct mail advertising 
campaign sent out by us at our expense to the 
mills and factories you serve, with your im- 
print on every piece. All inquiries come 
direct to you. Yet we carry the burden of 
selling and build up a profitable business for 
you. And if your sales organization is 
capable of closing business, we pay you for 
every sale they make. 


Write for our distributor plan 


The ATLAS-CHICAGO COMPANY 


740 West Van Buren Street Chicago 


Our new book, “The 
Atlas of Mechanical 
Conveying,’ explains 
the Atlas Duo-Rail Sys- 
tem in detail. Write for 
a copy of this interest- 
ing and instructive book. 


























**~ FES, SIR—those Arguto Bearings have been on 
those countershafts almost as long as I can re- 
member. We've never touched them—never given them 
a drop of oil. I guess they'll be there after we're gone. 
“Somebody told me the other day about an Argut 
Bearing which had run for 22 years with no sign of 
wear to shaft or bearing. Some record, but I guess 
ours will match it!” 


{ i 
bh rile 


ARGUTO OILLESS BEARING CO. 


Wayne Junction, Philadelphia, Pa. 























PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt I er Co. 
Flexible Steel cing Co. 
PIPE THREADING TOOLS 
3 Tool Co 
Die Corporation 
> r Mts Co 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co 
PIPE, STEEL 
National Tube Co. 
¥ I. AANERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 


PLATFORMS, LIFT TRUCK 
Barrett-Cravens Company 
Standard Pressed Steel Co 





PLIERS 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
PLUGS, BRASS AND FUSIBLE 





American Injector Co. 

The D ] ms Valve Co 
The Wm, Pov ; 
PLUMBING 





FIXTURES 





Imperi Brass Mfg. Co 

POLES, TUBULAR STEEL 
National Tube Con 
J. D. Wallace & Co. 


POW ER 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co. 





Dodge Manufacturing Corporation 
Edgemont Mz achine Co., The 

Tr Hill Clutch Machine & Found Co 
g's Me ‘tt Company 

The Moore & White Co. 

Royersford Foundry & Machine Co 


A. L. Schultz & 


Son 











S K F Industries, Incorporated 
Standard Pressed Steel Co 
T. B. Wood Sons Co, 
PRESSES, BALING 
Business Men's Paper Press Co 
oo SSES, DRILL, JEWELERS’ SENSITIVE 
eiman Bros 
PRESSES BRILL Fag Foor 
Royersford Four y & Ma Co 
PRIMING : t Ps 
Detroit Lubr tor Co. 
General Brass Co, 
PROTEC tern ELECTRIC LAMP 
Flexible Stee ng Co 
a t L LE Y COVERING 
Chicago iw hide “ Co, 
P t I LEYS, BALL BEARING 
s, Incorporated 
& Shafting Co. 
s Co 
P U L LEYS, CAST IRON 
Birk] Ma Works 
Bond Foun ary & Machine Co. 


Dodge M: anuti acturing Corporation 

The Hill Clutct — ite & Foundry Co, 
The Medart Con ; 

Royersford Soanaee > Machine Co, 

T. B. Wood Sons Co 


FP ULLEYS, CONVEYOR 

, Company 

Corporation 

‘hine & Foundry Co, 










he Hill lutch 
The Medart Cor 











any 
The Ohio Vall Pulle ey Works, Inc. 
T. B. Wood Sons Co 
FULLESS, FLANGE 
y Company 
( ‘orporation 
hine & Foundry Co, 





Pulley Works, Inc 


Co 
PULLEYS, FRICTION CLUTCH 
1 & Machine Co, 
& Shafting Co. 
acturing Corporation 
ont Machine Co. 
tch M 











hine & Foundry Co. 
Co. 
rporated 
IRON CENTER 
1g Corporation 
Th , 
T 4 Works, Inc 
Sa n Co, 
- yn Co 
P UC iL. L ES, LOOSE 
aA n Pul pan 
Chic o Pu h ahine Co, 
Dodg ME anufacturing Corporation 
The Hill h M ne & Foun Co 





The Medart ¢ om 





ey Works, Inc 








K F Industries, In 


orporated 


TRANSMISSION APPLIANCES 


When 








ae 
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Standard Pressed Steel Co, 2 


T. B. Wood Sons Co 

PULL EY iS, MOTOR 
American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 


The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 


T. B. Wood Sons Co 
PULLEYS, PAPER 
Birkle Machine Works 


The Ohio Valley Pulley Works, Inc, 
PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 


The Medart 
Skayet Ball 


Coinpany 

Bearing Co. 

PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 

PULLEYS, STEEL RIM 
Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
The Ohio Valley Pulley 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 
PULLEYS, WOOD SPLIT 

Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 


The 


Co, 


Works, Inc, 


The Ohio Valley Pulley Works, Inc, 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
Goulds Pumps, Inc 
F, E, Myers & Bro. Co, 
PUMPs, AIR 
Leiman Bros, 
A t — CENTRIFUGAL 
Goulds Pumps, In 
Geo. D aca Gene. 
Pt ggg DIAPHRAGM 
G ds im} Ir 
P , M PS, ELECTRIC 
Go . 
F. & Bs o. Co, 
Gk er Corp. 





PU MPS, GAS AND VACUUM 


Leiman Bros, 


a HAND AND POWER 
Goulds -umMps, n 
yr. x stn & Bro. Co. 
PUMPS, JET 
American Injector Co, 


PUMPS, MINE 





ps n 
& Bro. Co. 
PUMPS, OIL 
Detroit Lubricator Co, 
ioulds P un ips, Inc. 
L. man Bros 





er Corp. 
PUMPS, ROTARY 
Pumps, In 
PUMPs, SUMP, AUTOMATIC 
; ; i tor Co 
IMPS, TANK 
» Ca. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
RACKS, PIPE AND BAR 


David Lupton’s Sons Co. 


R. — _ TOR CONTROL VALVES 


Tohns-M Corporation 
RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 
Nason Manufacturing Co 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RAILS, STEEL 


L. B. Foster Co 
RASPS 
Delta File Works 
Scandinavian Western Importing Co., 
RATCHETS 
Tool Co, 


REAMERS 


Ltd. 
Armstrong Bros, 


Cleveland Twist 


Drill Co, 
Greenfield Tap & Die Corporation 
M & Mac hine Cc “0. 
LV} rif Ce 





RE AME aS » ELECTRIC 

Bl k & Decker Mfg. Co. 

REDUCERS, SPEED 

ch, Machine & Foundry Cc 
LS, ELECTRIC LAMP 








Appleton Company ‘Reelite”’ 
ier GU I. ATORS, ENGINE BLOWING 
Mase gulator 
RE ve LATORS, BOILER FEED LINE 
M .eg Tula tor _o 
REGU et DAMPER HYDRAULIC 
Mason ) 
REGU ‘L ATORS, PUMP PRESSURE 
Mason Regulator 
REGUL ATORS, STEAM FAN 
Mason Regulator Co 
ng to Advert plea mention Mr. 


RESEATERS, BIBB ; 
Mfg. Co 
Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Dec ker Mfg. Co 
M. B. Skinner Co. 


M. B. 


me Abt eins wa 


RIVETS | 
Burdsall & Ward Bolt & Nut Co. 
ROLLS, WOOD 


Russell, 


Rodney Hunt Machine Co. 
ROOFINGS, ASBESTOS 
Johns-Manville Corporation 
ROPE DRIVES 


Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 


The Medart Company 
T. B. Wood Sons Co. 

ROPE, WIRE 
ware Wire Rope Co 


SU BBER GOODs, MECH ANICAL 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
Quaker City Rubber Co 
The Republic Rubber Co, 
SAFETY DEVICES 

The Crescent Machine Co, 
Dayton Safety Ladder Co. 
Dodge Manutacturing Corporation 

SALAMANDERS 
Wheelbarrow Company 

SAND BLAST OUTFITS 

Leiman Bros, 


General 


SAWS, BAND 
American Saw & Mfg. Co. 
J. D. Burrill & Son 
The Crescent Machine Co. 
Simonds Saw & Steel Co, 
J. D. Wallace & Co. 





SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co 

SAWS, (Blades) 


HACK 
& Mfe. Co. 
Company 

Saw & Steel Co. 


American Saw 
Goodell-Pratt 
Simonds 


Victor Saw Works, Inc 

SAWs, HAND, ELECTRIC 
Electro Marnetic Tool (Co 
J. D. Wallace & Co 

SAWS, SWING, CUT-OFF 


The Crescent Machine Co. 
SC: = Ss 

airbanks Compa 

SCR APE RS 
Wheelbarrow Co 

SCREWDRIVERS, ELECTRIC 
The Black & LVecker Mfg. Co, 
Cincinnati Electrical Tool Co, 
Hisey- Wolf Machine Co. 
A. Strand & Co, 

The United States Elec trical Tool Co. 

SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
( *ratt Company 


SCREW MACHINE 


The F 


Toledo 


roode 


PRODUCTS 


Ferry Cap & Set Screw Co, 

Standard Pressed Steel Co. 
SCREW PLATES 

Greenfield Tap & Die Corporation 


Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET 


The Allen Mfg. Co 
Cleveland Cap Screw Co, 
Cleveland Wrought Products Co. 


Ferry Cap & Set Screw Co 
Standard Pressed Steel Co, 
The Svperior Screw & Bolt 
SCREWS, 

Eleo fool & Screw Corp. 

SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
Elco Tool & Screw Corp. 

SCREWS, SAFETY SET 

Allen Mfg. Co, 


Mfg. Co. 
LAG 


The Bristol Coens 

Standard Pressed Steel Co 
SCRE Ws, THUMB 

Economy Screw Corporatior 


SCREWS, WOOD 


Elco Tool & Screw Corp. 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 


The D. T., Williams Valve Co 
SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc, 

N. A. Strand & Co 


SHAFTING, STEEL 


Bond Foundry & Machine Co 
Bliss & Laughlin, It 

Cc hic ago Pulle y & Shafting Co. 
Dod se anufacturing Corporation 


Machine & Foundry Co 





& Mac 


hine Co 





SHAP EI RS. WOODWORKING 


he Cres 


ent Machine Co 
SHEAVES, MANILA AND WIRE ROPE 

The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co 

SHE EVENG, STEEL 
David Lupton’ s Son o. 

SHINGL E s, ees 
Johns-Manville Corpora 


SHOVE Us, HAND 
Wood Shovel & Tool C 
SLEEV ES AND Soc KETS, DRILL 
Twist bD & Machine Co 
SOLDER, BAR AND WIRE 


Solder Company 


Morse 





~~ 


Chicago 


PPLIES. 
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BILL HOIST says: 


“When the best is also the 
cheapest, what excuse ts there 
for buying any other?” 


Here’s a product and a sell- 
ing plan that will bring you 
in thousands of dollars — 
and we don’t ask you to in- 
vest a dime 


HOUSANDS of industrial plants, 

shops, and factories, in every in- 

dustrial field, use the ATLAS 
Duo-Rail Carrier System to speed up 
production and reduce manufacturing 
costs. Thousands of others will do so as 
soon as they have learned the facts about 
ATLAS efficiency, economy, and low 
initial cost. 


Our selling plan is built around the idea of 
sharing our profits with our mill supply dis- 
tributor-representatives in return for a simple 
service that assures them immediately a sub- 
stantial and rapidly growing income. It in- 
cludes an intensive direct mail advertising 
campaign sent out by us at our expense to the 
mills and factories you serve, with your im- 
print on every piece. All inquiries come 
direct to you. Yet we carry the burden of 
selling and build up a profitable business for 
you. And if your sales organization is 
capable of closing business, we pay you for 
every sale they make. 








Write for our distributor plan 


The ATLAS-CHICAGO COMPANY 


740 West Van Buren Street Chicago 


Our new book, “The 
Atlas of Mechanical 
Conveying, explains 
the Atlas Duo-Rail Sys 
tem in detail. Write for 
a copy of this interest- 
ing and instructive book. 
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“YY ES, SIR—those Areuto Bearings have been on 
those countershafts almost as long as I can re- 
member. We've never touched them—never given them 
a drop of oil. I guess they'll be there after we're gon 

“Somebody told me the other day ahout an Arguto 
Bearing which had run for 22 years with no sign ot 
wear to shaft or bearing. Some record, but I guess 
ours will match it!” 


ARGUTO OILLESS BEARING CO. 


Wayne Junction, Philadelphia, Pa. 
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Division Smelt & TRAPS, AIR AND SEDIMENT VALVES, RADIATOR 3 
rictionless Met Con The V. D. Anderson Co Detroit Lubricator Co } 
Hoyt Metal Company Kieley & Mue “In : The Fairbanks Company ; 
Argus Smelting Co. The Swartwout < omp iny Jenkir ! 
SULDERING COPPERS, FLUX, PASTE AND TRAPS, RADIATOR { 
Ses ns-Man\ Corpor 
Chicago Solder Com} TRAPS, “STEAM i 
lane 4 TRANSFOR ME mS I Vv ». Anderson : The D. T. Williams Valve Co 
he Wl Clute} Founc ‘o . S = | far ; : re 
| eden Me gp ae Se pl me Heo VALVES, RADIATOR CONTROL 
ee one am : ty ican Johns- iville Corporation 
vga p> ., J & Muell 
SETSETARS, BUT s Mant ; VALVES, THROTTLE 
H. K. Porter, In 1 Manufa o. meteor En = Cn 
SPROCKETS D I : Williams i o. Detroit Lubri ator : 
T} eetavt Camnans = The Swartwout Company ote Val = a 
he Medart ympany =co ilve o 
A. L. Schultz & Son TROL LEYS Walworth n\ 
STANDS, DRILL ee ae. is The D. T ns Valve Co 
The United States Electrical T Wie cL enina BIniaG HATES Gc VISES, BENCH, WITH CLAMP 
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Bond Fou & TRUCKS, BARREL ‘ ‘ VISES, DRILL PRESS 
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Inject TRUCKS, ELEVATING _ i. ee 
| : 3 “ ron e & Tool Works 
I Company Col & Co. 
TRUCKS, HAND Goo Com} 
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1 \ n Pulley Company Parke 
The Fairbanks Cor pany Prentis Co 
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Standard Press Stee Co Yost Mf Co 
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The ¥ & Tow tichards-Wileox Mfg. Ce 
Ww. 4 es Compi 
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Customers Are Waiting Fox You 
To Show Them Zs FURNACE~ 


Wherever bearings are poured—and that in- 
cludes the mzjority of all industries in your 
territory—there is a definite market for the 
Portable Rowell Melting Furnace—a market 
that offers you real profit. 

[It is a waiting market because the Portable 
Rowell Furnace for melting Babbitt metals 
and other non-ferrous metals is simple in con- 
struction, easy to operate, efficient in per- 
formance—and saves time, labor and metal. 
With it the operator draws the metal from 
the bottom, doing away with skimming and 
eliminating danger to workmen. It will pro- 
duce clean, uniform metal 

The Portable Rowell Melting Furnace is now 
being advertised to industry. Every furnace 
guaranteed and sold only through distribu- 
tors. You should investigate this profitable 
equipment at once. 


Write for distributor's terms. 


ROWELL MANUFACTURING CO. 


APPLETON, WISCONSEN 


ROWELL 


























Ease of shoetchanges 


VY Security of sheets 
V lies Hat when open 
V Neat appearance 


\.. Ability to stand usage 





If there is something else 
and it isn’t already em- 
bodied in Kalamazoo covers 
—we will put it there for 
you. 

When you are planning on get- 


ting out a new catalog, write us. 


KALAMAZOO LOOSE LEAF BINDER CO. 
Factories at Kalamazoo, Mich.. and Los Anzeles. Calif. 


Sales Offices in Principal Cities. 


Loas 
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Advance Car Mover Co. 
Aeroil Burner Company, In: 
Ajax Mfg. Co. 
Akron jarrow »~Company 
Allen Mfg. Co., The.... 
American Injector Co.... 
American Pulley Company, The 
American Saw & Mfg. Co. 
American Swiss File & Tool Co 
Anchor Post Fence Company 
Anderson, V. D., Company, The 
Appleton Car Mover Co 
Appleton Electric Company 
Argus Smelting Company 
" Arguto Oilless Bearing Co 
Armstrong Bros. Tool Co. 


Atlantic Mfg. Co. 






Atlas Chicago Co. 


Barton, H. H., & Son Co 
Birkle Machine Works 

Black & Decker Mfg. Co., The 
Bliss & Laughlin Co. 





Bond Foundry & Machine Co 
Bonney Forge & Tool Works 


Boston Woven Hose & Rubber Co... 


. 
. Braiding & Packing Works of America 
( 


Bristol Company The 
Brownie Manufacturing Co. 
Bunting Brass & Bronze Co., The 
Burrill, J. D., & Son 
Business Men’s Paper Press 


Cannon Oiler Co., The 
Champion Blower & Forge Co 
Chase Foundry & Mfg. Co., The 
Chicago Pulley & S 
Chicago Rawhide Mfg. Co 
Chicago Solder Co. 





Co 


. —_ -)hClhCU!* 


Cincinnati Electrical Tool (‘o., The 


Cincinnati Rubber Mfg. Co 
Clancy, J. R., Ince. 
Clayton & Lambert Mfg. Co 





Clements Mfg. Co. 

Cleveland Cap Screw Co., The 
Cleveland Twist Drill Co 
Cleveland Wheelbarrow & Mfg. Co 
Cleveland Wrought Products Co 
Clipper Belt Lacer Co. 


Columbia Caliper Co. 

Columbian Vise & Mfg. 
tus McKinnon ai 
Crescent Belt Fastener Co., Inc 
f Crescent Machine Co., The 

Hy Cuneo Catalog Service Co., The 
Cushman Chuck Co. 









M., Reg 
Works 
Detroit Lubricator Co 

Dickerman Hoist Mfg. Co., The 
yiener, Geo. W., Mfg. Co 

Division Smelting & Refining (‘o 
Dixon, Joseph, Crucible Co 

Dodge Manufacturing Corporation 
Donnelley, R. R., & Sons Co 





oe 


Eastern Tube & Tool Co 
Economy Screw Corporation 
Edgemont Machine Co., Ine 
Eleco Tool & Screw Corp 
Electric Blower Co. 

Electro Magnetic Tool Co 
Emmert Mfg. Co. 

Everhot Manufacturing ‘'o Th 


Fafnir Bearing Company, The 
Fairbanks Company, The 
Ferry Cap & Set Screw Co 
Flexible Steel Lacing Co 
Foster, L. B., 
Francis, Chas 
Fredericksen Company 
Frictionless Metal Company 








Genera 
General Brass Company 
General Whe I P 

lell-Pr 
Goulds Pump 
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os Alphabetical Index to Advertisers 





‘Septeiiber, 1927 





Jenkins Bros,......2. - =. A 40 and 92 
Johns-Manville Corporation........ ai Sigs . 68 


Kalamazoo Loose Leaf Bander Co......... eee Sy 
Kieley & Mueller, Inc. 5 = 40) 
L 
Ladew, Edw. R., Co., Ine. Sneed : 118 
Lawson Mfg. Co. See undeees ns aaa ‘ 120 
peimnan Trod.........css Po, SER OT ES : re 34 and 131 
Lenk Mfg. Co. — Bs ; : é 108 
Libbey Glass Mfg. Co... : F 102 


Linear Packing & Mfg. Co., Inc. 
Louisville Sanitary Wipers Co., Ince... 
Lupton’s} David, Sons Company 
Luther Grinder Mfg. Co....... 


90 





M 


Magnolia Metal Co. ' 126 
Marathon Electrfe Mfg. Co. coe =a lav sapeck Be 
Martin, H. P., & Sons ~ 127 
Mason Regulator Co. < ae ; , 8 
McLeod Leather & Belting Co. ¥ 27 
Mechanical Rubber Co., The............0....... 3 ‘ 0-51 
Medart Co., The......... J wae oe 76 and 110 
Monarch Metal Co.,............. oe: ae ae ast 103 
Moore & White Co., The.. ra diesen a A a. 36 
Morse Twist Drill & Machine Co. ; 4 28 
Mullins Body Corporation - i... tte 30 
Myers, F. E,, & Bro. Co. ~ : Se 
N 
Nason Mfg. Co........... av . , 92 
National Tube Company 43 
oO 
Ohio Brass Co. = = . ae 
Osborn Manufacturing Company, The : 60 
Oster Manufacturing Co., The........... 62 
P 
Parker Vises 100 
Penberthy Injector Co., The soaGduxkckenskcccaiaal 86 
Porter, H. K., Inc. SO 
Powell, William, Co., The . 44 
Prentiss Vise Company , 88 
Q 
Quaker City Rubber Company ‘ 120 
Quincy Compressor Company.. te 


Rahmann, Geo., & Co. 
Reardon Company, The 
Reeves Pulley Co. 


ee) 
~1bo 








8 
Republic Rubber Co., The . 118 
Richmond Belt Dressing Mfg. Co. 124 
Roper, Geo. D., Corp. —: 103 
Rowell Manufacturing Co. 137 
Royersford Foundry & Machine Co. 120 
Russell, Burdsall & Ward Bolt & Nut Co. 15 

Ss 
Safety Wrench & Appliance Co, 122 
Saginaw Mfg. Co. 100 
Scandinavian Western Importing Co., Ltd 102 
Schieren, Charles A., Co. 30 
Schultz, A. L., & Son 124 
Scott Valve Mfg. Co. 98 
Simonds Saw and Steel Co. ; ; 112 
SKF Industries, Incorporated ~ 6 
Skinner, M. B., Co. 122 
Southwick, Geo. W., Co., The 110 
Standard Electrical Tool Co 122 
Stanley Belting Corporation ws 92 
Stow Manufacturing Co., Inc ahee 
Strand, N. A., & Co. 122 
Superior Screw & Bolt Mfg. Co. 84 
Swartwout Co., The 92 
T 
Timken Roller Bearing Co., The 14 
Toledo Pipe Threading Machine Co., The 5 
Toledo Wheelbarrow Co _ 108 
Toles, W. C., Co. : 126 
Trimont Manufacturing Company 13 
U 
United States Electrical Tool Co., The 12 
Vv 
Victor Balata & Textile Belting Co. 120 
Victor Saw Works, Ine 102 
Vogel, Joseph A., Company 84 
Vogt, Henry, Machine Co 64 
Ww 
Wallace, J. D., & Co 122 
Walworth Company 4 
Watson-Stillman Co The 86 
Whiting Leather & Belting Co. 66 
Whitman Barnes-Detroit Corp 105-106 
Williams, D. T., Valve Co., The 128 
William, I. B., & Sons 41 
Williams, J. H., & Co 31 
Williamsport Wire Rope Co 27 
Wood Shovel & Tool Co SS 
Woods, T. B., Sons Co 9 
Y 
le & Towne Mfg. Co., The rae | 


Y 
Yost Manufacturing 
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